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Spring fever will be the ther- 
mometer depended upon to an 
flect a rise in used-car sale 

+ * + 


Steel firms are hoping for an 
early opening of the Great Lakes 
shipping season so that ore will 
start coming soon from the north- 
ern mines. Ore stocks are said to 
be lowest in 30 years. 

+ * * 


Fightin’ Irish 

Where better could Truman have 

discussed plans for armament than 

at a meeting of the Friendly Sons 

of St. Patrick? 
* 


* * 
Humpty-Dumpty? 

With so many presidential as- 
pirants intent on rolling that one 
out of the White House, this East- 
er practice will continue on until 


November this year. 
+ * + 


Seller’s Market 


With those April showers due 
soon, it would be a good idea to 
spend the rainy days telling the 
sales staff how to sell, so that the 
total volume in the days to come 
won’t be in the cellar of the 
market. core 


Please Do 


Merchants in Douglas, Ga. a 
tobacco center, ave Ue 2 set 
aside Apr. 1-10, Us Alone 


Wrhey acted after counting up 
the different drives for funds in 
the past month. These totaled an 
even dozen. 


Competition 

Apparently, John L. Lewis can’t 
stand to have someone else like 
Jack Benny on the stage with him 
at the same time. 

A few weeks ago Benny was re- 
vealed as the “Walking Man,” but 
John soon got back into the spot- 
light as the “WM” with his old 
act and its supporting cast of 
thousands of miners. 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


108,651 108,895 


ma nem Me 


Week Wool Week 
For complete production totals 
by makes, see table, page 43. 
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5 
Production Holds 


At 108,654 In 
- |Spite of Ford Cut 


Coal Strike to Affect 
Future Output If It 
Lasts Three Weeks 


By Bernie Thomas 
Staff Writer 


ae operating levels in other 
plants offset declining Ford op- 
erations to let U. S. car and truck 
production continue last week at 
the same rate as the week before. 


The past week, according to 
Automotive News estimates, found 
this nation’s plants turning out 
78,789 cars and 29,862 trucks—a 
total of 108,651 vehicles. 


It was virtually a repeat per- 
formance of the week before, when 
U. S. plants built 78,999 cars and 
29,896 trucks—a total of 108,895 
units, according to revised tabula- 
tions. 


Schedules of the next several 
weeks will probably be of the same 
proportion, unless the current coal 
strike becomes a long, drawn-out 
affair like in 1946. 


AUTOMOTIVE opinion last week 
was generally optimistic that 
the strike will not be of long dura- 
tion. However, it was added, if it 
continues for as long as "th 
weeks plants will ‘be able, to sa 
money by partially cutting produc- 
tion before they are forced to close 
down completely. 

Most plants have enough fuel 
on hand to maintain present 
schedules longer than that, but 
they learned in 1946 that it is 
better to play any situation cre- 
ated by John L. Lewis on the 
safe side. 

On the whole, the coal strike has 
come to be an annual affair for 
the auto industry. Auto makers 
prepare for it in much the same 
traditional manner that parents 
prepare for their childrens’ Christ- 
mas, but hardly with the same 
sentiment. 

To the steel industry, last week’s 
coal strike brought a problem which 
was more immediate. It came at 
a time when steel production was 
being scheduled at the highest rate 
since the week ended Apr. 2, 1945. 

* a *” 

TEEL men said this rate could 

be held for another week or two 
before it would be necessary to 

slash production to save fuel to 
keep blast furnaces going. They 
dodged questions on how long out- 
put could be maintained at any 
rate if the coal walkout continues. 

However, it was admitted that 
in the event the miners do not 
return to work in a reasonable 
time, the steel industry, like the 

(Continued on Page 43, Col. 3) 
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Alvan Macauley 
. . . Pioneer steps down 
* 


Macauley Retires; 


Younger Men 
Rise at Packard 


LVAN MACAULEY, one of the 
industry’s pioneers, retired last 
week as chairman and director of 
Packard, along with two other 
long-time directors of the com- 


ert |B. pce 


President George T. Christo- 
pher, accepting the resignations 
with “genuine regret,” revealed 
that the following have been 
nominated as successors: 

Earle C. Anthony, Packard dis- 
tributor in California since 1905 
and the company’s second largest 
stockholder; W. Tom ZurSchmiede, 
a director of Crowley-Milner, De- 
troit department store; and Henry 
C. Bogle, a member of Bodman, 
Longley, Bogle, Middleton & Arm- 
strong, Packard's legal counsel for 
many years. 

* * * 

BSERVERS viewed the new 

setup as part of Packard's pro- 
gram to streamline its manage- 
ment. 

Christopher said: “Mr. Macau- 
ley and Mr. Bodman are with- 
drawing to grant younger men 
the broader opportunity of direc- 

_ (hee MACAULEY, Page 42 42, Col. ee 


E. Bodman and Rob-| clear 


$6 Per Year, 25e Pet®_s 


Spreading War Fever 


Seen Bolstering Sales; 


Auto Capital Is Calm 


Firms Report No New Industrial Mobilization Plans; 
Rumors of U. S. Taking Over Plants Denied; 
Dealers Find Jitters Sales Tool 


By Bob Finlay 
Managing Editor 
wos to careful observers war 
seemed only a remote possibil- 
ity, there were definite reactions 
to the war scare in the auto in- 
dustry last week. 

On a short-term basis—likely to 
hold only until war fears were 
quieted—it appeared that the result 
would be increased pressure for 
new cars, higher prices for used 
cars and a lift for those new-car 
dealers who were finding sales 
slipping. 

Whether you were personally 
excited about the war rumors or 
not made little difference. The 
impact was there, at least tem- 
porarily, since some dealers in 
need of an opportune sales tool 
were using this general theme: 
“Start the war with a good car.” 
President Truman’s preparedness 
rogram was likely to have more 
lasting .effects, ——- 

what they ‘be. If 
universal military training and a 
temporary selective service were 
approved by Congress, there might 
be some effect on the labor supply. 
* + * 

OWEVER, George Romney, 

managing director of the Auto- 
mobile Manufacturers Assn., point- 
ed out that it was too early to 
gauge repercussions. 

“First,” he said, “you have to 
know details of the program, how 
deep it will go.” 

Romney, asserting that we 
have to live in the world as it 
is rather than as we would like 
it to be, predicted that Russia 
would take over the rest of Eu- 
rope and Asia unless stopped by 
force or a show of force. 

“Words or money,” he declared, 
“are not going to be enough.” 

There were a number of rumors 
floating around the industry to the 
effect that the military was ad- 
vising firms that had taken over 
government-owned plants to va- 
cate or prepare to vacate. None 
of these were confirmed, and Ford 


denied the rumor that it had re- 
ceived such a notice on the former 
naval ordnance plant on Mound 
Road, Detroit, in which it is now 
building parts. 
af > +. 
S FAR as industrial, mobiliza- 
tion goes, there has been no 
increased activity, according to 
ae AMA military, liaison commit- 
One source summed it up this 
way: 
(Continued on Page 8, Col. 3) 


‘Routine’ Threats 
To Strike Hit 
Chrysler, Ford 


By Mac Gordon 
Staff Writer 
HRYSLER CORP. and Ford be- 


it was:not UA 


Automotive manufacturers ap- 
peared more concerned with the 
possible effects of the spreading 
soft-coal strike, which by last 
Thursday had cut off coal ship- 
ments to Pittsburgh, Chicago and 
other steel and railroad centers. 

Steel and rail executives said 
they could maintain volume op- 
| erations if the miners’ walkout 
| is of short duration. A prolonged 
tieup, however, will force cut- 
backs which eventually would 
spread to auto assembly plants, 
it was warned. 

Should the coal strike continue, 
President Truman was expected to 
invoke the “national emergency” 
provisions of the Taft-Hartley law 
to bring an enforced peace. He 
has already taken such steps in 
the CIO meat packers’ strike. 


+ ” > 
THE CHRYSLER and Ford 
strike threats involved separate 
(Continued on n Page 41, Col. 1) 








- Southwest Dealers Lay Beefs on the Line 


By Pete Wemhoff 
Editor, Automotive News 
IKE other sections of the nation, 
all is not serene in the Land 
of Cotton & Oil. 

Auto dealers, while f#xperiencing 
several years of “Happy Hell,” are 
now concerned over: 

1. Lack of security 
franchises; 

2. Recent “undercover cuts” 
dealer discount rates; 


USES Transfer Bill 


OW ASING! Beaten 
TON. — President 


in factory 


in 


3. Packing of territories; 

4. Pressure for new buildings 
and facilities; 

5. Broken factory promises and 
“unfair” distribution of new cars. 
6. Forcing of obsolete parts and 

sideline accessories on dealers. 
* . + 

HIS writer, on a 3,500-mile trip 

through the Southwest, found 

that the factories are not the only 
ogres in dealers’ eyes, however. 

They also fear the inroads being 

made by service stations and in- 
dependent garages into their serv- 
ice business. And dealers also fear 
that used car dealers may be pre- 
paring to enter the new-car mar- 
ket and undersell legitimate deal- 
ers. 

But, overall, dealers in the 
Southwest are optimistic on the 
immediate outlook. They are 
starting to realize that “C-Day” 
(*“C” for competition or cus- 
tomer) is not too far off, and 
are slowly preparing for it. 
The loose money is gone, they 


know, and they need look only to 
the steady rise in new-car financ- 
ing as an indication. Used car 
prices are off, like elsewhere in 
the nation, and are expected to 
make only a minor upturn this 
spring and summer. 

Some dealers are using the pres- 
ent war scare as a lever in dispos- 
ing of less-wanted new-car models, 
advising customers that they 
hadn’t better wrangle over color 
or styling since “any new car will 
carry you through any possible 
emergency.” 

With sales coming a little harder, 
most dealers are allowing higher 
trade-in allowances although it’s 
nowhere near prewar’s giveaway 
pace. Most dealers have also re- 
sumed the retailing of their used 

(See SOUTHWEST, Page 43, Col. 2) 
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Ford Sees Another Cut 
In Sales Potential 


RD PROBABLY will be 

“forced” to raise prices on its 

forthcoming new models although 

“another layer of purchasing power 
, ” thereby 


prospects were revealed in 
Adio interview last week in 

ich questions were answered by 
=. R. Breech, Ford executive vice- 
president, and J. R. Davis, vice- 
president and director of sales and 
advertising. 

Conducting the interview was 
Franklin Mitchell, radio reporter 
for the Automobile Manufacturers 
Assn., sponsor of the interview 
series. 

Breech, pointing out that pres- 
ent models have been produced 
from prewar jigs and dies, said 
new retooling costs are “three to 

four times higher than they were 
in 1939 and 1940.” 

“We haven’t finished our cost 
estimates yet,” he said, “but cer- 
tainly there is a strong possibility 
that this increased cost will be re- 
flected in the prices of the new 
cars.” 

+ + + 

FTER BREECH declared that 

another round of wage increases 

in the spring would also “likely” 
result in higher automobile prices, 
Davis was asked about the effect 
of price hikes on consumer sales 
resistance. 

“Our research and analysis in 
markets,” the sales executive re- 
plied, “very definitely tells us that 
every time prices go up, we lose 
another layer of buying power—in 
other words, buying resistance in- 
creases. And here we are definitely 
in the realm of fact.” 

There are indications now that 
we are not too far away from the 
level of buyer resistance right now 
in some lines of cars and trucks.” 

Breech asserted that if reduced 
new-car sales, production and em- 
ployment are to be avoided at a 
future date, “somewhere everyone 
has to be willing to hold the line 
and preserve the balance of buying 
power with prices and costs.” 


RD WILL NOT take advan- 

tage of continuing seller’s mar- 
ket conditions by extravagant 
prices on its new cars, Davis said, 
explaining that the 1949 models 
“will be priced just as though we 
were in a buyer’s market.” 

Reporting on other findings of 
Ford market surveys, Davis ob- 
served that “the number of people 
who are able and anxious to buy 
their cars new has substantially 
increased over prewar figures.” 

“The reason for this expanded 
new-car market is the decided 
increase in the number of fami- 

lies compared to 194l—over 10 

percent—coupled with the large 

increase in the family income 
after taxes.” 

Breech amplified on these re- 
marks by citing government sta- 
tistics to show that national pur- 
chasing power has risen along with 
prices. 

“In 1940, for example, the list 
price on a low-cost automobile was 
roughly $700,” Breech said. “That 
is, it cost dollars to a wage-earner. 
To a farmer it meant 17 beef cat- 
tle. In 1947, the same car cost 
$1,219, or 13 beef cattle. 

“The increase in spendable week- 
ly income for the average wage- 
earner in all manufacturing is up 
84 percent over 1940. The actual 
amounts are $24.95 a week as com- 
pared to $49.33 a week. And there 
were 10,000,000 more people at work 
in 1947 than in 1940. I think you'll 
agree... that the average Ameri- 
can has a lot of purchasing power 
today.” 

* * * 
AVIS EXPRESSED the belief 
that approximately 80 to 85 per- 
sent of the 1,750,000 orders for 
Ford-made cars and trucks were 
“firm.” 

“We hope to produce more than 
a million cars and trucks in 
1948,” Breech added, “and unless 
something happens to curtail the 
market drastically, we will still 
be far behind our orders at the 
end of this year.” 


Decision Made After Probe of Otis Renege .. . 
SEC to Hold Public Quiz on K-F Deal 


T= Securities and Exchange | a court action by a K-F stockholder 


Commission said last week it 
would order a public hearing on 
the Kaiser-Frazer - Otis & Co. stock 
deal. SEC officials called the case 
“a mess” that merited complete and 
thorough airing. 

Kaiser-Frazer had already filed a 
complaint against Otis & Co. with 
the National Assn. of Securities 
Dealers. Both K-F and NASD 
spokesmen refused to disclose de- 
tails of the complaint. 

SEC is said to have decided on 
a public airing of the stock deal 
on the basis of investigations in 
Detroit, New York, Chicago, 
Cleveland and San Francisco, fol- 
lowing the unprecedented action 
of Otis & Co. and First California 
Co. in withdrawing from the sale 
of additional K-F stock. 

Proceeds of the stock sale were 
to have financed an output hike to 
1,500 cars daily at K-F’s Willow 
Run plant. When the financing was 
not forthcoming, K-F operations 
were cut to a “single shift basis of 
maximum economy.” 

K-F has a suit pending against 
Otis & Co. for $7,762,000, charging 
that the Cleveland firm “inspired” 





to halt issuance of the stock. 
. + * 
T= agreement between Otis and 

K-F provided that Otis could 

withdraw from the stock sale in 
event of a lawsuit against K-F over 
stock matters. 

Investigators are said to have 
told SEC members that “too many 
people knew” about Kaiser-Frazer’s 
plan to stabilize the price of its 
stock at $13.50 a share and offer 
the new issue at $13. 

There was heavy selling of out- 
standing K-F shares on the day 
previous to the new offering of 
900,000 shares. A _ registration 
statement filed with the SEC re- 
ported that K-F had purchased 
186,200 shares “in connection with 
stabilizing the market price prior 
to 3 p.m. Feb. 3.” 

On Feb. 4, after 900,000 shares of 
the new issue were reported sold 
at $13, the underwriters suddenly 
announced they had closed the sub- 
scription books. An additional 600,- 
000 shares were under option by the 
underwriters at $11.60 a share. 

(On Feb. 9, James F. Masterson, 
Philadelphia attorney, filed suit in 


PAUL G. HOFFMAN, right, president of Studebaker Corp., receives the American 


education award of 1948. M 


aking the presentation at the annual convention of the 


American Assn. of School Administrators is R. E. Stewart, president of the exhibits 


the National Education Assn. 


division of 
weheools in » looks on. 


Herold ©. Hunt, superintendent of public 








EVERY SCHOOLTEACHER in Lansing recently left her classroom to spend an entire 
day listening, as a pupil of modern industry, to the accomplishments and problems faced 
by managers of ‘“‘free enterprise’ business ventures. Above is a group of teachers 


the production of Oldsmobile engines at the main plant. 


Thirty-nine Lansing 


viewing 
businesses and manufacturing firms cooperated with the schools on the unique program, 


believed to be the first ever held in the 
Industry-Education Day came from Prof, 


United States. The idea for this Business- 
Carl M. Horn, Michigan State College, also 


the author of the ‘‘Flying Classroom’’ program. 7 
War Scare Seen Affecting 


Used Car Market 


By Jim White 
Staff Writer 

ROWING war jitters are ex- 
» pected to have considerable 
effect on the used car market, a 
survey showed last week. Al- 
though the exact pattern is not 
clear, the following are considered 
possibilities: 

1. An increased demand for 
late-model cars as protection 
against any national- emergency, 
or, 

2. A tightening up, through 
fear of the unknown or the hope 
for return of price controls. 
Re-enactment of the draft, with 
the possible curtailment of gaso- 
line supplies to the public, might 
cause potential buyers to shy away 
pending clarification of the present 
international crisis. 

In addition, activation of selec- 
tive service on a large scale might 
plunge enough near-new vehicles 
onto the free market to create 
considerable adverse effect on 
present stocks. 

+ - + 


7” THE meantime, a survey of 
dealer lots around the country 
reveals that despite touches of 
spring weather, shoppers are re- 


Michigan’s Wayne county circuit 
court seeking to restrain K-F from 
proceeding with the stock sale.) 
+ * - 

TH SEC investigation will delve 

into charges that Masterson has 
represented Otis & Co. in the past. 
K-F officials reportedly were in 
conference with Otis officials at 
Cleveland discussing the Cleveland 
banking firm’s withdrawal from the 
stock sale when they were informed 
of Masterson’s suit. 

Meanwhile, in San Francisco K-F 
President Joseph Frazer reported 
that new financing plans for K-F 
were being drawn up by the First 
Boston Corp. and “when they get 
the plan we will act in accordance 
with their suggestions.” 


Top Cars 
New car registrations for 45 
plus five 


states in January, 
states for February: 


Make . 
Chevrolet 37,353— 1 
Ford $1,859— 2 
Plymouth 16,777— 8 
Dodge 11,248— 6 
Buick 18,395— 4 
Pontiac 10,831— 7 
Oldsmobile 11,353— 5 
Mercury 6,5538— 9 
Studebaker 6,384—10 
Nash 7,11i— 8 
Chrysler 5,484—12 
Kaiser 2,263—16 
Hudson 5,827—I11 
DeSoto 3,974—18 
Frazer 1,161—19 
Cadillac 3,066—14 
Packard 2,309—15 
Willys 1,178—18 
Lincoln 1,378—17 
20— 1,236 Crosley 655—20 
Total All Makes 
245,576 180,194 
For further details see page 
20, today’s issue. 


luctant to meet current price lev- 
els. Retail trade, however, has 
perked up in some cases. Detroit’s 
Used Car Row last week enjoyed 
its best weekend trade since last 
fall. 

Price levels appear to have 
leveled off across the nation to 
what dealers say are the approx- 
imate peaks that customers can 
meet today. Although consider- 
ably lower than levels of last 
year, present prices allow ample 
margin of profit through closer 
buying and prudent stocking, 
dealers admitted. 

Present price levels, dealers feel, 
are likely to exist through the 
summer with slight adjustments 
according to demand. Basis for 
their contention is the reaction of 
early spring customers to high 
prices, finance requirements and 

monthly payments. 

New car production, they point 
out, has cut deeply into the mar- 
ket potential for used vehicles at 
above-list levels. 
* * * | 
= first faint breath of spring 

brought hordes of shoppers to 
Used Car Row on Livernois Ave. 
in Detroit last week but custom- 
ers resisted prices, dealers re- 
vealed. 

While the late model stuff re- 
mained almost uniformly at cur- 
rent levels, prewar ’38s, ‘398 and 
’40s found ready sale if clean and 
in fairly decent mechanical con- 
dition. 

* * * 

k= SCHAEFER, auction opera- 

tor at Indianapolis, reported 
that balmy days last week brought 
buyers out by the score, “running 
around here like mad.” Retail trade 
also enjoyed a spurt while the 
first touch of spring remained, he 
added. 

Schaefer reports that his sale of 
the week of March 14 brought good 
prices. The South, he says, has 
been perking up and demanding 
prewar clean stuff and paying more 
for them than heretofore. 

Tim Anspach, Albany (N. Y.) 
operator, reported that retail trade 
in Albany has been very good dur- 
ing the past two weeks in spite 
of unseasonal weather. On the 
wholesale levels, prices have en- 
joyed an approximate $25 boost 
overall. Buyers from the Eastern 
seaboard cities are still quiet, he 
reports, but some New York City 
buyers have been up to look at 
convertibles. 


GM’s Sales Set 
Record in 1947; 
Nets $287 Million 


EW YORK.—With net sales at 

a peacetime record level of 
$3,815,159,163, General Motors net 
income for 1947 amounted to $287,- 
991,373, C. E. Wilson, president, 
and Alfred P. Sloan jr., chairman, 
stated last week in their annual 
report to more than 436,000 stock- 
holders. 

Net income for 1947 available for 
the common stock, after providing 
dividends of $12,928,310 on pre- 
ferred stocks, amounted to $275,- 
063,063, equivalent to $6.24 per 
share on the average number of 
shares outstanding during the year. 

During 1947 General Motors 
provided $260,814,328 for U. S., 
income taxes and foreign income 
and excess profits taxes—equiva- 
lent to $5.92 per share of com- 
mon stock. 

Net income for 1946 amounted 
to $87,526,311. After providing divi- 
dends of $9,782,407 on preferred 
stocks, there remained in that year 
net income available for the com- 
mon stock of $77,743,904, equiva- 
lent to $1.76 per share. 

+ * * 


ET sales for 1947 of $3,815,159,- 
4% 163 compared with $1,962,502,- 
289 for 1946, GM stated. The report 
pointed out that sales included a 
substantial volume of automobile 
replacement parts sales. 

In addition, it was said, the ag- 
gregate sales of GM Diesel loco- 
motives, GM Diesel engines, Frig- 
idaire products and other non- 
automotive products represented a 
higher proportion of the total vol- 
ume than in the prewar years. As 
a result, total dollar sales figures 
are much greater than are indi- 
cated by the number of cars and 
trucks sold, GM explained. 


The report also called atten- 
tion to the fact that “any analy- 
sis of sales figures must also give 
consideration to the existing 
level of prices, which is impor- 
tantly above prewar, with the 
result that an increase in dollar 
volume over previous years does 
not in itself reflect a comparable 
increase in physical volume. 

Net working capital amounted to 
$865,373,105 at Dec. 31, 1947, an 
increase of $96,642,217 over net 
working capital of $768,730,888 at 
Dec. 31, 1946. 

Inventories at the end of 1947 
totaled $692,889,191, compared with 
$549,352,274 at Dec. 31, 1946. Ac- 
counts receivable, notes receivable, 
etc., at Dec. 31, 1947, amounted to 
$227,741,023, compared with $211,- 
727,380 at Dec. 31, 1946. 

The increases in both inventories 
and receivables reflect the rise in 
price levels, as well as additional 
amounts required by the expanding 
volume of production, Sloan and 


Wilson said. 
Kohr Acting Chief 


Of Ford Research 


DEARBORN.—Robert F. Kohr, 
former assistant director of engi- 
neering research for Ford Motor 
Co., has been named acting direc- 
tor, according to Harold T. Youn- 
gren, vice-president and director 
of engineering. He will fill the va- 
cancy created by the recent resig- 
nation of William S. James. 

Kohr joined the Ford engineer- 
ing staff in June, 1945. Prior to 
that date he was associated with 
General Motors as a development 
engineer for the Allison division. 





THIRTY HUDSON regional service supervisors from all parts of the United States 
training school the 


and Canada recently attended a four-day mechanical 
schools for Hudson’s 3,000 


preparatory to conducting similar 


according to Walter 8. Milton, director of service. E. J. 
explaining details of the new Hudson’s carburetion system to the group. 


is shown 


distributors and dealers, 
technical service manager, 
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Dealers tell me 


By John 0. Munn 





= who complain about 
factory policy of alloting cars, 
ask many leading questions. For 
instance, they ask whether the 
factory wouldn’t be better off by 
supplying their dealers the same 
percentage of cars they received 
in 1941 so that the percentage of 
registrations can be maintained in 
the territory where the dealer has 
actually been proven. 

Cutting down the percentage 
of registrations by the arbitrary 
allotment of cars to territories, 
where none or few were sold be- 
fore, is working a hardship to- 
wards the future, dealers say. 
Losing business to competition is 
a serious situation for both the 
dealer and the factory of that 
line. It is the dealers’ impres- 
sion that it is much better to 
hold the line in established ter- 
ritories than to allot cars to ter- 
ritories which have not yet been 
established or where the dealer 
has not yet proved his ability 
to stand up under a competitive 
market. 


Many dealers ask if the factory 
is legally obligated to supply them 
with the same percentage of cars 
they received from the total fac- 
tory production, as was the cus- 
tom before the war. Of course, no 
dealer who expects to continue the 
factory contract would raise this 
question legally. 

> + 


e 
Time Will Settle It 
In Near Future 


[TH customs of a trade are ex- 
tremely binding in matters of 
litigation. Certain things, dealers 


Reply Due Soon 
On GM Petition 
For Emich Retrial 


CHICAGO. — A General Motors 
petition for a new trial in the 
Emich financing case has been 
taken under advisement in Federal 
District Court here. Decision on the 
petition is expected in two or three 
weeks. 


The corporation has also request- 
ed, it was disclosed, that a verdict 
in favor of GM be returned not- 
withstanding the decision on a new 
district court trial. 

General Motors attorneys said 
that if these motions are denied, 
they will take steps early in May 
to file an appeal in the Circuit 
Court of Appeals. 

Triple damages amounting to $1,- 
236,000 were awarded to Fred F. 
Emich, former Chevrolet dealer, in 
his anti-trust suit of GM. Emich 
charged before a federal court jury 
that the corporation canceled his 
franchise because he refused to use 
the financing services of General 
Motors Acceptance Corp. 









Nine Directors 
Are Elected by 


Houston Dealers 


HOUSTON.—Nine directors have 
been elected by the Houston Au- 
tomobile Dealers Assn. 

They include, besides the officers 
—Harry Burkett 
(Dodge), presi- 
dent; Elton 
Thompson 
(Nash), vice- 
president, and J. 
M. Richardson 
(Chevrolet), sec- 
retary-treasurer— 
the following: 

Byron B. Brown 
(Oldsmobile), im- 
Harry Burke mediate past 

P president; Dave 
Hazelhurst (Chrysler); R. E. Rob- 
ertson (Chevrolet); Jack Roach 
(Ford); Lindsey Russell (Ford), 
and T. J. Krieger (Dodge). 

Ralph L. Fowler was reappointed 
executive secretary and general 
counsel of the association. 









say, are recognized as implicit in 
the contract because they have 
been accepted year after year. If 
this is so, then dealers ask, are 
manufacturers, who do not abide 
by the accepted custom in the past, 
extremely vulnerable to law suits? 

Dealers ask wouldn’t a court 
render judgment in favor of a 
dealer when a manufacturer has 
completely disregarded the right 
established under their contract 
as affected by precedent in re- 
fusing to allot to dealers the 
share of production earned by 
their previous performance un- 
der competitive conditions? 

Time will answer such questions. 
Perhaps some selling and the de- 
velopment of better understanding 
is indicated, rather than abrupt 
arbitrary actions. Time is running 
out, however, for such complaints 
because production keeps up. At 
the present rate it won’t be so 
long before more and more dealers 
will be obtaining a sufficient num- 
ber of cars to approach their needs. 

* * * 


New, Used Dealers 


Could Benefit 


AT THEIR January convention, 
£\ the Nebraska dealers changed 
the name of their organization to 
the Nebraska Dealers New Car 
Assn. This designation is some- 
thing new in this industry. I am 
not familiar with the reason be- 
hind this change. Doubtless, how- 
ever, the Nebraska dealers felt it 
was necessary to distinguish their 
operations, in the public mind, 
from that of an exclusive used car 
dealer. I am sorry to see the sepa- 
ration take place because I think 
there is a lot to be gained by new 
and used car dealers through co- 


operation. 
There are substantial new car 
dealer organizations in most 


communities and in every state. 
The national organization is at 
an all-time high. These organ- 
izations employ trained execu- 
tives. All have permanent office 
locations, staffs and office equip- 

ment. 

These new car dealer organiza- 
tions always have constantly avail- 
able industry facts valuable to the 
used car dealer as well as the 
new car operator. Members of 
both organizations handle identical 
merchandise and sell to an identi- 
cal market. I would like to see 
the time come when this machin- 
ery of organization and facilities 
for carrying out forward projects 
are made available to both classes 
of trade. 

* 7 


All-Inclusive Group 


May Be Answer 


KNOW that there are many 

ramifications of the business 
that don’t embrace both new and 
used car dealers. In many other 
areas, however, cooperation be- 
tween the two units would benefit 
both as well as the public. I am 
thinking of such trade projects 
as closing hours, advertising codes, 
competition in finance, warranties, 
as well as the availability of in- 
dustry facts. 

I would also like to see inde- 
pendent garages, exclusive tire 
dealers, battery dealers, and in 
fact retailers of all branches of 
the industry organized as chap- 
ters operating in conjunction 
with the new-car dealer organ- 
ization already set up. This is 
not a new idea. It has been tried 
in the past and proved success- 
ful. Such plans are operating 
successfully in other lines of 
trade. 

All these factors have but one 
goal—to render the owner and user 
of automobiles more and better 
service. When such organizations 
are set up, they stand instantly 
ready to use their influence in 
promoting good and discouraging 
bad legislation either nationally, 
state-wide, or locally. They are 
also ready to function not only in 
political emergencies, but in eco- 


nomic upsets. 





Clamping Down 


INDIANAPOLIS, —In a nation- 
wide survey of the used-car situa- 
tion, the Automobile Dealers Assn. 
of Indiana asked 21 other dealer 
groups to answer six questions 
from a cross-section of their mem- 
bers. 
Reporting on the results last 
week, the Indiana group said that 
with one exception the following 
reply from Buffalo dealers was 
typical of all the replies received: 


“1. Estimates of turnover went 
from 25 to 50 percent. 


“2. Cars are definitely moving 
slower. 

“3. Generally speaking, models 
1939 and older are moving with the 
greatest ease. Those up to 1942 
with some ease, but 1946 and 1947 
models are slow. Report is that 
most people are looking for good 
transportation for $700 to $800. 


“4. Moving away from larger 
cars into smaller. Some are even 
trading in larger for smaller. De- 
mand is for smaller. 

“5. Most dealers feel that spring 
appreciation will not be as great 
as recent depreciation. Most ex- 
pressed the opinion that if produc- 
tion of new cars moves along as 
expected, trend will be continually 


Iowa Convention 
Likely to Draw 
1,000 This Week 


DES MOINES. — Frederick M. 
Sutter, regional vice-president of 
NADA, will be principal speaker at 
the 30th annual convention of the 
Iowa Automobile Dealers Assn. 
here March 23-24. 

Speaking on “The Washington 
Picture,” Sutter will headline a bat- 
tery of three speakers at the after- 
noon program March 24 at the 
Hotel Fort Des Moines. The other 
two speakers will be Samuel N. 
Stevens, president of Grinnell col- 
lege, Grinnell, Ia., and Henry G. 
Weaver, director, customer research 
staff, General Motors Corp., Detroit. 

George Means, secretary-manager 
of the association, predicts attend- 
ance will total 1,000, or 300 more 
than last year. 

The convention will open March 
23 with registration in the morning 
and election of new officers, execu- 
tive committee and county directors 
in the afternoon. 

Convention resolutions will be 
adopted at a short business session 
the following morning. 

The annual association banquet 
will be Wednesday night, March 24, 
and will feature Arthur Brayton, 
secretary of the convention- bureau, 
Des Moines chamber of commerce, 
as speaker. 

Present officers of the association 
are: G. O. Fletcher, Cedar Rapids, 
president; Al Cohen, Des Moines, 
treasurer; Means, secretary-man- 
ager, and B. C. Hawn, Waterloo; 
Vincent J. Neu, Davenport, and 
Leonard Elkin, Sioux City, vice- 
presidents. 


Mich. Dealers Meet 


June 20 on Island 


LANSING.—The Michigan Auto- 
mobile Dealers Assn. has set its 
27th annual convention for June 
20-22 at Mackinac island. The con- 
vention was also held on the resort 
island last year. 


U.C. Market Appraised 


Surveys by Indiana Assn. Find Finance Concerns 





as Volume Lags 


down. If we should have strikes, 
conditions would change, of course.” 


The exception to the above 
came from San Antonio. There 
it was said that sales are in 
greater volume now than they 
were 30 and 60 days ago, but even 
with an increase in demand, 
prices did not show a tendency 
to increase. 


Upon receipt of this information, 
the Indiana association took steps 
to obtain information from finance 
companies on their present experi- 
ences and their opinions of future 
tendencies. Six major finance com- 
panies were contacted and the 
summation of their opinions is as 
follows: 


“All finance companies are tight- 
ening down on credits. Reposses- 
sions consist mainly of very rough 
cars—repossessions on the whole 
are on the increase. 


“All of the finance companies in- 
terviewed seem to have a feeling of 
considerable more security doing 
business with new-car dealers than 
with many of the newly baptized 
speculators who have purchased ex- 
tremely high priced used-car inven- 
tories which are mostly floor- 
planned. This is particularly true 
of used-car dealers. 


“New-car dealers are in a much 
more favorable position to acquire 
used-car inventories at lower 
prices than are used-car dealers 
who rely heavily on new-car deal- 
ers for their supplies. 

“There is a very perceptible 
tendency on the part of some of 
the trade to seek the lengthening 
of the terms and reduce down- 
payments in order to induce sales 
and get out from under these high 
cost inventories. 

“Finance companies are aware of 
the folly of this and are showing 
great reluctance to consent to such 
requests. There seems to be some 
tendency on the part of finance 
companies to surmise that dealers 
will find it extremely difficult to sell 
’46 and ’47 models at or above pres- 
ent new-car delivered prices in the 
immediate future—this will be par- 
ticularly true after the expected 
spring demand subsides.” 

The Indiana group concluded that 
there has been some decline in de- 
mand incurring some depreciation 
in values, that rough used merchan- 
dise is rapidly being relegated to 
its proper category—junk, and that 
clean merchandise continues in de- 
mand. 

The firmness in the market, 
which apparently will come with 
the spring, will offer to dealers one 
of their last opportunities to rid 
themselves of a lot of tail-end 
trades, it was stated. 





Dealers Assn. (at the mike), introduces 
Arthur (Red) Motley (left) at the annual 
meeting of the group. 


Brooklyn Dealers 
Elect Directors; 
500 at Dinner 


BROOKLYN. — Twenty directors 
were elected last week at the an- 
nual dinner meeting of the Brook- 
lyn and Rhode Island Automobile 
Dealers Assn., held at Hotel Gra- 
nada. More than 500 persons at- 
tended. 


The directors will elect new of- 
ficers at the next regular meeting 
of the association. 


Principal speaker at the dinner 
was Arthur (Red) Motley, who 
spoke on “How Well Are We Mind- 
ing Our Own Business?” William 
Frame, president of the association, 
introduced the speaker. 

C. Ray Palmer, executive vice- 
president, reported that the asso- 
ciation has grown from 172 mem- 
bers to 434 in the past six years. 

Here are the new directors: 

Kings county—P. J. Flood, F. A. 
Gehrhardt, A. E. Randall, E. J. 
Rotchford, D. B. Spielman. 

Nassau county—Wm. Frame, W. 
S. Hults jr., H. H’Lavac sr., H. B. 
Seaman, C. J. Truelson. 

Queens county—E. Dintenfass, H. 
R. Hustedt, D. E. Lowell, W. T. 
Maguire, J. E. Nachman. 

Suffolk county—H. D. Newins, E. 
P. Rodenhurst, J. G. Stewart, T. B. 
Terry, C. E. Vail. 


Labor Charges Up to $1.75 
In New Hampshire Town 


TILTON, N.H.—(UTPS)—Garages 
and service stations here have an- 
nounced an increase in their hourly 
labor charges from $1.50 to $1.75. 





25th Anniversary Celebrated 
By Dallas Association 


DALLAS.—Marking its silver an- 
niversary, the Dallas Automotive 
Trades Assn. held a special break- 
fast in the Dallas Athletic Club 
here March 11. Miles F. Hall, of 
Dallas Nash Co., is current presi- 
dent of the group. 

Although organized in 1915, the 
association received its charter in 
1923. William Morriss was the first 
president. 

Dr. J. H. Connell served as ex- 
ecutive secretary until his death 








AS DALLAS DEALERS celebrated the 25th birthday of their association at a break- 
fast March 11 in Dallas Athletic Club. those attending were, left to right, Miles 
F. Hall, of Daline Nash ° of the Dallas Automotive Trades Assn.; Pete 
Wembhoff, editor of Automotive News, the meeting while on a Southwest 
tour; Gladys W: '. of DATA; J. Bruton Orand, of Orand Buick 


Co., 
of the 





in 1942, when Gladys E. Walker 
was named to that post. 

The association, always active in 
promoting traffic safety, at its an- 
niversary meeting discussed means 
for increasing its assistance to the 
Dallas driver training school. 

It was announced that the an- 
nual Dallas Automobile Show, 
sponsored by the association, will 
be staged in connection with the 
Texas state fair Oct. 17-19 in Dallas. 
A new automotive building is be- 
ing constructed on the Dallas fair- 
grounds. 

The DATA officers were in- 
structed to contact officials of the 
Texas dealers association which 
previously announced plans for 
holding the statewide dealer con- 
vention on the same dates in San 
Antonio. It is hoped that one or 
the other event might be changed. 

Some of the objects of the asso- 
ciation are: to establish and main- 
tain uniformity in the commercial 
usages of cities and towns in the 
automobile business; to reduce the 
hazards in all lines of automotive 
trades by improving and standard- 
izing methods of merchandise; to 
acquire, preserve and disseminate 
valuable business information; to 
promote and protect the best in- 
terest of owners of motor vehicles; 
to. encourage the building and 
maintenance of better roads, streets 
and highways. 
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AUTOMOTIVE WE STAND FOR: 


used vehicle accepted in partial payment for a new 
car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
the building and maintenance of highways. { 4. The 
elimination of governmental and bureaucratic con- 
trole over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 
iv, which made America and gave more of her citizens 
‘cr things of life than anywhere else in the world. 


Timing Held All-Important 
On Legislative Front 


He endo ped you write that letter to your congressman? Bill 
Mallon, secretary to the New Jersey Automotive Trade 
Assn. and NADA director, has learned a lot about dealing 
with Congress and legislatures through his association work. 
jaro — day he had a number of words to say about the 
subject. 


We agree with part of what he had to say, but we think 
he left out something. 


Mallon was discussing the element of timing, and he 
had some very good points. “Recently,” Mallon said, “I 
have noticed a tendency on the part of our associations 
and some of our dealers to return to the prewar habit 
of saying: “They can’t do that to us. Let’s write our 
elected representatives in the legislature and in our Con- 
gress.’ ” 


Mallon favors concerted action on a few issues. 

“And when the proper time comes for action,” he-says, 
“you will be advised. Then you can best do your part by 
promptly carrying out recommendations. I therefore ear- 
nestly urge that all of our members withhold individual 
action—written or verbal—in contacting our legislators.” 


In our opinion, we think Mallon should have made it clear 
that he was speaking only of matters vital to the dealers 
and on which they were generally agreed. This should not 
interfere with the right of a dealer as a free citizen to 
express his own opinion any time he wants to. 


On the matter of timing, Mallon pointed out that law- 
makers are human ... they are obliged to consider a 
great number of bills, and it is only natural that their 
thoughts are concentrated on current issues. 


“I. know,” Mallon says, “it is no help to our elected repre- 
sentatives to deluge them with mail, telegrams and calls on 
a certain bill or subject which is not up for consideration 
at the moment. 


“T have found that almost all legislators welcome an ex- 

ression of thinking from their constituents on such legis- 

lation on which they are currently called upon to act... .” 
That sounds like good advice. 
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11. Fair and equitable contracts between manufac-| his honor the penalty of living in 
turers and dealers in motor vehicles, parts and ac-|a fish bowl, whether or not he 
cessories. 12. A fair profit to the dealer on every| likes it! 





True, the Leftists have been using 


igures nose few 
the income figures of those 
brackets to 


in the stratcsphere 

prove how unfair for a few to 
earn so much while the average 
per capita earnings of the masses 


are so low. Of course, they leave 
out the fact that Cinderella Blotz, 
who earned just under a million 
displaying her charms in Holly- 
wood last year, was discovered 
only a few years back working in 
a five-and-ten in Billwaukee. That 
would be too good a boost for the 
free enterprise system. Then they 
fail to mention that after paying 
her agent 10 percent and Uncle 
Sam 90 percent of the balance, if 
it were not for her boy friends, 
Miss Blotz might better still be 
| Standing in line for her weekly 
paycheck back at Woolworth’s! 
But to deprive her millions of 
gum-chewing fans of this annual 
| peek at her earnings would be re- 
'sented—and how! The same ap- 
| plies to the men, most of whom 
rose from the rank, who now head 
up the great nationally known 
corporations. Their annual earn- 
ings in salaries and bonuses must 
still be an open book to the public 
-—otherwise it will be too obvious 
that they have something to hide. 
In America the boy who goes to 
the top must accept along with 


* * * 


THINKING ALONG this line I 
took my trusty Remington in hand 
and wrote my Senator as follows: 

“May I respectfully suggest 
that instead of revising the law 
to forbid the disclosure of in- 
come over $75,000 by the Internal 
Revenue Department, which the 
public will resent, you permit the 
publication of the amount of 
taxes paid say over $25,000. To 
illustrate, the public would be 
happy to know that John Doe, 
the movie tycoon, had to pay 
Uncle Sam a half-million dollars 
in income tax on his last year’s 
earnings. The radicals can make 
capital of the disclosure of high 
earnings, but the fact that upon 
the demise of this individual 
Uncle Sam stands to lose a half- 
million in annual revenue will 
result in an increased public con- 
cern over the health and pros- 
perity of the individual in ques- 
tion.” 

To which my Senator promptly 
replied: 

“Thanks for your interesting 
suggestion. You have an idea 
well worth exploring. I am pass- 
ing it along to Senator Millikin, 
who is chairman of the Senate 
Finance Committee, which is now 
at work upon the next tax bill.” 
Signed “Arthur E. Vandenburg.” 

Maybe some of you will agree 
with the Senator and me—do you? 

* * * 

IN A CURRENT issue of Look 
magazine (Mar. 16) is a graphic- 
ally illustrated article titled, “Who 
Gets Our National Income?” by 
a man who ought to know what 
he is talking about. The Rev. Ed- 
ward A. Keller, C.S.C., is director 
of the Bureau of Economic Re- 
search at the University of Notre 
Dame. Says Father Keller: “The 
rich get richer and the poor get— 
children! ... That’s not true... . 
In 1917 ‘the rich,’ that is Americans 
with a personal annual income of 
$25,000 or more, were getting 7 per- 
cent of the nation’s entire income 
(after federal taxes). By 1928 their 
share had risen to 11 percent. But 
in the latest available year, 1944, it 
is down to 1 percent! ... On the 
other hand, Americans making 
under $5,000 have been unmistak- 
ably increasing their share of the 
nation’s income. In 1917 this group 
was getting 87 percent of the total 
U. S. personal income. By 1929 this 
had dropped to 77 percent. But in 
1944 it reached the peak figure of 
90 percent. This increase of 3 per- 
cent in 27 years doesn’t tell the 
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‘Shades of Model T ... .’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Scharff’s Address 

You have in the March 8 issue 
of Automotive News an article con- 
cerning the Story of the Model T 
Museum. I would very much like 
to secure the address of William 
Scharff as I am in serious need 
of Model T parts.—LaureNce M. 
Stirwett, Laurence Stilwell Ga- 
rage, Goodville, Pa. 

+ x * 

I would like to have his 
(Scharff’s) address.—JeromMe CampP- 
BELL, Automotive Parts Journal, 425 
W. 25th St., New York City. 

Eprror’s Nore: It’s 1324 Myrtle 
Ave., Brooklyn. 


* * 


* 

Thanks, Andy 

We would sooner go without 
lunch than be without AvuTomorTive 
News. Please mail us the two is- 
sues we missed and for goodness 
sake get us back on your subscrip- 
tion list at our new location, 721 
S. Jefferson, in Peoria, where we 
just opened our new, streamlined 


$65,000 setup. — ANpy ANDERSON 
(Willys), Peoria, Il. 

* o* 7 
Old Ads 


Automobiles are my hobby. I 
also collect advertising on autos 
and trucks. Do you know of any 
place where old advertising can 
be obtained? Do you know anyone 
who has this same hobby? 

Could you tell me if dealers like 
inquiries on their cars if you do 
not intend to buy? . 


I like the production figures ar- 


whole story. Look at the volume: 


In 1917, 47 billion dollars; in 1944, 
140 billion dollars ... a gain in 
one generation of almost another 
100 billion dollars for ‘the poor.’” 

That’s the gist of Father Keller’s 
findings, but I strongly recommend 
you send out for this magazine 
and post it on your bulletin board. 
-—G.M.S. 


ranged with the greatest first. I 
do not like alphabetical system.— 
LaveRN GuBBELS, Randolph, Neb. 


Eprror’s Note: Floyd Clymer, 
Clymer’s Motors, 2125 W. Pico 
8t., Los Angeles, Calif., makes @ 
business of collecting old auto 
ads and publishing them in his 
scrapbooks, of which there are 


four. Some dealers do, some 
don’t. 

+ os * 
Unfair? 


Please read the enclosed copy of 
Tucker Topics, especially the ar- 
ticle “On The Record” and you 
may get an idea how unjust you 
were with your article in the 
March 1 issue. Of course a pessi- 
mist would think that the enclosed 
is only to keep up the spirit of 
the dealers and the rest of the 
public. 

I am one of the smart, gambling 
dealers who has been living on 
faith, hope and charity. I am one 
of the expectant fathers who has 
been able to provide a $58,000 new 
home for the new baby. 

I also have been helping to sup- 

(See LETTERBOX, Page 16, Col. 1) 


Coming Events 


March 23-24—Des Moines. Iowa Auto Deal- 
ers Assn. parley. 
March 30-April 1—Philadelphia (Bellevue- 
Stratford). SAE Transportation meeting. 
APRIL 
April 8-1l—Dallas. Sixth annual South- 
west Automotive Show. 
April 14—New York (Hotel Roosevelt). An- 





nual reunion and luncheon, Automobile 
Old Timers. 
MAY 
May 10-12 — Pinehurst, N. C. (Caroline 


hotel). Annual convention, North Carolina 
Automobile Dealers Assn. 

May 21-22—French Lick, Ind. (French Lick 
Springs hotel). Eleventh annual conven- 
tion, Automobile Dealers Assn. of Indi- 
ana, Ine. 

May 25—Kansas City (Hotel President). 
Ninth annual convention, Missouri Auto- 
mobile Dealers Assn. 
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Service Traini 
Program Builds 


Customers 





Aimed at assuring the highest possible 
degree of customer satisfaction, a nation- 
wide Ford service training program has 
been recently instituted. Consisting of a 
series of schools, the program begins with 
the special training of Ford District 
Service Managers and school instructors. 
These instructors in turn conduct special 
classes for Dealers’ service personnel. 
Lectures, demonstrations and discussions 





MOTOR 
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are directed toward furthering the high 
standards of Ford service. When the pro- 
gram is complete, it is intended that every 
Ford Dealer will have one or more expert 
service analysts, qualified to handle every 
type of service. 

The growing service training program 
is one more example of the strong support 
available to Ford Dealers, to help them 
to be “Out Front with Ford!” 


Listen to the Ford Theater, Sunday afternoons, NBC Cz? Network, See your newspaper for time and station. 


Satisfied | 


Typical classroom scene in the Ford 

National Service Training Program. 

Here Ford District Service Managers and 

other service personnel learn the fine 

points of building customer satisfaction 
through service. 





Cc oO MPAN Y 


BUILDERS OF FORD, LINCOLN AND MERCURY CARS e¢ FORD Bonus Built TRUCKS, FARM TRACTORS AND MOTOR COACHES 
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Record Crowds See New Olds... 








RECORD OROWDS are ‘reeting the new 1948 Futuramic Oldsmobile cars throughout the nation, according to factory reports. 
More than 15,000 persons attended the ‘‘open house” showing of the ‘‘golden anniversary’ Oldsmobile models in Boston on Washing- 


ton’s birthday, D. E. Ralston, general sales 


manager of Oldsmobile, declares. 


Shown above is a portion of the crowd that inspected 


the new cars at the Cadillac-Oldsmobile Co. in Boston. Ralston said dealers report that orders for the Futuramic series 98 Olds- 


mobile are pouring in at an increasing rate. 


L-M Preview Set 
For 10 a.m. Today; 
1,200 in Detroit 


DETROIT.—More than 1,200 Lin- 
coln-Mercury dealers and district 
sales officials will convene at 10 
a.m. today (March 22) at Detroit's 
Masonic Temple for their first look 
at the division’s new 1949 models. 

,A press preview of the new Mer- 
curys and Lincolns, first 1949 mod- 
els to be introduced in the industry, 
is scheduled for 3:30 p.m. today. 
Public showings in dealer show- 
rooms will take place during April 
after each dealer has been sam- 
pled. 

Most of the L-M dealers, many 
of whom are accompanied by their 
wives, will remain in the Motor 
City for several days. A tour of 
the Lincoln and Ford Rouge plants 
has been planned for Tuesday. 

Four Detroit hotels have been 
taken over by Lincoln-Mercury to 
house its dealers. The hotels have 
set up welcome signs and special 
exhibits in their lobbies, and miles 
of welcoming posters have been 
placed along the main rail, air and 
water routes leading into Detroit. 

The interior of assembly and dis- 
play sections of the Masonic Tem- 
ple has been converted into a mod- 
ernistic background in keeping with 
the advanced styling of the new 
Mercurys and Lincolns, it was 
stated. 

The dealers and invited guests 
will be welcomed today by Benson 
Ford, director of the Lincoln-Mer- 
cury division and vice-president of 
Ford Motor Co. Joseph E. Bayne, 
Lincoln-Mercury general sales man- 
ager, will preside at the new-car 
presentation. 

Short talks will be given by 
Ernest R. Breech, Ford executive 
vice-president; J. R. Davis, Ford 
vice-president and director of sales 
and advertising; T. W. Skinner, 
Lincoln-Mercury general manager, 
and Robert F. G. Copeland, Lincoln- 
Mercury advertising and sales pro- 
motion manager. 


Wheatley Upped 
By U.S. Asbestos 


MANHEIM, Pa.—James A. 
Wheatley jr., Chicago district man- 
ager for 13 years, has been pro- 

iS moted to replace- 
ment sales man- 
ager for the U. 
S. Asbestos divi- 
sion of Raybes- 
tos - Manhattan, 
Inc. His  head- 
quarters will be 
at Manheim. 

The Grey-Rock 
sales district 
Wheatley  super- 
vised has been 
oA. Wate aivided. J. P. 
Kelleher, territorial representative 
at Chicago for the past 12 years, 
has been appointed Chicago dis- 
trict manager. Eugene D. Dobbs, 
who has handled the Houston ter- 
ritory for many years, has been 
named Southwestern district man- 
ager. He will make his headquar- 
ters at St. Louis. 


Clark Expected to Speak 


At Southwest Banquet 


DALLAS.—U. 8S. Atty. Gen. Tom 
Clark has tentatively accepted an 
invitation to be principal speaker 
at the April 7 kickoff banquet of 
the sixth annual Southwest Auto- 
motive Show here, Dean Johnson, 
show manager, has revealed. 














AMONG THE MOST DECORATIVE showroom displays built by Oldsmobile dealers to 
feature the announcement of the 1948 Futuramic series 98 Oldsmobile was this one 


ated by City Motor Co., 5622 8S. Tacoma Way, Tacoma, Wash. 


cre- 
Shown above, in the 


large picture frame, is the curved dash Oldsmobile, the first mass-produced automobile 
in production at the turn of the century. Below is the Futuramic series 98 four-door 


sedan, new in styling from bumper to bumper. 


Most prominent change is the 


larger windshield and rear window, constructed of curved glass. Glass area all-round 


has been increased more than 23 percent. 


Second Model Pioas Combest 
Scheduled by Plymouth 


DETROIT.—Boys and girls and 
senior model builders from all over 
the U. S. and many foreign coun- 
tries will compete here this sum- 
mer in the second international 
model plane contest to determine 
world’s champions in speed and 
endurance flying. 

Announcement of the contest was 
made last week by D. S. Eddins, 
president of Plymouth Motor Corp., 
which will sponsor the contest in 
conjunction with the Aero Club of 
Michigan. 

One hundred and twenty-six tro- 
phies and a total of $7,175 in prize 
money will be awarded to winners 
in 41 events. In addition, three 
international perpetual trophies will 
be awarded to jet, scale model and 
stunt champions, and special tro- 
phies for high point winners in 
junior, senior and open classifica- 
tions will be given. 

Junior age group is from 12 to 
16 years, senior 16 to 21 and open 
group over 21. 

The meet will be invitational and 
will be limited to the top 500 fliers 
from the U. S. and foreign coun- 
tries. 

Entrants will be selected from 
winners in official contests sanc- 
tioned by the Academy of Model 
Aeronautics, from local and for- 
eign contests sponsored by Plym- 


outh dealers and from holders of 
outstanding certified records. 

Full information on how to com- 
pete, instruction books and entry 
blanks will be available from any 
Plymouth dealership Apr. 15, Ed- 
dins stated. 

Finals in the contest and the 
award banquet will be held at De- 
troit, Aug. 18-23. In all age classi- 
fications there will be separate 
events for indoor and outdoor rub- 
ber-powered planes, gas-powered 
free-flight, flying scale models and 
control-line gas-powered, jet and 
stunt. 


Fleser, Cameron 


Shifted by Fisher 


DETROIT.—Personnel shifts af- 
fecting plants at Atlanta, Norwood, 
O., and Flint have been announced 
by L. C. Goad, general manager of 
the Fisher Body division. 

Donald W. Fleser, assistant resi- 
dent manager of Fisher plant No. 1 
at Flint, was named resident man- 
ager of the Atlanta plant, succeed- 
ing L. P. Cramer. Fleser has been 
with Fisher Body since 1927. 

Fleser will be succeeded at Flint 
by George Cameron, assistant resi- 
dent manager of the Norwood 
plant. Cameron joined Fisher Body 
in 1932. 


| 





To Prepare for 


VANCOUVER, B. C.—Most sell- 
ing is like the opening of deer sea- 
son in the Adirondacks, with every- 
body shooting at everything that 
moves, Paul M. Millians, vice-presi- 


4|/dent of Commercial Credit Corp., 


Baltimore, told the recent conven- 
tion of the Canadian Automotive 
Wholesalers Assn. here. 

Millians urged his audience to 
look toward a period of keener com- 
petition and narrower profits lying 
ahead. He urged operators to in- 
crease selling efficiency through a 
painstaking analysis of territories 
and customers, of salesmen and 
sales efforts, “because such check- 
ups invariably pay off with more 
business and less cost.” 


In addition, he recommended 
sales incentives and rewards for 
profitable sales results instead of 
just volume. Train salesmen to 
be more effective, he advised, and 
train the new ones thoroughly 
and bring the old ones back fre- 
quently for refinishing. 

“For a safe inventory position 
ahead don’t be misled by any back- 
log you may have of untested or- 
ders,” Millians said. “With short- 
ages that have prevailed in many 
lines, have you stocked up on off- 
branded merchandise that will 
mean losses in markdowns when 
approved and reputable brands are 
available? Does your buying fit 
present and probable future de- 
mands? Should new items or lines 
be added? 

“Are you buying for volume or 
buying for profit? Are you carry- 
ing perfectly salable items which 
add up to a lot of sales dollars but 
which actually yield a net loss on 
operations because of the cost of 
time and money spent in promoting 
and selling and inventorying them? 

“In the period ahead better de- 
liveries and better service and 
better quality will be demanded 
by your customers. Are you 
checking carefully on the relia- 
bility of your suppliers for de- 
liveries and service and guaran- 
tee of performance? 

“Does your selling meet the test 
of high efficiency? High efficiency 
in selling, like efficiency in buying, 
is a fitting process, a fitting of mer- 
chandise to the most profitable ter- 
ritories and the most profitable 
customers. What are your profit- 
able territories? Are you working 
marginal territories, perhaps those 
of great distance away, in which 
higher than average costs make 
profitable sales penetration impos- 
sible? 

“Can you list in size and kind 
your best customers in terms of 
net profit? Only if you have an- 
swers to these questions can you 
accurately answer three other tre- 
mendously important questions, 
where efficient selling is being con- 
sidered. Where should your real 
selling effort be applied? Where is 
it being mis-applied? Where is 
money being spent on sales efforts 
without adequate profit returns? 

“What about your salesmen? Can 
you list them in the order of their 
profit contributions? And this in 
the final analysis is the single test 
of selling achievement. 

“There is need for all of us to 
touch the future with greatness 
in selling. For it is too much to 
expect the present high volume 
of general business to continue. 
When the turn does come, the 
grim significance of its anticipa- 





Caution! Selling Ahead! 


Commercial Credit Executive Warns Canada Jobbers 







Competitive Era 


tion is that a necessity will pre- 
vail then for maintaining sales 
volume. 

“Break-even points, where profits 
cease and losses begin, have been 
pushed up high by rising wage 
rates and fixed costs, and in these 
circumstances even a small decline 
in sales could change a_ business 
almost overnight from high black 
to the blushing, unbecoming red of 
substantial loss.” 


Burger Battles 
$810,000 Tax Claim 
Made by U.S. 


ST. LOUIS.—A. C. (Andy) Bur- 
ger, Ford and Buick dealer in St. 
Louis, admitted that he has been 
trying to settle a $810,562 tax claim 
against him for the years 1941-42- 
43-44 for $264,000 and will continue 
his fight. 

Burger’s contest against the gov- 
ernment came to light recently 
when it was announced that the 
House Appropriations committee 
had criticized the handling of tax 
cases in St. Louis and other cities 
and mentioned an unnamed St. 
Louisan who is alleged to have 
owed $804,000 in back taxes and 
penalties and who was negotiating 
a compromise. 

Burger denied he was that per- 
son but admitted he and the In- 
ternal Revenue department had 
not seen eye-to-eye on his returns. 
He also denied that any charge of 
fraud had been raised by the gov- 
ernment against him. 

Burger has large interests in 
Andy Burger Motors (Buick) and 
Community Motors (Ford). 

The dealer said the dispute with 
the government arose from his 
designation of his wife as his part- 
ner in several business enterprises 
in which both are interested. As 
a partner, Burger said, they filed 
separate income tax returns based 
on a division of the profits from 
the businesses. 

In addition to the two local mo- 
tor companies, Burger said he and 
his wife have investments in Capi- 
tol City Motors Co., Springfield, 
Tll.; Marion Motors Co., Marion, 
Til. and Imigene Burger Invest- 
ment Co., Tool Mfg. Co, ABC 
Leading Co., Automotive Rebuild- 
ing Co. and Automotive Service 
Co., all of St. Louis. 


Cleveland Graphite 
Nets $2.9 Million 
For New Record 


CLEVELAND.—Net profit of $2,- 
903,557, a new high record, was 
earned in 1947 by Cleveland Graph- 
ite Bronze Co., President Ben F. 
Hopkins announced in the annual 
report to stockholders. The profit 
amounted to $4.32 on each com- 
mon share and compared with $2,- 
468,876 last year, equal to $3.64 
a share on present capitalization. 

Sales in 1947 were $30,543,648, 
highest for any peacetime year, 
Hopkins reported. Expenses were 
$14,005,011 for wages and salaries, 
$11,502,261 for materials, supplies 
and services, $750,188 for depre- 
ciation, and $1,900,000 for federal 
taxes. 








THE FOURTH SON OF W. A. GRANT, dealer in Fremont, Neb., to enroll in Chev- 
rolet’s post-graduate school of modern merchandising and management is Kenneth Grant. 
He is being greeted by T. H. Keating, general sales manager of Chevrolet, with G. I. 


Smith, assistant general sales manager, at the left. 


Grant was preceded to the school 


by brothers Elno, Rosco and Willis. He is one of 40 selected from United States and 
Canadian dealerships for the current six-weeks’ course of study under factory experts. 
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Studebaker originated the 


“new look” in motor cars 





STUDEBAKER 


America’s great progressive in transportation since 1852 
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THIS FLEET of ‘‘horseless carriages’’ caused pedestrians to rub their eyes as it 
stopped for a red light in the Times Square district, March 5. More than 100 of the 
early model autos, as well as the most modern versions, were on display in New York 
City’s 71st Regiment armory under the auspices of the Veteran Motor Car Club of 
America. The occasion was the Antique Auto Show.—(Acme photo.) 


site to give the firm a modern 
dealership. 

The remodeling will include a 
service room with 20-car capacity, 
shop, showroom, parts room and 
office. The concern is owned and 
operated by Al F. Barett and C. 
Guy Shepard. 


DeSoto Firm in Durango 


Plans to Modernize 


San Juan Motors (DeSoto- 
Plymouth), Durango, Colo., has 
purchased a site for a new sales 
and service building and will re- 
model the present building on the 
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War Fever Seen Bolstering Sales 


(Continued from Page 1) 


“No orders for planes, tanks 
or guns have come into the auto 
industry, and we know of no 
plans for such orders.” 

Aside from the war jitters as a 
sales tool, there was little excite- 
ment abcut the war talk in the 
industry. One observer pointed out 
that New York has had the fever 
for weeks, Washington has never 

gotten rid of it, at least in some 
circles, and now other people are 
becoming aware of it. 

Like the auto makers, parts 
makers reported no increased ac- 
tivity in the field of cooperation 
on industrial conversion. Neither 
did the SAE’s technical board, suc- 
cessor to the war engineering 
board, have any indications of 
military projects aside from the 
work on aircraft material specifi- 
cations, which was never stopped 
after the war. 

a * * 
oo AUTO industry has contin- 
ued liaison with the military 
in a general sense—-and it remains 
general. 
While not foreseeing any mili- 


You get them ALL when you build 
with U°S°S STAINLESS STEEL 





Because it carries biggest payloads, costs least to maintain, stays 
longest in service, owners put their Stainless equipment in a class 
by itself as a paying investment. 
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tary eventualities, some close ob- 
servers of the industrial mobiliza- 
tion problem say that it would 
probably take just as long for a 
new war as it did for the last, 
although the know-how is still 
fresh and the personnel is familiar 
with the problems. 
However, the problems of tool- 
ing up for new types of aircraft 
that have been developed since 
the war would be just as great. 
By coincidence, K. T. Keller, 
president of Chrysler Corp., was 
addressing the Industrial College 
of Armed Forces in Washington 
on the same day that President 
Truman addressed Congress. Kel- 
ler said that the defense forces 
and the producing industries must 
search out together now the most 
effective ways of getting the max- 
imum out of the industrial ma- 
chine for military purposes, should 
this country again have to pre- 
pare for war. 

“The only way we can have true 


@ The bigger payloads that can be carried safely in trailers built of 
U-S-S Stainless—the longer life of such equipment and its remarkably 
low maintenance costs—are due to two basic properties of Stainless 
Steel: (1) high strength-weight ratio, and (2) superlative resistance 
to corrosion. 

U-S-S Stainless Steel, cold rolled to induce high tensile properties, 
is 2% times stronger than plain steel. Thus it can be used in very thin 
sections to effect almost unbelievable savings in weight, while at the 
same time actually increasing structural strength. And because Stain- 
less construction is practically immune to the destructive action of 
weather, corrosion and time itself, the stamina of Stainless equipment 
is not affected through year after year of hard service. 

That is why U-S-S Stainless Steel can be used—to eliminate every 
pound of useless weight—to build trucks and trailers that are hundreds 
of pounds lighter than ordinary lightweight construction. Such equip- 
ment which can carry hundreds of extra pounds of payload on every 
haul, also costs materially less to operate on every empty run. Main- 
tenance and repair bills are low because U-S-S Stainless never needs 
painting, withstands wear, hard knocks and fatigue like no other metal. 


What is more you can get U-S‘S Stainless Steel 


benefits at minimum cost. 


U-S°S STAINLESS STEEL 
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In U-S-S Stainless Steel we can offer you for almost immediate 
delivery a perfected Stainless that has been service-tested in railroad 
cars, in buses, in trucks and trailers of all kinds. Plan to use it to im- 
prove your equipment. Our engineers who are specialists in the use 
of Stainless Steel will be glad to show you how to obtain optimum 
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UNITED STATES STEEL AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago & New York 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh & Chicago ‘ 
TENNESSEE COAL, 


NATIONAL TUBE COMPANY, Pittsburgh ’ 


COLUMBIA STEEL COMPANY, 
IRON & RAILROAD COMPANY, 


San Francisco 
Birmingham 


UNITED STATES STEEL SUPPLY COMPANY, Warehouse Distributors — Coast to coast: UNITED STATES STEEL. EXPORT COMPANY, New York 








cooperation,” he said, “is to work 
at it all the time.” 
+ * o 
H® OFFERED six suggestions 
which he said might help in 
future emergencies: 

1. Maintain effective partnership 
in research. 

2. Keep development and design 
of new items close to the realities 
of production methods and produc- 
tive resources. 

3. Define and fix now the ground 
rules of contract relationships be- 
tween the armed services and in- 
dustry. 

4. Recognize as a basic prin- 
ciple that making changes sud- 

denly, after you once start or- 

ganizing production, wastes enor- 
mous amounts of time, material 
and manpower. 

5. Economize on the industrial 
resources of the country by think- 
ing in terms of production rates 
first. Plan for sustained output 
rather than round totals. 

6. Keep down the drain on pro- 
duction of complete items, which 
is caused by excessive demand for 
replacement parts. 


Washington Reaction 


To Truman Message 

WASHINGTON. —Here in the 
national capital reaction to Presi- 
dent Truman’s appeal for univer- 
sal military training and revival 
of the draft cut sharply across 
political party lines. 

At the moment many of the 
nation’s foremost statesmen have 
voiced no opinion, pleading that 
they would like more time for 
study of what the President said 
before offering comment. There 
was some Republican criticism 
on the President’s request on the 
grounds that he was “creating 
a crisis.” 

Almost immediately, Chairman 
Gurney, of the Senate Armed Serv- 
ices committee, called for a group 
hearing with Secretary of State 
Marshall scheduled to be the first 
witness. Meanwhile, Col. Daniel O. 
Omer, executive officer of the Of- 
fice of Selective Service Records, 
estimated it would be at least 60 
days before there could be any 
registration under a new selective 
service law. 

Aides to Secretary of Defense 
Forrestal estimated that even if 
UMT became law immediately an 
actual start on the training pro- 
gram would not be possible be- 
fore next January, and then an- 
other year would elapse before 
the effect of such training on 
the Army would be felt. 

Senator Ferguson, Republican, 
of Michigan, complained that the 
President had done nothing in his 
message to spell out the terms of 
American foreign policy. 

“Congress and the people ought 
to know exactly what our foreign 
policy is,” Senator Ferguson 
commented. “If we are going to 
fight, what are we going to fight 
for?” 

On the House side, Chairman 
Eaton, of the House Foreign Af- 
fairs committee, indorsed the draft 
and UMT proposals as “a wise 
precaution looking to our national 
safety.” 

Chairman Andrews, of the House 
Armed Services committee, said a 
temporary draft “would have to 
be what I would call limited se- 
lective service.” He explained this 
meant calling up men 18 to 21, 
“with none to be called who are 
in high school or are gainfully em- 
ployed.” 

“We might need only 300,000 to 


400,000 men,” Andrews said. 
Senator Taft, Republican, of 
Ohio, said “the President has 


stated well our unanimous deter- 
mination to do everything possible 
and practicable to stop the spread 
of Communism. The means of 
which he proposes will, of course, 
be given careful consideration. I 
regret very much he said nothing 
of two basic steps essential to the 
safe defense of the United States 
and the defeat of any possible 
Communist military aggression. He 
said nothing of proceeding with 
a real unification of the armed 
forces as authorized by Congress. 
He said nothing of establishing an 
air force superior to any other in 
the world... .” 





ns 
in 


un 
es 
C- 


id 
e- 
n- 


jal 
k- 
es 
ut 


0- 


or 


SS 


yf - 


of 
has 
‘ter- 
sible 
read 
of 
irse, 
2 
hing 
the 
ates 
sible 
. He 
with 
med 
ress. 
y an 
rin 


AUTOMOTIVE NEWS, MARCH 22,1948 S| eee eae East 9 





~ 








Y , 


~ here does car loyally (WM? 


Car loyalty counts where you can count on repeat sales. 


Better Homes & Gardens families must have at least one car (they 
live spread-out suburban lives) and they like to buy new cars often. 


What’s more important to you, they can buy them often. They’re 
the people who live in comfortable, stable, suburban-type homes. Their 
incomes — among the highest for all big magazines— are not dependent 
upon every flurry in employment figures. 


There are over 3,000,000 BH&G families—enough to guarantee 


a steady, dependable repeat market to a good share of the whole car 
industry. p-s. average age of BH&G cars in 1940 was only 2.8 years. 


a 
es 


ruil Peto Hist Servite Magatine 


sell~ 
the Leller Homes hast 


through - 








10 


New ASF Chief 
Will Address 
Road Congress 


WASHINGTON.—Alexander Fra- 
ser, president of Shell Union Oil 
Corp., and new chairman of the 
Automotive Safety Foundation, will 
be a speaker for the Second High- 
way Transportation Congress in 
Washington May 6-7, it is an- 
nounced by Alfred P. Sloan jr., 
chairman of the National Highway 
Users Conference, sponsor of the 
congress. 

Arthur M. Hill, chairman of the 
new 
Board, is another industry leader 
who will address the congress. 
Other speakers will be announced 
later. 





of the first morning’s program will 
be a panel discussion patterned on 
the congress’ theme of “Better 
Highways for Better Living.” 
Highway transportation leaders 






National Security Resources | 
ling on highway programs, 
| said. 

General sessions of the congress | 
will open Thursday, May 6, follow- | 
ing committee meetings the after- | 
noon of the previous day. A feature | 


AUTO 
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Following a luncheon meeting there | 
will be another forum on the sub- | 
ject of highway barriers. The day | 
will conclude with a banquet. 
The second day will begin with | 
a general session, at which the | 
work and objectives of the state | 
highway user conferences will be 
discussed by delegates and by a/| 
panel including several men promi- 
nent in state user organizations. 
The program for this final day also | 
includes a luncheon meeting, re- 
ports by committees, and election 
of new members of the National 
Highway Users Conference. 
Highway problems and opportu- 
| nities resulting from the resump- 
tion of construction activities fol- 
lowing the war will get full exami- 
nation, and policies will be evolved 
that will help form national think- 
Sloan 





‘See Shenandoah’ 


HARRISONBURG, Va.—Shenan- 
doah Valley, Inc., has named a 
special advertising committee to 
conduct a campaign to win back 
a rapidly diminishing tourist trade 





planning problems in this forum. iy © To Mainta 








In Prescott, Ariz., a businessman 
in 1920 had a grotesque face paint- 
ed on the rear of his auto to ad- 
vertise a frontier celebration. The 
spare tire was painted in red to 
represent the lips. The straw hat 
was a light piece of wood across 
the top and was colored the na- 
tural straw shade. The stunt at- 
tracted plenty of attention. 


in Economic Incentive .. . 


Sloan Urges 50% Limit 


On All Income Taxes 


NEW YORK.— Urging tax re- 
forms to provide the incentive for 
maintaining economic activity at 
the highest possible level, Alfred 
P. Sloan jr., chairman of General 
Motors, called last week for a 50 
percent limit on the aggregate tax 
on business profits and individual 
incomes. 

In a special preface to the GM 
1947 annual report issued in ad- 
vance of the report, in which he 
discussed “The Importance of 
Economic Incentive,” Sloan em- 
phasized the relationship be- 
tween economic incentive, the 
tax structure and the rate of 
growth of the capital assets of 
our country. 

“If these assets fail to show a 
healthy growth, a dynamic and 
progressive economy is impossible,” 
he said. “The first price we pay 
is in reduced employment and a 
lower standard of living than 


and delegates will cover highway 


in the Shenandoah valley. 











A COMPLETE MONEY-MAKER 
IN ONE “PACKAGE” 


@ Manzel engineers planned and 
equipped it . . . Engine Analyzers; Battery 
Chargers; Wheel Balancers; Tire Changers; 
Straighteners, Automatic Lubricators, Paint 
and Spray Equipment; factory designed, 
tested and approved Front and Rear Axle 
Tools; Brake Tools; Transmission and Clutch 
Tools; Engine Tools; Motor Tune-up Tools; 


Body Tools ... EVERYTHING. 


315 Babcock Street, Buffalo, N. Y. 








Here you see the new home of the South Park 
Lincoln-Mercury Sales, Inc., of Buffalo, N. Y. 


Whether you are planning a complete service 
station or need only a single micrometer or a 
hydraulic hoist, Manzel’s highly specialized 
experience in equipping service stations will 
save you time and money. 

Manzel is more than a manufacturer and 
seller of tools and equipment; Manzel has com- 
plete service station planning experience which 


is yours for the asking. 


GH 


A COMPLETE LINE OF SERVICE EQUIPMENT 
for FORD. LINCOLN, and MERCURY DEALERS 


te 








otherwise would be possible. The 
final price may well be failure of 
the economy to meet its full re- 
sponsibilities to society and with 
it a real danger to the existing sys- 
tem of free competitive enterprise 
and the American concept of in- 
dividual freedom. 

“A free competitive economy is 
a profit and loss economy. Its mo- 
tivating force is self-advancement. 
Advancement, whether of an in- 
dividual or a business, must be 
measured by some form of eco- 
nomic gain—a better job, a higher 
salary, an increased wage rate or 
a greater profit. The American 
system of free enterprise has made 
possible a liberal reward for a 
great accomplishment.” 

“The ability, initiative and 
imagination of the individual and 
of individuals grouped together 
as business units have thus been 
effectively capitalized. The result 
is a dynamic economy with a 
productivity and resourcefulness 
that not only has become the 
envy of the world but has twice 
saved our civilization from de- 
struction and may be called 
upon to do so again.” 

By far the most important single 
component in the areas of eco- 
nomic incentive or economic op- 
portunity lies in the tax structure, 
Sloan stated. 

“Excessive or confiscatory busi- 
ness taxes serve to increase prices, 
hence diminish consumption and 
reduce employment. They lower 
the ceiling on potential profits, 
hence discourage the investment 
of venture capital in new enter- 
prise vital to an expanding econ- 
omy. 

“They reduce the development 
of existing business. They limit the 
ability of business to grow from 
within by reinvesting earnings in 
expansion and more effective in- 
struments of production. Such re- 
investment is a most important 
source of business development 
and increasing business efficiency. 

“Excessive or confiscatory 
taxes as levied on the individual 
reduce savings for investment 
and discourage the sacrifice nec- 
essary to induce savings. They 
reduce spendable income and 
hence consumption of goods and 
services.” 

Sloan declared that as a con- 
structive starting point and per- 
haps as the keystone in tax re- 
form: 

“The aggregate tax on business 
profits and: on profits distributed 
to ownership, together with the 
tax on all other income, should be 
limited to a maximum of 50 per- 
cent. No one should be required 
to contribute more than half his 
income to the maintenance of the 
government,” 

He said the revenue lost by such 
a reform would be relatively small 
in relation to the total, while the 
gains in terms of economic incen- 
tive would be highly important. 

“The capital needs of business 
today are great,” Sloan said. ““Ex- 
pansion in capacity, rehabilitation 
of facilities in terms of techno- 
logical progress, development of 
new products, increased need of 
working capital, all requiring 1% 
to 2 dollars when one dollar pre- 
viously sufficed, are resulting in 
a great strain on existing capital 
structures, 

“Capital formation flows from 
the savings of business and in- 
dividuals. Prudent management 
requires that a part of profits 
be retained for capital needs. 


“But a large part of the funds 
needed should be provided through 
equities, that is, common stocks 
venture capital in other words. 
Under existing tax laws a very 
real doubt exists as to the avail- 
ability of such capital in suffi- 
cient amounts to meet the needs 
of a dynamic economy.” 


Hamman Plant Burns 


SYRACUSE, N. Y.—The building 
of the Hamman Auto Parts Corp. 
was virtually destroyed in a $60,- 
000 fire, according to Manager 
James De Furio. A huge hydraulic 





press used to flatten junked auto- 
mobiles was lost. 
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— in the Ten Markets where 
, 14,600,000 Families Boast 45” Of 
D>’ The Nation’s Automobile Registrations 


These are the families that control half the nation’s effective 
buying income. Last year they rang up forty-seven and two- 
third billions in retail sales alone! That’s why they are the key 
to your sales kingdom — to any sales kingdom. 


And in these ten markets where they live, Pictorial Review 
gives you effective, concentrated coverage. Your sales message 
commands spotlight attention — with visibility unlimited — 
unmatched! Only in Pictorial Review do the world’s top artists 
and writers generate super-power for readership. 


Add to this Pictorial Review's unique flexibility which allows 
you to pick your markets from one to ten exactly as you like 

.. synchronizing your advertising with your market opera- 
tions. That’s why Pictorial Review sums up to an unbeatable 
combination for tov sales results. 


NOWHERE ELSE NOWHERE ELSE 
such a star-studded cast of writ- such limitation of advertising to 
ers and artists to helm you sell. assure your message spotlight 
visibility. 
NOWHERE ELSE NOWHERE ELSE 
such magnetism of local enter- such a choice of markets—your 
tainment news to draw people pick of one to ten—exactly as 
to your advertising. you like. 


Baltimore American * Milwaukee Sentinel San Francisco Examiner 
Pittsburgh Sun-Telegraph Boston Advertiser Seattle Post-Intelligencer 
Detroit Times (*Milwaukee Sentinel represented for Pictorial Review only) 


° Y COVERING 10 MAJOR MARKETS THROUGH THE SUNDAY ISSUES OF 
6/2 Mil oot New York Journal-American Chicago Herald-American Los Angeles Examiner 


Represented Nationally by HEARST ADVERTISING SERVICE 


AY 
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FOB FACTORY 


Tool Engineers’ Exhibit 


Stresses Lower Costs 


By A. H. Allen 


PRODUCTION SPECIALISTS of the automotive industry 
swarmed into Cleveland’s public auditorium last week to 
study carefully the hund of exhibits at the sixth indus- 
trial exhibition of the American Society of Tool Engineers. 
The tool engineer is a sort of middle-man in the production 
scheme, the man who, in the ® 
words of Harry E. Conrad, 
ASTE executive secretary, 
“bridges the gap between the de- 
sign and building of a machine 
tool and its setup for efficient 
operation in a production line.” 
Hence, his function in the auto- 
mobile plant is of paramount 
importance these days when man- 
ufacturing costs are being given 
such careful scrutiny. has grown to 

The Cleveland show featured a take its place 
wide variety of tools, gages, dies, | alongside considerably more vener- 
fixtures and special machine at-| able engineering groups. Its mem- 





tachments de- 
signed to bring 
greater precision 
and economy to 
metal working 
techniques. 

As technical so- 
cieties go, the 
ASTE is a brash 
youngster which 
in the space of 
some 16 years 





A. H. Allen 





THE HIGHEST NUMBER IN TOWN... 


and we 


Boston motorists are said to favor low num- 
bers — but we’re proudof our high one, 1,255,698, 
the number of lines of new and used car adver- 
tising that appeared in THE BOSTON GLOBE 
during 1947. This was the highest total for any 
Boston daily newspaper. It also represents the 
biggest new car gain over 1946 (weekday, 95.8% 
—Sunday, 158.1%). And THE GLOBE carried 
nearly 40,000 more individual used car adver- 
tisements than any other Boston daily —3,000 
more, in fact, than all other Boston dailies 


combined! 


The Boston Globe 


EVENING ° 


* National Representatives: Cresmer and Woodward, Inc., New York, San Francisco, Los Angeles Osborn, Scolaro, Meeker & Go., Chicago, Detroit e 


MORNING ° 


bership, in comparison, is also 
younger and more heterogeneous, 
perhaps more interested in the 
practical realities of manufactur- 
ing than with erudite learning. 

The technical program incident 
to the exhibition was concluded 
Friday evening with a banquet 
at which the featured speaker 
was James D. Mooney, Willys- 
Overland president. 


The program of papers Wwas|y 


held to a minimum; one Monday 
evening on work handling simpli- 
fication, one Tuesday evening on 
dies for deep drawing and produc- 
tion of irregular shapes, and a tool 
engineers’ roundtable quiz Wednes- 
day evening with a panel of seven 
experts answering questions from 


the audience. 
+ = + 


Scrap Success 


CAMPAIGNS under auspices of 
automobile companies — Packard, 
General Motors and Willys-Over- 
land to name three—asking for 
the active cooperation of citizens 
in collecting idle metal scrap and 
starting it on its way to furnace 
and smelter are progressing favor- 
ably, according to reports, al- 
though no figures have been re- 
leased on the amount of such ma- 
terial thus far collected as a result 





SIE 


love it! 


We like these figures, for they prove that 
GLOBE readers are responsive — they want 
things and have the money to buy them. 

The majority of GLOBE readers live, work 
and prosper within a 15-mile radius of the heart 
of Boston. The people in this area’s 39 cities and 
towns spend $1,500,000,000 every year for goods 
and services. And smart advertisers know that 
to reach and influence this rich 
market they need to make good 


use of THE BOSTON GLOBE— 


Boston’s best-read newspaper. 


SUNDAY 





CONSTRUCTION WILL START in July ow this new building for Doran Ohevrolet, 


p uare feet of floor in downtown Dallas 
Decording te Felix Doran, mm prestaent.” he equipment | with include an employe luneh- 
= Geneal Meters ¢ omelal,, ‘has the following as associates: Mike Persia and Felix Doran 
Ill, vice-presidents, and Charles Dodson, secretary-treasurer. 

overdue moderation should stim- 
ulate the activity. 

Meanwhile in some sections of 
the country, Chicago for example, 
scrap prices have weakened a little 
in the face of determination by 
mills to hold down prices at which 
they will buy. In the Windy City, 
mills cut $1 per ton from the price 
they would pay dealers. Only a few 
percent, of course, but a trend in 
the right direction. 

Around Detroit scrap prices have 
held a bit more firmly, for one 
reason because Ford has stepped 
up its purchases in the open mar- 
ket. This was necessary because 
of progressive slowing of manu- 
facturing operations incident to 
model changeover, meaning less 
production scrap, plus the fact 
Ford steel furnaces are trying to 
hold output up to peak level. 

* * 


Merely a Whim? 


DISCONTINUANCE of the use 
of molded plastics for some in- 
terior parts on new General Mo- 
tors passenger-car bodies is not 
regarded as a significant trend by 
plastics suppliers who still have 
about all the business they can 
handle comfortably within the 
limits of availability of basic ma- 
terials. 

They believe they can give plated 
die castings a run for their money 
if price is the consideration, and 
feel that the change made in 1948 
bodies was merely the whim of 
stylists and designers who decided 
they wanted something different in 
door handles, knobs, etc. Plastics 
have eye-appeal and warmth to 
touch that are not easily duplicated 
in metal. 



































of publicity and advertising direct- 
ed to support the campaign. 

In Toledo, civic officials and 
leading scrap dealers have pledged 
their support and have developed 
procedures by which groups such 
as scout troops and other youth 
organizations might reinforce their 
treasuries by “digging out the 
scrap.” 

The more such material can be 
drawn out from repose in back- 
yard and alley, the less will be 
the critical need of steel mills 
and foundries for scrap. Severe 
winter weather in most sections 
of the country has impeded even 
normal scrap collections, but an 





Packard Models 
Cited for Ease 
f Air Control 


DETROIT.—Control of tempera- 
ture and, indirectly, humidity in 
1948 Packard cars is easier and 
more effective than it is in most 
American homes, according to 
Packard engineers. 

The company notes that its full 
line of 1948 models is equipped with 
a built-in, hidden ventilation sys- 
tem which with the optional heater 
warms or cools every corner of the 
car and minimizes—even with all 
windows closed — vision-obscuring 
condensation in all seasons under 
all weather conditions. 

In winter, for example, the car 
need not be in motion for effective 
ventilation to take place, Packard 
engineers state. Even when the car 
is at a standstill, the system in 
operation is said to bring about a 
complete change of air in the in- 
terior every 60 seconds. 

Packard engineers report these 
additional facts: with the heater at 
“high” and the defroster “off,” the 
air in a 1948 Packard with, interior 
volume of nearly 119 cubie¢ feet is 
changed 1.14 times every minute at 
a car speed of 20 miles per hour; 
1.32 times each minute at 40 m.p.h., 
and 1.51 times a minute at 60 m.p.h. 

The system is comprised of two 
5-inch ducts, each independently 
controlled, leading from just inside 
the front grille to right- and left- 
hand vents in the front passenger 
compartment. The duct on the right 
side of the car is connected with 
the thermostatically - controlled 
heater located under the hood. Hid- 
den _by the instrument panel, a 
specially - designed chamber _re- 
ceives warm air from the heater 
and circulates it evenly throughout 
the car. 

When the 1948 Packard models 
were still in the blueprint stages, 
the system was considered an im- 
portant styling factor, the company 
states. Body-projections such as 
cowl and fender ventilators were 
eliminated entirely by Packard 
stylists when the decision was made 
to incorporate the integral ventila- 
tion unit. 
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WASHINGTON.—President Tru- 
man’s Council of Economic Advis- 
ers have advised him that price 
increases by major steel firms 
were ordered without regard for 
the ‘“‘public interest.” 

Meanwhile, the Justice depart- 
ment told the President that the 
price increases were deserving 
of further anti-trust investiga- 
tion. 

Three reports, requested by Tru- 
man after the steel industry’s 
round of $5 to $6-a-ton price boosts 
on semi-finished steel, were made 
public by the White House last 
week. 

The President’s economic advis- 
ers said that the steel industry’s 
action demonstrates that “infla- 
tionary influences are still strong.” 
They recommended that price, 
wage and rationing control should 
not be delayed. 

The Justice department’s report 
summed up as follows: All pro- 
ducers questioned denied price fix- 
ing collusion. The FBI's anti-trust 
inquiry should be eftilarged to in- 
clude other recent steel price 
boosts. 

Gist of the Commerce depart- 
ment report was: 

__The total amount of the Feb- 


L-O-F Sales Jump 
84% Over Prewar; 
$11 Million °47 Net 


TOLEDO.—A record in produc- 
tion and sales of its glass and 
plastics products was established by 
Libbey-Owens-Ford Glass Co. in 
1947, the annual report to share- 
holders reveals. 

Net earnings for the year were 
$11,173,075, equal to $4.38 a share, 
compared with 1946 earnings of | 
$6,308,487, equal to $2.47 a share. | 

It was revealed that the Libbey- 
Owens-Ford tax bill for 1947 was 


Steel Boosts Assailed 


Truman’s Advisers Declare Industry Hiked Prices 
Without Regard for Public Interest 








ruary boost was more than $30,- 
000,000. The effect of the boosts 
on the ultimate buyer of auto- 
mobiles and other products “can- 
not be gauged at this time.” 

“The issue is not whether the 
steel industry is guilty of profiteer- 
ing,” said the report of the eco- 
nomic council, headed by Dr. 
Edwin C. Nourse. 

“The steel price action forces 
upon our attention the fact that 
inflationary influences are still 
strong. 

“If this inflationary trend is to 
be halted without broad use of 
public powers, all those who oc- 
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im, Germany for 


shipment to Antwerp, 


at » . 
cupy strategic positions in the set- | fulfilling contracts with Holland and Switzeriand.—(Acme photo.) 


ting of prices, in the fixing of 


wages, and in the granting of | Wieland Is Vice-Chairman 


credit must recognize the public 


interest in their private economic |Of Wilson Foundry Board 
PONTIAC. — Arthur J. Wieland, 
dustry has not shown in this in-|4 director of Wilson Foundry & 
Machine Co. here, has been elected 
vice-chairman of the board, H. J. | dealer in Albemarle, N. C., has been 


decisions ih a way the steel in- 


stance.” 








executive vice-president of Willys- 
Overland, of which the foundry is 
a wholly-owned subsidiary. 
Davis Elected 
Sanford R. Davis, automobile 


Want ads in AUTOMOTIVE NEWS cost | L€onard, chairman, announced last elected president of that city’s 


little—get results. 





$10,619,997. This was the equivalent 
of $4.16 a share on outstanding | 
capital stock or equal to 27 cents 
for every dollar of wages paid. The 
company paid $36,378,896 in wages, | 
salaries, and employe benefits to an 
average of 10,031 employes in 1947. 

Comparing three factors in 1947 | 
results with the prewar year of 
1941, it was shown there was a 
sales increase of 84 percent, total 
wages were up 110 percent and 
earnings gained 27 percent. 

Sales volume of glass and plas- 
tics products for 1947 was $99,316,- | 
130, which was a 45 percent gain | 
over the preceding year. 

After payment of $3 a share in | 
dividends to the 17,125 holders of | 
2,552,735 shares outstanding, $3,515,- | 
270 of earnings were retained in | 
the business for plant improvement 
and future needs. 

The Libbey-Owens-Ford balance | 
sheet at the end of 1947 disclosed | 
current assets of $30,953,273 against 
current liabilities of $9,643,777. The | 
company plamt improvement fund 
balance was $10,179,035 and reserves | 
totaled $8,299,654. Manufacturing | 
properties with total cost of $71,- | 
234,726 were carried at current de- | 
preciated value of $27,736,051. Total | 
assets were $70,979,053. 
Penetone Braking Fluid 
Based on Army Findings 

Using data compiled for the U. 
S. Army during the war, Penetone | 
Co., Tenafly, N. J., has prepared | 
Penetone brand hydraulic brake 
fluid, which is said to perform with | 
complete efficiency within a tem- | 
perature range of 200 degrees F-. | 
to minus 40 degrees F. It contains 
rust inhibitor to protect metal parts | 
against corrosion and is said to) 
remain chemically stable after pro- 
longed use. 

Jobber inquiries are invited. 


Fourth City Adopts 


Pay, Profit Levy 

JOHNSTOWN, Pa.—A 1 per- 
cent tax on salaries, wages, 
commissions and other compen- 
sations and on business net 
profits has been levied by this 
city effective March 5. 

The Johnstown tax is expect- 
ed to yield about $500,000 a year. 
Similar levies are imposed by 
Philadelphia, Toledo and Co- | 
lumbus, O. 














week. Wieland recently was named |chamber of commerce. 
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"Whirlaway’ 


Hydra-Matic Feature Cited 
As Safety Aid 
LANSING.—Drivers of Oldsmo- 
biles equipped with Hydra-Matic 
have at their command, for safe- 
ty’s sake, an instant burst of 
speed controlled by pressure of 
the accelerator pedal, according to 
S. E. Skinner, general manager of 

the division. 

This unique performance feature 
of the transmission is _ called 
“Whirlaway,” Skinner explained. 
To use it, the driver merely 
presses all the way down on the 
accelerator as he cruises along the 
highway. Instantly and automatic- 
ally Whirlaway goes into action. 

The result is an instant “over- 
drive” acceleration that is espe- 
cially important from a safety 
standpoint on hills and curves, 
Skinner said. 

Oldsmobile dealers throughout 
the country are now participating 
in a special nationwide campaign 
to show Hydra-Matic drive owners 
how to take fullest advantage of 
the Whirlaway safety and perform- 
ance feature, he added. 


**Dealers Tell Me’’ by John O. Munn is 
an open forum for the expression of deal- 
ers’ opinion. 





Announcing a 


0” INCREASE IN 


CAPACITY RATINGS 


of TIMKEN bearings 


MAKES POSSIBLE THE USE OF SMALLER BEARINGS, WITH SAVINGS IN 
SPACE, MATERIALS AND COST—A RESULT OF YEARS OF CONSTANT 
IMPROVEMENT IN TIMKEN BEARING QUALITY 


N the ten years since the present load 

capacity ratings of Timken tapered 
roller bearings were established, Tim- 
ken bearings have been steadily im- 
proved. Improved so much that today 
the load carrying capacity of Timken 
bearings is a good 25% greater than it 
was L0 years ago! 

Asaresult, The Timken Roller Bearing 
Company is now able to announce a 
25% increase in the load capacity ratings 
of all Timken bearings—following a 
careful review of laboratory studies on 
fatigue life machines over the past ten 
years, together with close observation 
of bearing performance in the field. 


Permits Use of Smaller Bearings 
Now you can safely carry your present 
bearing loads on smaller size Timken 
bearings. Reductions in size of shafts 
and housings are possible. Products can 
be made more compact — lighter in 
weight. You have an opportunity to save 
both on bearing costs and material 
costs. And this increase in ratings should 
enable engineers to utilize the advan- 
tages of Timken bearings in an even 
broader variety of applications than has 
been practicable in the past. 


Result of Constant Quality 
Improvement 


This 25% increase in Timken bearing 
capacity ratings is based on continued 


é 
NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL 6 AND THRUST —-@)— LOADS OR ANY COMBINATION He 


improvement in the quality of Timken 
tapered roller bearings over the past 10 
years. It is due to a number of factors, 
including improved alloy steels made 
in our own Timken steel mill specifical- 
ly for anti-friction bearings, better metal- 
lurgical control in the processing of this 
steel, more accurate manufacturing equip- 
ment, greatly improved surface finishes, 
and more accurate inspection methods. 
That these improvements in Timken 
bearing quality have resulted in 25% 
greater load capacity has been con- 
clusively demonstrated by years of ex- 
haustive laboratory and field studies! 


New Engineering Journal 


to Give Facts 


A new Timken Engineering Journal 
is now in preparation which will give 


TIMKEN 


TRADE-MARK REG. U.S. PAT. OFF. 


TAPERED 


ROLLER BEARINGS 


complete capacity rating tabulations and 
will also include new bearings intro- 
duced since the last publication. Pend- 
ing publication of the new Journal you 
may take full advantage of the 25% 
capacity increase by multiplying the 
existing ratings by 1.25. 

For further assistance in the applica- 
tion of Timken bearings, call upon our 
field engineers or our Engineering De- 
partment. 

Timken tapered roller bearings take 
any combination of radial and thrust 
loads, hold shafts in rigid alignment, 
assure precision and minimize friction. 
The 25% increase in load capacity ratings 
is the /atest example of Timken leader- 
ship in serving the bearing needs of all 
industry ... one more reason why it pays 
to look for the trade-mark “Timken” 
on every bearing you use. The Timken 
Roller Bearing Company, Canton 6, 
Ohio. Cable address: “TIMROSCO”. 











Used Car Notes... 





DETROIT.—The special bulle- 
tin, which the National Used Car 
Dealers Assn. will mail soon to 
25,000 used-car dealers in the coun- 
try, is designed as the first step 
in a program to impress on all 
used-car dealers the need of a na- 
tional association. 

(Through a _ misunderstanding. 
Automotive News reported in a 
previous issue that the Michigan 
Used Car Dealers Assn. was spon- 
soring the bulletin.) 

Officers of the national asso- 
ciation point out that a national 
association is more important to 
oo cetnon used-car dealers now than it 

ever was. 
| building will be of brick, concrete, They assert that all across the 
terra cotta face and one story, 150| country today efforts are being 
by 190 feet. a curtail oe pe busi- 
ness by means of local ordinances 

Arthur Kumpf, owner, is also and state legislation, as well as 
president of the Denver Automobile by federal regulations. 

Dealers Assn. United, the officers say, the deal- 





~ 
PRIZE-WINNING FLOAT in Southern California’s Tournament of Roses was entered 
by Bewley Allen Co. (Pontiac), Alhambra, Calif. Thousands of roses and other blooms 

went into its composition. 





Kumpf Accepting Bids 
For $200,000 Structure 


Kumpf Motor Car Co. (Lincoln- 
Mercury), 1200 Acoma St., Denver, 
is accepting bids for a new $200,000 
sales and service buiding. The 
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NUCDA Bulletin Marks 
Step in New Program 




















The Chicago Herald-American Automotive Editor, always goes far beyond 

what would be accepted willingly as a highly satisfactory editorial job. In 

addition to regular coverage of news of the automotive world, he tours 
the country gathering first-hand information for motorists. 


His reports not only stimulate interest in touring but offer motorists 
detailed information on the best routes, hotels, and places to eat. 


When he writes an article on touring . . . he’s made the trip. 


When he writes a test story, about any automobile .. . he’s 
personally put it through the paces on the road! 


Now, the Herald-American Automotive Editor has just 
completed a study of what this planned emphasis on a 
“‘Reader-Service” type of automotive news coverage 
means in developing an automotive-minded reader 
audience. This, too, goes far beyond ordinary measures, 

to offer substantial evidence of how Herald- 


annual dinner meeting of the 
Greater Chicago Used Car Dealers 
Assn. 

Officers for the coming year are 
Edward A. Addison, president; J. 
B. Lawson, vice-president; Anthony 
Rokosz, secretary; Michael Scheck- 
man, treasurer, and Herbert J. 
Robinson, national director. 

+ * * 


ers have a much better chance of | Associations Organized 
not only defending themselves from In Kalamazoo, Saginaw 


unjust attacks but to clean up bad DETROIT.—Local used-car deal- 


ee Se ae of the pro- | ers associations have been organ- 
ieee, ta 08 aiten th e officers are | ized in Kalamazoo and Saginaw, 
looking for means of providing reports the Michigan Used Car 
dealers with valuable and timely | Dealers Assn. 
services. This part of the pro- Leo Solomon is president in 
gram has not jelled as yet. Saginaw and Earl Albion in Kala- 
Used-car dealers, who have ideas | ™#20°- on wale 


j hich an association ° . 
on services whic Heintzman Starts Firm 


with a network of dealers, in the 
principal used-car markets of the} BUFFALO.—Albert M. Heintz- 
country might perform, are urged | man, a familiar figure on Buffalo 
to offer their suggestions to the | Automobile Row since 1920, has 
national office. The address is 1043 | gone into business for himself with 
Penobscot Building, Detroit 26,|a large garage and repair shop at 
Mich. 825 Genesee St., Buffalo, and an 
adjoining used-car lot. He will 
handle used cars exclusively, both 
at retail and wholesale. He for- 
merly served as used car manager 
CHICAGO.— Installation of offi- | for several Buffalo dealers, includ- 
cers and directors featured the/|ing Justice Motor Corp., W. F. 
— —_____ | Groom Motor Corp. and John J. 
Gibson. 


* ca * 


Addison Named to Head 
Chicago Used-Car Group 


* * 


aU. G Dealers 


Involved in 
Cleveland Suits 


CLEVELAND.—Three Cleveland 
used-car dealers have been in con- 
flict with the law recently. 


One case, still pending, has 
caused the greatest hullabaloo and 
is being called “The Gaelic Law- 
suit.” 


Specifically, John J. Kennedy, 
who has been operating under the 
name “The Smiling Irishman,” is 
suing in common pleas court to 
prevent Sol Comp of Norton Mo- 
tors Co., from advertising his busi- 
ness, one block south of Kennedy, 
as “Irishman’s Corners.” 


Kennedy maintained that as “The 
'Smiling Irishman” he “smilingly” 
built up a $400,000 annual business 
and that he’s spent thousands of 
dollars advertising to tell about 
“T. S. I.” Comp, he maintained, is 
seeking to cash in on the advertis- 
ing by utilizing “Irishman’s Cor- 
ners.” 

Norton Motors, with a second lot 
|at 6500 Euclid Ave., recently was 
told by police prosecutors to settle 
another case. 


A woman, having purchased a 
car, surrendered it to police who 
|said the vehicle had been stolen. 
|The company refused to give the 
woman another car until ordered 
to do so by the prosecutor. 

It was later reported that the sec- 
ond transaction was recorded as 
$250 in cash, and a tradein allow- 
|}ance of $1,300 on the previous car, 
|but the car was not traded in as 
it had been confiscated by police. 
Both the complainant and Nor- 
|ton Motors say the second car was 
| actually sold for $2,450, but the bill 
|was marked $1,550 to save on the 
| Sales tax. 

The third instance, as listed by 
the Cleveland Better Business Bu- 
reau, involved Ohio Auto Sales, 
|which gave a customer a receipt 
|from the finance company which 
carried a motor number, but listed 
| the serial number as unknown. Un- 
|able to get a title, the purchaser 
went to the Better Business Bureau 
and together they took the car to 
the lot. 








American Readership, Influence and Cooperation 
get results for automotive advertisers! | 


Why not drop a line to the Herald-American 
or ask one of your friends in the Hearst 
Advertising Service to show you this 


| 


It was discovered that not only 
was the serial number removed, but 
that the motor block contained no 
number at all. The dealers offered 


|to buy the car back for $900 as 
| against the purchase price of $1,400. 


The matter was referred to the 
police prosecutor’s office and the 


| dealer was given 10 days to produce 


| the title or make good on a refund. 


| Shaub Elected President 








Manager Detroit Office 


By Wash. Tire Dealers 


TACOMA, Wash.—Roe Shaub of 
Tacoma was elected president of 
the Washington Tire Dealers’ Assn. 
He succeeds Jack Abrams of Spo- 
kane. 

Other officers elected were Floyd 
Jennings, Wenatchee, first vice- 
president; Robert Person, Belling- 
ham, second vice-president, and 
Robert Nelson, Seattle, treasurer. 
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Dealer Business Counsel 


Don’t Let Fixed Expenses Rise With Sales Volume 
Or Heavy Losses May Result 


By J. B. Van Tassel 


ACCORDING TO many dealers’ 
statements I have analyzed recent- 
ly, the so-called group of “fixed 
expenses” has increased far more 
rapidly than the 
sales volume. 
For example, 
analysis shows 
the service vol- 
ume increased 
approximately 4 
percent in 1947 
over 1946 while 
the total direct 
operating ex- 
penses of service 
departments __in- 
creased 16.9 per- 
cent in the same period. 

Because most of the expenses 
that make up this total are in the 
“fixed expense” classification in 
most factory dealer accounting 
systems, they prove there is no 
such thing as fixed expense in a 
dealer’s business. 

We might classify these ex- 
penses as invariable expense, be- 
cause as a rule and in normal 
times they do not vary too much 
in amounts from month to month. 
But to classify them as being defi- 
nitely fixed expense in business is 
all wrong. 

Also, when these expenses are 
referred to as fixed expenses, it’s 
quite possible a new dealer might 
assume they are fixed, yet in 
every analysis many of these ex- 
penses are high as compared 
with income. 

This group of so-called “fixed 
expenses” consists of all expenses 
of the business less the car sales 
expense items which are namely, 
new and used-car salesmen’s sal- 





J. B. Van Tassel 





Canada Reports 


Jan. Shipments 
Of 10,571 Cars 


OTTAWA, Ont. — Out of 10,571 
passenger cars shipped by Canada 
plants in January, 9,649 units were 
for sale within Canada and 922 
were for export, with 10 units being 
involved in shipments of vehicles 
imported from the U. S., the Cana- 
dian government reports. 


Of the 9,649 passenger cars sold 
in this country, 5,391 were 4-door 
sedans; 3,089, 2-door sedans; 1,120, 
coupes, and 49, other closed models, 
with no convertibles being shipped 
in that period. Of the 922 passenger 
cars exported, 691 were 4-door se- 
dans; 210, chassis sold without 
bodies, and 21, coupe models. 

Of the 5,347 trucks shipped from 
factories for sale in Canada during 
January, 1948, the maximum gross 
vehicle weight, in pounds, included 
1,829 units of 5,000 and less; 900 of 
5,001-10,000; 799 of 10,001-14,000; 1,- 
297 of 14,001-16,000; 321 of 16,001- 
19,500; 170 of 19,501-26,000, and 31 
of over 26,000. 

Of the 743 trucks scheduled for 
export among January shipments, 
439 units were in the 5,000 pounds 
and less class; 112 in 5,001-10,000; 
158 of 10,001-14,000, and 34 in 14,001- 
16,000. 

Shipments .of . trucks 
from the U. S. in January num- 
bered 76, including 18 in the 5,000 
pounds and less class; 13 in 5,001- 
10,000 class; 31 in 10,001-14,000; two 
in 16,001-19,500; eight in 19,501- 
26,000, and four in 26,000-over class. 


Production Conference 


Switched to Chicago 


CHICAGO.—The American Man- 
agement Assn. has announced that 
its production conference of more 
than 1,000 operating executives rep- 
resenting all types of manufactur- 
ing industries, scheduled originally 


imported | 





for May 13-14 in Detroit, will be 
held the same dates at the Palmer 
House in Chicago. 

George S. Dively, vice-president 
of the association’s production divi- 
sion and president and general man- 
ager, Harris-Seybold Co., Cleveland, 
will conduct the meeting. Plans and 
information on methods for in- 
creased production at lowered cost 
will be discussed. 


Read A. H. Allen's ‘“‘FOB Factory’’ in 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 





aries, commissions and _ bonuses, 
the expense in connection with 
getting new cars ready for deliv- 
ery and all guaranty and gratis 
expense (material and labor) al- 
lowed a customer on a car after 
delivery. Sometimes this group of 
so-called fixed expenses are re- 
ferred to as “fixed outgo” or as 
the “nut.” 
+ * A 


Sales a Factor 


WHEN ANALYZING these so- 
called “fixed expenses,” due con- 
sideration must also be given to 
increasing sales volume as a means 
of correcting what might appear 
to be an excessive amount of ex- 
pense. 

Generally speaking, efforts to 
reduce these fixed expense items 
should first take the form of in- 
creasing sales volume. However, 
where the sales volume has been 
reasonably increased or at least 
to the point where it is still a 
profitable volume and these ex- 





FORD’S NORTHEAST REGIONAL staff maps plans for new model showing—O. J. 
Seyffer, manager of the Ford Northeast region, and his staff are shown during a meeting 
held recently in New York to make plans for the introduction of the 1949 line of Fords. 
Public showing of the new Ford will be staged after the introduction of the Lincoln and 


Mercury line next month. 


Left to right around the table are: Josenh Maccia, stock 


control specialist; Arthur Vitale, regional reports and records; John E. Sattler, regional 
public relations director; Robert Berg, assistant to Vitale; James E. Campbell, service 
department manager; Mel R. Fuller, manager of the business management department; 
C. E. Pierson, assistant regional manager; Seyffer, regional manager; Robert E. Cubel- 
man, manager of the parts and accessories sales department; William F. Bave, manager 
of the truck and fleet sales department; Russell M. Hart, assistant regional public rela- 
tions director, and Andrew Anderson, manager of the administrative department. 





pense items remain high on a 
comparable basis, then a reduc- 
tion in these expenses is im- 
perative, because to just let them 
go on being high will result in 
undue heavy losses. 

Every time a dealer increases one 
of these so-called fixed expense 
items, his overhead is increased, 
and when volume drops off or 
margins of profits on sales are re- 





excessive expense burden that is 
hard to reduce on short notice. 
This group of expenses is the 
toughest to reduce once it has 
been built up. Therefore, before 
any sizable increases are permitted 
in this group of expenses, the in- 
creases should be checked very 
carefully by management, espe- 
cially as to what effect it will 
have on long-range profit and sales 


duced, he is caught short with an ' potential of the business. 





Landmark 
105-Year-Old Building 


Changes Hands 


ROCHESTER, N. Y.—An 105- 
year-old landmark of the trans- 
portation trades is passing from 
the Rochester scene. 

Caley & Nash Inc.’s garage at 
the corner of East Ave. and Win- 
ton Rd. here has been sold to 
Wolk Bros. Co. (DeSoto-Plymouth). 
Plans of the auto dealers for the 
site have not yet been announced. 

The building was erected in 1842 
as a blacksmith shop, and stage- 
|coaches and wagons were built 
|there. In 1856 the property was 
|purchased by Thomas Caley, who 
|transferred it to a son, John P. 
Caley, in 1879. 

A year later the son formed a 
partnership with J. Sidney Nash 
of Fairport for operation of the 
carriage business under the name 
of Caley & Nash. They built the 
present larger building around the 
original shop. 





Williams Motors 


Williams Motors, Inc., Covington, 
Ky., has been incorporated with 





capital stock of $1,000 by E. D.. 
Harold and Earl T. Williams. 








Engine Assembly. 


Straight from the production line, with all of 
Pontiac’s Engineering and Manufacturing quality, 
the Pontiac Partial Engine Assembly fits 1937-1947 
sixes or eights. Included are cylinder block, pistons, 
piston pins, piston rings, connecting rods, valves 
and valve parts, camshafts, crankshafts and bearings 
—and all of these parts are brand new. 

Best of all, you can get a Pontiac Partial Engine 
Assembly at the right price—a price which gives you 
a normal profit and your customer many more 
thousands of miles of dependable transportation. 
You'll find the Pontiac Partial Engine Assembly is 
the answer to a lot of your problems. In fact, it’s like 
hiring an extra mechanic—factory trained to take 
care of your Pontiac engine overhaul jobs! 


Next time a Pontiac customer needs an engine over- 
haul, explain the advantages of a Pontiac Partial 





PONTIAC PARTS OFFER 6 BIG ADVANTAGES 


1—QUICK AVAILABILITY 


Just phone and give your complete order. Your Pontiac dealer 
will assemble it fast and deliver it to you or have it ready for 
you to pick up. There’s no need to maintain an expensive 
inventory of Pontiac Parts. 


2—GENEROUS DISCOUNTS 


Your Pontiac dealer offers you attractive net prices on Pontiac 
Factory-Engineered Parts. With Pontiac Parts you can always 
make a fair profit for yourself at a fair price to your customer. 


4— OWNER SATISFACTION 
6—FREE TECHNICAL INFORMATION 


3— PRECISION FIT 
5—FINE PERFORMANCE 
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ns, mile te te ee es dealer, weloomes suggestions for his weekly 
The Other Side of the Picture (Cartoomiet emt, Ate hen care of Kempf Motor Co., Kearney, Neb.) 


FWELLO, AOIOMOTIVE Wews P THIS 15 


33 


Letterbox 


(Continued from Page 4) 


port your magazine, but thank you 
for opening my eyes, for in the 
future I shall be more careful how 
I spend my hard-earned money 
and, of course, in the future your 
magazine will not get much sup- 
port from me and my associates.— 











L.D LIVER. LWANT To TELL You THaTl 
X AM GOING ON A TRIP AND I'D LIKE TO 
HAVE YOU Ammounte “VY Your 7APER THAT 

MR, SELLUM A. KLUNKER 15 Gorn TO RUN 


OR ME WHILE Xm GONE ~- ay, ig Ee =? ae 'P AND 
id ata Yoo CAN SAY HE'S HONEST z = = 400k Ht b 

AND ALL THAT SORT OF 

GOFF on YEAH ~ YES, Tht 
SE L00K/N4 /OR TH’ 























































eral Tucker officials and dealers 
have told us that they thought 
the article very fair. In fact, we 
were told that Tucker Topics 


Mark Sasuco, Upper Michigan Auto will carry a reprint of the ar- 


Sales & Service, 2120 Ludington icle. : =. 
St., Escanaba, Mich. 
Eprror’s Note: Mr. Sabuco Bum] ! 


Enclosed with this letter is a copy 
of the March issue of Buffalo Mo- 
torist. I am sending this particular 


takes offense too easily, we 
think. We sought to lay the facts 
on the line as we saw them. Sev- 


WELL, HERE I AM IN 
LOS ANGELES wllT$ SEE- 
MV O40 FRIEND DICK 
VNSONHALER 15 WORKING 
SOR A SORD BEALER 
HERE ~ GUESS ILL 


SORROW His Cory 
OF AbTOMOTIVE NewS} 
“Tt GOTTA SEF E 


issue to your special attention in 
the hope you will read the edi- 
torial on Page 5 entitled “Bumpers 
All Around.” 

The matter of inadequate pro- 
tection for the full, rounded bodies 
of the new cars is a pet peeve with 
me. I am driving a °46 car and 
have already spent over $80 in re- 
pairs on body, wheel guards, strip- 
ping and the like from accidents 
which have occurred in parking 








ee. to cover the RURAL SOUTH? 


Tue south is 65% rural in popula- 
tion, whereas the remainder of 
the country is 65% urban. Are you 
depending on advertising in mag- 
azines preferred by urban readers, 
to sell the prosperous rural South? 

A recent Crossley survey of the 
14 Southern states shows that 
only 11.8% of the South’s farm 
families read Life . . . 6.3% read 
Ladies’ Home Journal . . . 5.4% 
read The Saturday Evening Post 
... 3.9% read Collier’s .. . 

The rural South subscribes to 
The Progressive Farmer. Added 
to any list of magazines in which 
your advertising appears, The 
Progressive Farmer’s one million 


circulation (3,860,000 readers) 
fills a big gap in your advertising 
coverage. 

Crossley survey figures show 
that in the rural South, The Pro- 
gressive Farmer leads the next 
farm magazine by 47% in number 
of regular readers and by 99% in 
number of regular readers who 
name it their favorite magazine. 

Leading advertisers and adver- 
tising agencies recognize The 
Progressive Farmer as the rural 
South’s dominant sales influence. 
1947 was a record-breaking adver- 
tising year for The Progressive 
Farmer—its fifth consecutive 
year of great advertising gains. 
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Advertising Offices: BIRMINGHAM, RALEIGH 
MEMPHIS, DALLAS, NEW YORK, CHICAGO 


Pacific Coast:, Edward S. Townsend Co., San Francisco, Los Angeles 





lots, a slight scraping of a park- 
ing meter and even from high 
curbings. All of this expenditure 
would have been eliminated had 
the manufacturers provided some 
protection along the sides of the 
car below the doors. 

It is hard to believe that the 
industry has not recognized the 
need for side bumpers. Such in- 
stallation would not need to be of 
the heavy steel type used front 
and rear. An aluminum extrusion, 
unpainted, would serve as protec- 
tion against the ugly gouges which 
may be seen in fenders, doors and 
bodies every day. It would also 
prove to be as decorative as the 
stainless steel fairings now em- 
ployed. 

If you feel the editorial of suf- 
ficient interest I should be pleased 
to have you use any or all of it as 
you see fit—A. D. Parmer Jr., Edi- 
tor, Buffalo Motorist. 

Eprror’s Note: Mr. Palmer’s 
letter states the case well. Has 
anybody else ideas on the sub- 
ject? 


Back Seat Shield 


We have an inquiry from one 
of our customers who owns a De- 
Soto convertible coupe concerning 
a plastic windshield which attaches 
to the back of the front seat for 
back-seat protection. 

If you know of anyone who 
manufactures this type of product 
we would greatly appreciate your 
sending the address to us.—Nor- 
MAN ZueErcHer, Houser - Zuercher 
Motor Sales, 151 N. Main St., Can- 
ton, IM. 

Eprror’s Nore: Will the maker 
please get in touch with Mr. 

Zuercher? 


ve 
Small Cars 


Kindly send me the name and 
address of any manufacturer who 
makes anything like the product 
described below: 

A midget car which sells for 
less than $1,000. I have heard of 
an aluminum-plastic three-wheeled 
car selling for $250. Is the Publix 
Motor Car Co. the only concern 
making cheap cars such as these? 
—Rartenx Tucn. 600 E. 17th St., 
Brooklyn, N. Y. 

Eprror’s Note: Crosley Motors, 
Cincinnati, O., is close. Keller 
Motors, Huntsville. Ala.; Playboy 
Motor Co., Buffalo, N. Y., and 
Davis Motors, Van Nuus, Calif., 
say they will but are not yet in 
production. Nor is Publix in pro- 
duction with its car which it 

hopes to sell for $250. 
+ @ * 


Hobbyist 


I have just finished reading the 
Letterbox section of AvToMOTIVE 
News for March 8. One letter in 
particular interested me as I am 
an automobile hobbyist. It is the 
one about 12-year-old Charles Hy- 
man, of Dillon, S. C., requesting 
the gold colored pages printed in 
a 1946 issue commemorating the 
50th anniversary of the automo- 
bile. As I am a collector of all 
kinds of automobile information, I, 
too, would like copies of those 
pages if you have any extras to 
spare. 

Although I have been receiving 
Automotive News for only a short 
time, I think it contains more auto 
information in one issue than I 
could obtain anywhere else in 
years.—Frepo Smrrn, Box 603, Bill- 
ings, Mont. 





Westcott Motors 
Westcott Motors, Inc., has been 
incorporated in Buffalo with capital 
of $60.000. Incorporators are Carl- 


ton J. Westcott, Charlotte M. West- 
cott and Joseph K. Schmidt 
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By Leo T. Parker 
Attorney at Law 


A FEW days ago a reader wrote 
as follows: “We have been 
operating a garage and service 
plant in our building for five years. 
Last week the city passed an or- 
dinance making this location a 
residential section. Does this new 
ordinance change our status? If 
not, what must we do to keep our 
permit to operate a garage and 
service station in future years?” 

The answer is: The new ordi- 
nance does not affect your status 
and you can continue to operate 
your garage and service plant at 
this location. However, you must 
not change or vary your old and 
regular business, or you may lose 
your permit. 

For illustration, in the late 
case of Branch v. Powers, 197 
S. W. (2d) 928, the testimony 
showed that one Branch owned 
@ garage and for the years 1933 
and 1934, he used it as a public 
garage, and the city was paid 
$50 each year for the necessary 
permit. 

Beginning with 1935, he discon- 
tinued the use of the building for 
a public garage and began storing 
automobile accessories in it, which 
accessories he was using in con- 
nection with two filling stations 
he was operating. 

In November, 1936, he ceased 
operating the filling stations and 
began selling automobile acces- 
sories, an occupation that he has 
since followed. Without making 
any structural changes in the ga- 
rage building, he added a few 
shelves and stored his merchan- 
dise in it, on the shelves and on 
the concrete floor. 

+ ” * 

N FEBRUARY, 1946, Branch 

sought permission from the city 
to operate a public garage in this 
building, but was denied this per- 
mit on the ground that to grant 
it would violate the provisions of 

the city ordinance passed in 1937 
which restricted the district for 
residential purposes. 

Branch appealed to the court and 
proved that he had operated a 
public garage in the building dur- 
ing years 1933 and 1934. The higher 
court refused to issue a permit to 
operate a garage, ‘saying that 
Branch had “abandoned” his ga- 
rage business in 1935 when he dis- 
continued using the building for 
garage purposes and started selling 
automobile accessories. This court 
said: 

“We hold this constituted an 
abandonment of the use of the 
building for a non-conforming use, 
and that the trial court correctly 
denied to him the right at this 
late date to reconvert to the busi- 
ness of a public garage.” 

* * * 


New Uses Barred 


A§ ABOVE stated, modern higher 
courts consistently hold that 
once a business, or an automobile 
service station, is being operated, 
a city zoning ordinance cannot re- 
strict or stop its present opera- 
tions. However, future expansion 
of the business can be legally pro- 
hibited by a new zoning ordinance. 

For example, in Texas Consol., 
Inc. v. Pittillo, 204 S. W. (2d.) 
396, it was shown that a corpora- 
tion’s business is situated in a 
section classified by a new city 
ordinance exclusively for resi- 
dential purposes. After the ordi- 
nance was passed the corporation 
applied to the building inspector 
of the city for permission to 
operate an automobile parking 
lot on the premises. 

The higher court refused to au- 
thorize the building inspector to 
issue the permit, saying that a new 
zoning ordinance restricts future 
new additions and expansions to 


the business. 
* + 


Jobless Pay Denied 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: May an em- 
ploye be denied compensation un- 
der the state unemployment com- 
pensation law, if he refuses em- 
ployment reasonably suited to him? 
In Wagner v. Unemployment 


Compensation Commission, 198 S. 


Lawsuits Affecting Dealers ... 
Court Decisions 


W. (2d) 342, the testimony showed 
that an employe was laid off be- 
cause of lack of work. He applied 
for compensation under the state 
unemployment compensation law. 

The state commission, after 
learning that he had refused work 
at a factory, refused to award 
compensation. He appealed to the 
higher court, which approved the 
commission’s disallowance of com- 
pensation. 

+ * * 


No Authority 


RECENTLY a higher court laid 
down the law that when the presi- 
dent of a motor corporation makes 
contracts not pertaining to his offi- 
cial duty, or not within the scope of 
his employment, such contracts are 
not binding on the corporation. 


For illustration, in Yeskel v. Mur- 
ray Co., 54 Atl. (2d) 224, a sales 
company sued Murray Co., a cor- 
poration, to compel it to complete a 
contract for the sale of realty. The 
testimony showed that the sales 
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company offered in writing to pur- 
chase a building from Murray Co. 
for the sum of $125,000. 

Murray Co. directors accepted 
the offer and sent its president 
with a written contract to have it 
signed. This contract contained 
among other things a clause to 
the effect that a mortgage would 
be taken from the sales company 
for $85,400 to assist financing the 
purchase price, and that the lat- 
ter “shall have the right to pre- 
pay any part or the balance of the 
purchase price after six (6) years 
from the date namely .. .” 

The president changed this speci- 
fied “six (6) years” to “three (3) 
years,” and then signed the con- 
tract. 

In view of this change made by 
the president the higher court held 
the contract void, saying: 

“The president had no power to 
alter the provisions of a formal 
contract entered into by the cor- 
poration itself. The act of the presi- 
dent of a corporation, unless it is 
shown to pertain to his official duty, 
or to be within the scope of his em- 
ployment, which was not shown in 
this case, cannot be regarded as the 
act of the corporation, and is not 
binding upon it.” 








TWENTY-SIX SONS OF FORD DEALERS from the Southwestern region staged their 
first regional conference in New Orleans recently. Leading the day-long program which 


featured a luncheon, afternoon business session and dinner party, were Crosby M. Kelly, 
director of the Ford merchandising school, Dearborn, and regional and district execu- 
tives. Executives and six dealers’ sons participants above are, seated, left to right: 
I. B. Groves, regional manager, Southwestern region; Kelly; G. P. Montagnet, district 
manager, New Orleans district; (standing), left to right, W. A. Loftin, jr., Idabel, 
Okla.; Tom Maher, Dallas; Earl McMillian jr., Houston; Don Roy, Bunkie, La.; M. F. 
Priest jr., Huntington, Tenn.; Otis Harding, Liberal, Kans. 





crease out of proportion to the 


title certificates issued. 

There were 16,013 certificates is- 
sued last month as against 14,636 
a year ago, with 6,815 mortgages 
noted last month as against 5,243 
in February, 1947. The total amount 
was almost twice that cf last year: 
$6,055,655 against $3,720,848. 


Title Mortgages Up 
Over Totals Last Year 


CLEVELAND.—The clerk of 
courts in Cuyahoga county, Leon- 
ard Fuerst, reports that February 
mortgages on titles in the Greater 
Cleveland area continued to in- 
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Everybody knows the main reason why so many 
automotive vehicle manufacturers choose Delco 
Shock Absorbers is their superiority in quality, 
design, and performance. But -there are other, and 
important, reasons for Delco’s wide acceptance. 


Delco alone manufactures a complete line of 
shock absorbers—direct acting and knee action, 
double acting and single acting. 


Delco makes shock absorbers for every auto- 
motive application—for passenger cars, commercial 
cars, trucks, buses. 


Delco has manufacturing facilities that enable 
it to meet the demands of quantity production. 


Delco has the specialized engineering skill 
and the required know-how that enable it to solve 
any shock absorber problem. 


Delco has the largest service distributing 
organization to provide for the efficient servicing 
of its products in the field. 


GENERAL MOTORS CORPORATION, 
DAYTON, OHIO 





AULIC SHOCK ABSORBERS 
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55 Auto, Parts Firms 
Hit New High in Net 


By George Deery 
Staff Writer 


— NET earnings of 55 auto 
and parts companies last year 
totaled $197,718,000 against $33,984,- 
000 in 1946, according to a pre- 
liminary summary by National 
City Bank of New York. 

The income figure is after de- 
preciation, interest, taxes, and 
other charges and reserves, but 
before dividends. 

Other industries which marked 
up gains of more than 100 percent, 
according to the bank’s compila- 
tion, include sugar, electrical equip- 
ment and radio and machinery. 

Petroleum products, among 
those groups which did not ex- 
ceed 100 percent in net income 
hikes, showed a gain to $150,- 
086,000 last year from $88,775,000 
in the preceding year, or 69.1 
percent. The petroleum group 
covers 21 companies. 

Other substantial increases were 


as follows: iron and steel, 36 com- 
panies, 57.7 percent; cotton goods, 
35 companies, 83.7 percent; pulp 
and paper products, 36 companies, 
88.5 percent; paint and varnish, 11 


companies, 70.8 percent; agricul- 
tural implements, 12 companies, 
99.4 percent; building, heating, 


plumbing equipment, 39 companies, 
96.1 percent; office equipment, 11 
companies, 50.1 percent; other 
metal products, 101 companies, 73.1 
percent, and railway equipment, 14 
companies, 50.2 percent. 


In the sharp rebound by the 
auto and parts firms, due consid- 
eration should be given to the fact 
that 1946 was a bad year shot 
through with labor and supply 
difficulties. 

of * me 
“N° DOUBT the figures on cor- 
porate earnings will continue 
to be denounced by many people 
‘as excessive,’ ‘extortionate,’ and 
the like,” the City Bank bulletin 








Auto Stocks 
Mar.15 Mar.8 
Chrysler ........ 5A% 55% 
CN: Specks 6% 6% 
General Motors . 51% 51% 
Hudson ......... 15% 15% 
Kaiser-Frazer 9 8% 
ST Sen be o¥iwe 14% 15% 
Packard ........ 4% 4% 
Studebaker ..... 17% 16% 
Willys-Overland .. 7% 1% 
Average for 
Nine Stocks ... 20.23 20.16 


a 


for March points out. “It is ques- 
tionable how many of those who 
make these charges are either 
without ‘an ax to grind,’ or are 
really familiar with the record and 
have any clear idea as to the di- 
viding line between profits and 
‘profiteering.’ 

“It is true that the estimated 
total of $17 billions of profits 
(after taxes) of all American 
corporations in 1947 is a lot of 
money; but it may be noted that 
these represented a margin of 
but 5% cents per dollar on a 
gross business aggregating 
around $300 billion. 

“Nor is the mere fact that prof- 





8S. L. BEARD, manager Jackson County Motors, Seymour, Ind.; C. 
superintendent of schools at the dual control car made available to students through 


Jackson County Motors. 


E. Butt, right, 








its are record-breaking and show- 
ing a large percentage of increase 
over prewar prima facie evidence 
of anything wrong. So are a great 
many other things ‘record-break- 
ing’ and greatly enlarged over 
what had been considered normal 
in the past.” 

Pointing other examples of how 
times have changed, the bulletin 
continues: “So are factory wage 
payments, up 106 percent over 
prewar; farm income, up 285 per- 
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est, longest wearing tire . . 


28 TO 321865. 


PRESSURE 


By Appointment to Selected Fine 
Motor Car Dealers, Coast to Coast 


For more than a quarter of a century Denman has designed 
and built America’s finest tires for America's finest motor 
cars. Today, Denman’s all new, low pressure premium tire, 
Super-Safety, takes the lead as America’s safest, handsom- 
. the tire with the feather ride. 
Super-Safety is designed with more air space, but requires 


less air pressure. This new design development results in a 


shocks, a smoother, feather-like ride. 


SUPER 
SAFETY 


| 24 LBS. OF AIR 
| PRESSURE... 

} BUT MORE AIR 
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Tirés 


Quality Tires For More Than a 


greater resistance to bruises, a greater absorption of road 


Only Super-Safety has Denman’s exclusive inside red shock 
pad, an extra ply of heat resistant rubber that dissipates heat, 
eliminates friction and gives increased support to inner ply 
cords. Stiffer tread stocks, more ends per inch of the 
strongest rayon cord, special reinforcements, all add up to 
the safest, the smoothest riding, the longest wearing, the 


handsomest tire ever. 











f Uewuag, 


enman 


ale anderahted 


Quarter Century 





DENMAN TIRE & RUBBER CO. « NEW YORK OFFICE, 52 VANDERBILT AVE. * FACTORY, WARREN, OHIO 


cent; bank demand deposits, up 
197 percent, and so on. 


“At a time now when the na- 
tional income is approaching a rate 
three times the 1939 total, the 
question is well asked, what then 
should we expect aggregate profits 
to do? Without attempting to jus- 
tify profits in all individual cases, 
it is significant that so far as the 
overall total is concerned a $17 
billion total corporate net income 
would be but 8.5 percent of last 
year’s national income of $203 
billion. 

“In prewar years of active 
business, the ratio was 9.6 per- 
cent in 1929, 6.4 percent in 1937, 
and 9.1 percent in 1941.” 


“The foregoing,” adds one of the 
world’s largest banks, “is by no 
means intended as a ‘whitewash’ 
of all business pricing policies, but 
the conditions that give rise to 
unusual profits should be under- 
stood.” 


Auto-Lite Reports 
Record in Sales, 
$10 Million Net 


TOLEDO.—Net sales of Electric 
Auto-Lite Co. reached an alltime 
peak of $186,000,000 in 1947, com- 
pared to $122,000,000 in 1946, accord- 
ing to Royce G. Martin, president. 

This amounts to net profit of $10,- 
714,986, equal to $7.17 per share last 
year, as compared to $4,071,609, 
equal to $2.72 per share for 1946, he 
said. 

“(This achievement) is a simple 
example of planned plant expansion 
operating in the theory of greatly 
increased production at lower unit 
profit, thus taking full advantage of 
an ever-expanding sales market, in 
which consumer, labor and manage- 
ment is rewarded,” said Martin. 


“Immediately following the end of 
the war we began the company’s 
latest expansion program. Now, less 
than three years later, we have in- 
creased the number of our Ameri- 
can and Canadian plants, in opera- 
tion or soon to be utilized, from 20 
to 29, and area has increased from 
4,000,000 square feet to 7,500,000 
square feet.” 

* + 


Wanted! Lost Holders! 


A policy new in stockholder re- 
lations has been inaugurated by 
Hayes Mfg. Co. of Grand Rapids, 
Mich. Advertisements in newspa- 
pers of the nation’s. principal 
cities have been placed in an effort 
to locate hundreds of “lost” stock- 
holders whose dividend checks, the 
first issued by the corporation in 
18 years, have been returned “un- 
claimed” because the _ missing 
stockholders no longer reside at 
their recorded addresses. 


* * + 
Earnings 


Aro Equipment—Year to Nov. 


30: Net profit, $389,536, equal to 


97 cents a common share, against 
$406,562, or 98 cents a share in 
the previous fiscal year. 


Harry Ferguson, Inc.—For 1947: 
Net income, $2,164,811; net sales, 
$70,498,433; no comparisons avail- 
able. 


American Bantam Car—Six 
months to Dec. 31: Net loss, $372,- 
731 on net sales of $849,407. No 
comparison is available with pre- 
vious year. 


Pure Oil— Reported 1947 net 
profit was $21,197,069, equal to 


$4.77 a share, compared with $17,- 
107,961, or $3.74, a year earlier. 
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Auto Personnel 





Motorola Vice-Presidency 


Goes to MacDonald 


George R. MacDonald has been 
named Motorola’s vice-president in 
charge of finance, according to 
Paul V. Galvin, president of Mo- 
torola, Inc. 


MacDonald, who joined Motorola 
as an accountant in 1934, has been 
treasurer of the company since 
1942, He will continue his activi- 


ties as treasurer. 
* * + 


Bunker Promoted as L-O-F 
Opens Indianapolis Office 

Opening of an industrial sales 
office at Indianapolis and appoint- 
ment of Louis S. Bunker, formerly 
field representative at Chicago, as 
manager, are announced by G. P. 
MacNichol jr., vice-president in 
charge of sales of Libbey-Owens- 
Ford Glass Co, 

Bunker will have headquarters 
at 724 Circle Tower, sharing the 
earlier established office with O. 
W. Brown, district distributor man- 
ager at Indianapolis. Bunker has 
been associated with Libbey- 
Owens-Ford since June, 1943. 


Appointment of Charles E. Kais- 
er, also formerly of the Chicago 
office, as district distributor man- 
ager at Buffalo was simultaneously 
announced. 

* * 


Jacobs Named Vice-President 
At Gilbert & Barker 


Irving C. Jacobs has been elected 
vice-president and general sales 
manager of Gilbert & Barker Mfg. 
Co., to head all sales activities, both 
domestic and export, of the West 
Springfield (Mass.), fuel equipment 
concern. 

. = > 


Ford Promotes Toussaint 


To Midwest Fleet Head 


Promotion of C. V. Toussaint, 
manager of Ford Motor Co. Twin 
Cities district truck and fleet de- 
partment, is announced by L. W. 
Smead, assistant general sales 
manager. Toussaint succeeds H. 
G. Heller, who has been named 
assistant manager of the Ford 
Chicago district. 

Toussaint joined Ford in 1936. 
In 1945, he was made a special 
representative to direct the com- 
pany’s participation in the Ameri- 
can Legion junior baseball pro- 
gram in the Twin Cities district, 


AUTO BOOKS 


That Should Be in 
Every Dealer’s Library 


books should be in the library 





able when the ‘‘chips are down’’ and 

__ real competition arrives. 

KNUDSEN, A BIOGRAPHY. By Norman 
Beasley. 397 pages, cloth bound. $3.75 
postpaid. 

AUTOMOTIVE MECHANICS. Wm. OE. 
Crouse. A comprehensive anud basic course 
on the subject of fundamental automotive 
mechanics. Cloth binding. $4.50 postpaid. 


DEALER BUSINESS COUNSEL. Business 
guidance for automobile dealers. By J. B. 
Van Tassel, Dealer Business Consultant. 
Two books—Book No. 1, $2.00. Book No. 
2, $3.00 postpaid. 

DETROIT IS MY OWN HOME TOWN. 
Malcolm Bingay. A story of Detroit and 
sidelight history of the fabulous motor 
car business. $3.75 postpaid. 

FABULOUS HOOSIER. By Jane Fisher. 
A story of Carl Fisher, early pioneer of 
the automotive industry. $3 postpaid. 


FASTEST ON EARTH. By Capt. George 
Eyston. Complete history of every land 
speed record from 1898 to the present. 
Paper-bound, $2; cloth-bound, $3. 

FLOYD CLYMER’S MOTOR SORAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 in 
paper cover, $1.50 each. Deluxe cloth- 
bound, §2.50. Steam-car edition, §2 or 
cloth-bound, $3 postpaid. 

HENRY FORD—HIS LIFE, HIS WORK, 
HIS GENIUS. By Wm. A. Simonds. Re- 
printed by Floyd Clymer. Deluxe edition, 











$4 postpaid. 
INDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 


Deluxe edition, $5 postpaid. Paper bound, 
$3.50. 

THE LAST BILLIONAIRE — HENRY 
FORD. ‘‘An informal portrait of an in- 
dustrial genius who was also a most un- 
predictable human being.’’ By William C. 
Richards. §3.75 postpaid. 

MOTOR MEMORIES. A saga of whirling 
gears by Eugene W. Lewis. $3.50 post- 
paid. 

FLOYD CLYMER’S INDEPENDENT TEST 
REPORT OF KAISER-FRAZER OARS. 
$2.50 each. Paper-bound, 





Deluxe edition, 
$1.50 postpaid. 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 


and in January, 1946, became a 
district sales representative. He 
was advanced to district truck 
and fleet department manager in 
September, 1986. ‘ 


SKF Appoints Reimer 
To Purchasing Post 


SKF Industries, Inc., has an- 
nounced the appointment of Charles 
J. Reimer as general purchasing 
agent. Reimer, formerly procure- 
ment metallurgist for the Philadel- 
phia ball and roller bearing firm, 
succeeds J. F. Whelihan, who re- 
signed. 

Prior to joining SKF in 1944, 
Reimer was superintendent of Hep- 
penstall Co.’s forge shop at Eddy- 
stone, Pa. During the war, he was 

eneral superintendent of Empire 
Grénaneo Co. of Philadelphia and 
for a number of years he was as- 
sociated with Midvale Steel Co. 

* * * 


Heller Promoted by Ford 
To Assistant Chicago Chief 
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from manager of the Midwest re- 
gion’s truck and fleet department 
to assistant manager of the Ford 
Chicago district, it was announced 
by W. K. Edmunds, Midwest re- 
gional manager. 

In his new capacity, Heller suc- 
ceeds Ingar Olsen, who has re- 
signed to become associated with 
a Ford dealership. Selected for 
Heller’s former post as Midwest 
regional truck and fleet manager 
was ©. V. Toussaint, manager of 
the Ford Twin Cities district truck 
and fleet department. 


3 New Appointments 


Listed by Tucker 


New appointments by Tucker 
Corp. include E. J. , for- 
merly with Buick, New York re- 
gional manager; Bill Jacobs, for- 
merly with Oakland and Cadillac, 
manufacturing manager, and Paul 
E. Anderson, formerly with Briggs, 
assistant general purchasing agent. 

* * * 


Buckley in New Post 


Paul Buckley, who for the past 
year was engineer-director of the 
highway study made by the high- 
way study committee of the Michi- 


H. G. Heller has been promoted! gan Good Roads Federation, has 





joined the staff of Automotive 
Safety Foundation. Under direc- 
tion of G. Donald Kennedy, vice- 
president in charge of the ASF 
highways division, the foundation 
is engaged in making state-wide 
engineering investigations of road 
needs, similar to the Michigan 
study, in Oregon, Washington, Ne- 
braska and Kansas. 

Buckley will assist Kennedy in 
these studies as highway engineer 
on the foundation staff, serving as 
field supervisor and special con- 
sultant. In 1946 Buckley was proj- 
ect engineer on a similar survey 
made under Kennedy’s direction 
for an interim fact-finding com- 
mittee of the California legislature. 

7 + + 


Pennsalt Names Sorber 


Pennsylvania Salt Mfg. Co. an- 
nounces appointment of Charles R. 
Sorber jr. as St. Louis district sales 
representative for Pennsalt’s Spe- 
cial Chemicals division. 

* * 


GMAC Names Skelley - 


General Motors Acceptance Corp. 
has announced the appointment of 
W. E. Skelley as manager of its 
Des Moines branch. Skelley suc- 
ceeds Henry D. Daneke, who was 
transferred to Great Falls, Mont. 
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Aro Equipment Names Leitch 
Officer and General Manager 


Following the annual meeting of 
Aro Equipment Corp. at Bryan, O., 
last week, John C. Markey, presi- 
dent, announced 
the election of 
Walter C. Leitch 
as vice-president 
and general man- 
ager. Since 1921, 
Leitch has been 
associated with 
Gilbert & Barker 
Mfg. Co., Spring- 
field, Mass., a sub- 

. sidiary of ay 

ard Oil Co. (N.J.), 

Watter ©. Eas most recently, as 

general sales manager of that com- 
pany. 

Markey said that Leitch’s ap- 
pointment would in no way affect 
other personnel. He added that the 
managerial duties had been turned 
over to Leitch in order that he, 
Markey, could devote more time to 
other affairs, including the com- 
pany’s important oil interests. 





Truman Baker, Chevrolet dealer 
at Searcy, Ark., has been elected 
and installed as president of the 
Searcy chamber of commerce. 
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The Butler 


dividends for 


repeat 





on a money- 
or 25,000 miles. 


Make this small investment pay big 


satisfaction and good-will that builds 
business. 
Jobber about it, or write direct to: 
Butler Engineering Co., 2626 Rousseau 
Street, New Orleans 11, La. 





, A 
Fair Trade Laws have been enacted, 


De-Scaler is guaranteed 
back basis for one year 


you in greater customer 


Ask your Butler 


NOW ONLY 
$2.95 each 


Sold under Fair Trade 
greement in States where 





Guarantee Your Customers Trouble-Free 
Cooling Systems Right From the Start! 


Now you can make a hit with new customers for a smaller investment than ever 
. . . by installing a Butler De-Scaler in the radiator of every new car, truck, bus 
or tractor you sell . . . and end cooling system troubles before they even start! 


NEW LOW LIST PRICE—ONLY $2.95 


ncreased demand as a result of a national advertising campaign combined 
with new production methods has lowered the price of the amazing Butler 
De-Scaler from $4.95 to only $2.95. 


Already a proved success in the fleet field, the De-Scaler prevents rust and 
scale from ever forming in the new car's cooling system. KEEPS WATER 
CRYSTAL CLEAR. Eliminates over-heating of engine, reverse block flushings, 
saves expense of breakdowns, overhauls and repairs. 


y I 
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EASY TO INSTALL 


Installed in radiator hose or radiator accord- 
ing to simple instruction, Butler De-Scaler’s 
galvanic cell action dissolves scale and rust 
in old systems, prevents their formation in 


new ones. Keeps water crystal clear. 


Butler De-Scaler Model ATI covered 


by U. 8. Patent No. 2,424,145. Other 
. S. and foreign patents pending. 


ELIMINATES RUST — KEEPS COOLING SYSTEM CLEAN 
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Current Prices 


(Includes revisions for all 1948 models. ) 


The following advertised delivered 
prices are based on factory retail prices 
at the factories. They include dealer de- 
livery and handling charges and federal 
taxes. They do NOT include transporta- 
tion charges, state sales taxes, or op- 
tional equipment. 

BUICK — Series 40 Special — 4-dr. sed., 
$1,673; 2-dr. sed., $1,611; Series 50 Super 
—4-dr. sed., $1,929; 2-dr. sed., $1,843; 
conv., $2,333; stat. wag., $2,805; Series 70 
Roadmaster—4-dr. sed., $2,232; 2-dr. sed., 
$2,131; conv., $2,651; stat. wag., $3,249. 

CADILLAC—Series 61—4-dr. sed., §$2,- 
647; sed. cpe., $2,511; Series 62—4-dr. sed., 
$2,781; sed. cpe., $2,719; conv., $3,174; 
Series 60—4-dr. sed., $3,506; Series 75— 
4-dr. sed., $4,471; 7-pass. touring sed., 
$4,686; 7-pass. Imperial, $4,887; 9-pass. 
bus. sed., $4,368; 9-pass. bus. Imperial, 


$4,560. 

LET — Stylemaster—4-dr. sed., 
$1,276; 2-dr. sed., $1,219; spt. cpe., $1,- 
202; bus. cpe., $1,160; Fleetmaster—4-dr. 
sed., $1,345; 2-dr. sed., $1,286; spt. cpe., 
$1,281; conv., $1,628; stat. wag., $1,893; 

-dr. sed., $1,371; sed. cpe., 
$1,313. 





CHRYSLER — Royal — 4-dr. sed., $1,- 
772,75; 2-dr. sed., $1,735.75; spt. cpe., 
$1,762.25; bus. cpe., $1,667.50; Windsor— 
4-dr. sed., $1,825.25; 2-dr. sed., $1,804.25; 
spt. cpe., $1,814.75; bus. cpe., $1,720; 
conv., $2,208.50; Saratoga —4-dr. sed., 
$2,105.75; 2-drd. sed., 2,079.25; spt. cpe., 
$2,089.75; bus. cpe., $2,005.50; New 
Yorker—4-dr. sed., $2,211; 2-dr. sed., $2,- 
184.50; spt. ecpe., $2,195; bus. cpe., §$2,- 
105.75; conv. $2,604.50; Town & Country 
. ged., $2,802.25; 8-cyl. conv., 
yal—8-pass. sed., $2,175.75; 
Windsor — 8-pass. sed., 
$2,227.75; lim., $2,354.25. 

DeSOTO— Deluxe—4-dr. sed., 
2-dr. sed., $1,619.50; spt. cpe., $1,646; 
bus. cpe., $1,551; Oustom—4-dr. sed., 
$1,709; 2-dr. sed., $1,688; spt. cpe., $1,- 
698.50; conv., $2,092.50; stat. wag., $2,- 
427.75; 7-pass. sed., $2,111.75. 

DODGE—Deluxe—4-dr. sed., $1,555; 2- 
dr. sed., $1,512.75; bus. cpe., $1,439; 
Custom—4-dr. sed., $1,607.50; town sed., 
$1,681.25; spt. cpe., $1,602.25; conv., $1,- 
991; 8-pass. sed., $1,981. 

FORD — Deluxe ‘6’’—4-dr. sed., $1,- 
269.78; 2-dr. sed., $1,211.89; bus. cpe., 
$1,154; Super Deluxe ‘‘6’’—4-dr. sed., $1, 
371.87; 2-dr. sed., $1,308.72; sed. cpe., 
$1,329.77; bus. cpe., $1,250.83; stat. wag., 
$1,893.32; Deluxe ‘‘V-8’’—4-dr. sed., $1,- 
345.56; 2-dr. sed., $1,287.67; bus. cpe., 
$1,229.78; Super Deluxe ‘‘V-8’’—4-dr. sed., 
$1,440.28; 2-dr. sed., $1,382.39; sed. cpe., 
$1,408.71; bus. cpe., $1,329.77; conv., $1,- 
740.24; stat. wag., $1,972.26. 


$1,656.50; 


FRAZER—4-dr. sed., $2,294.46; Man- 
hattan—4-dr. sed., $2,711.50. 
HUDSON—Super ‘‘6’’—4-dr. sed., $2,- 
003.75; 2-dr. sed., $1,952.75; spt. cpe., 
$2,000; bus. cpe., $1,889.50; 
“@’’—4-dr. sed., $2,161; spt. cpe., $2,- 
136.75;Super ‘8’? —4-dr. sed., $2,092.25; 


spt. cpe., $2,089; Commodore ‘8’’—4-dr. 
sed., $2,250; spt. cpe., $2,225.75. 

KAISER—4-dr. sed., $2,104.21; Custom— 
4-dr. sed., $2,455.57. 

LINCOLN—4-dr._sed., 
(custom interior) sed., $2,721.95; club cpe., 
$2,532.57; club (custom interior) cpe., $2,- 
700.90; conv., $3,142.60; Continental ‘12 
COyl.**—club cpe., $4,661.59; conv., $4,745.72. 

MERCURY—4-dr. sed., $1,660.35; 2-dr. 
sed., $1,591.97; sed. cpe., $1,644.58; conv., 
$2,002.20; stat. wag., $2,207.49. 

NASH — ‘‘600”’ Slipstream — 4-dr. sed., 
$1,464.05; deluxe bus. cpe., $1,399.05; Am- 
bassador Slipstream—4-dr. sed., $1,778.95; 
*600"’ Super Series—4-dr. sed., $1,508.05; 

cpe., $1,459.05; Ambassador—4-dr. 
sed., $1,820.95; sed. cpe., $1,762.95; stat. 
wag., $2,239.95; conv., $2,250. 

OLDSMOBILE — Series ‘‘66’’ Six—4-dr. 
sed. stand., $1,556; 4-dr. sed. deluxe, 
$1,697; 2-dr. sed. stand., $1,513; 2-dr. 
sed. deluxe, $1,655; club cpe. stand., $1,488; 
club cpe. deluxe, $1,628; convertible, $1,845; 
stat. wag., $2,456; Series ‘‘68’’ Eight—4-dr. 
sed. stand., $1,614; 4-dr. sed. deluxe, $1,- 
755; 2-dr. sed. stand., $1,572; 2-dr. sed. 
deluxe, $1,713; club cpe. stand., $1,546; club 
cpe. deluxe, $1,687; convertible, $1,903; stat. 
wag., $2,514; Series ‘76’ Six—4-dr. sed. 
deluxe, $1,805; 4-dr. sed. stand., $1,659; 
2-dr. sed. deluxe, $1,731; 2-dr. sed. stand., 
$1,584; Series ‘78’ Elight—4-dr. sed. de- 
luxe, $1,863; 4-dr. sed. stand., $1,717; 2-dr. 
sed. deluxe, $1,789; 2-dr. sed. stand. $1,- 
643; Futuramic ‘‘98’’ Serles—4-dr. sed. de- 
luxe, $2,098; 4-dr. sed. stand., $1,993; 2-dr. 
sed. deluxe, $2,024; 2-dr. sed. stand., $1,- 
920; conv., $2,466. 

PACKARD — Eight — 4-dr. sed., $2,150; 
sed. cpe., $2,125; stat. wag., $3,350; Deluxe 
Eight—4-dr. sed., $2,375; sed cpe., $2,350; 
Super Eight—4-dr. sed., $2,690; sed. cpe., 
136.75; Super ‘‘8’’—4-dr. sed., $2,092.25; 
$2,665; conv., $3,175; (141'' wheelbase) 
7-pass. sed., $3,300; 7-pass. lim., $3,450; 
deluxe 7-pass. sed., $3,650; deluxe 7-pass. 
lim., $3,800; Oustom Eight—4-dr. sed., $3,- 
675; sed. cpe., $3,625; conv., $4,095; (148" 
wheelbase) 7-pass. lim., $4,668; 7-pass. 
sed., $4,504. 

PLYMOUTH — Deluxe — 4-dr. sed., $1,- 
299.25; 2-dr. sed., $1,246.50; spt. cpe., 
$1,273; bus. cpe., $1,220.25; Special Deluxe 
—4-dr. sed., $1,377.50; 2-dr. sed., $1,324.75; 
spt. cpe., $1,351.25; bus. cpe., $1,293.25; 
conv., $1,668.50; stat. wag., $1,879.25. 

PONTIAC—Torpedo ‘‘6’’—4-dr. sed. de- 
luxe, $1,600; 4-dr. sed. stand., $1,512; 2-dr. 
sed., $1,453; sed. cpe. deluxe, $1,572; sed. 
cpe. stand., $1,484; club cpe., $1,438; bus. 
cepe., $1,387; conv. deluxe, $1,894; Torpedo 
+g’’—-4-dr. sed. deluxe, $1,647; 4-dr. sed. 
stand., $1,559; 2-dr. sed., $1,500; sed cpe. 
deluxe, $1,620; sed. cpe. stand., $1,531; 
club cpe., $1,485; bus. cpe., $1,434; conv. 
deluxe, $1,941; Streamliner ‘‘6’’—4-dr. sed. 
deluxe, $1,685; 4-dr. sed. stand., $1,598; 
sed. cpe. deluxe, $1,635; sed. cpe. stand., 
$1,547; stat. wag. deluxe, $2,312; stat. wag. 
stand., $2,235; Streamliner ‘‘8’’—4-dr. sed. 
deluxe, $1,733; 4-dr. sed. stand., $1,645; 
sed. cpe. deluxe, $1,682; sed. cpe. stand., 
$1,595; stat. w deluxe, $2,359; stat. 
wag. stand., $2,282. 

STUDEBAKER—Champion Deluxe—4-dr. 
sed., $1,545.75; 2-dr. sed., $1,514.25; spt. 
cpe., $1,540.50; bus. cpe., $1,445.75; 
pion Regal Deluxe—4-dr. sed., $1,619.50; 
2-dr. sed., $1,587.75; spt. cpe., $1,614; bus. 
cpe., $1,519.25; conv., $1,969.75; Com- 
mander Deluxe—4-dr. sed., $1,850.75; 2-dr. 
sed., $1,819.25; spt. cpe., $1,845.50; bus. 
cpe., $1,750.75; Commander Regal Deluxe 
—4-dr. sed., $1,972; 2-dr. sed., $1,940.25; 
spt. cpe., $1,966.50; bus. cpe., $1,872; 


$2,553.62; 4-dr. 


eonv., $2,325.25; land cruiser, $2,143.50. 
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JOHN H. BECKER, president, Becker 
Britain, Conn., presents keys to a new 
chief of police. On the extreme right in 


Nash Gives Coates 
Calif. Plant Job 


DETROIT. — Howard G. Coates, 
associated with Nash Motors for 
28 years, has been appointed fac- 
tory superintendent of the Nash 
assembly plant at El Segundo, 
Calif., it was announced last week 
by R. A. DeVlieg, vice-president of 
Nash-Kelvinator Corp. in charge of 
manufacturing. 

Coates, who will assume his new 
duties about May 1, has been gen- 
eral foreman of the Nash 600 as- 
sembly line at Kenosha, Wis., since 
1946. He came to Nash in 1920 as 
a machine operator in the Mil- 
waukee plant. For the last six 
years, Coates has been a member 
of the Kenosha city council. 


Mortell Offers Free Booklet 


On Body Undercoating 

J. W. Mortell Co. of Kankakee, 
Ill, has published a 16-page book 
telling in detail the complete story 
of its 15 years of manufacturing 
Mortel sound deadener for auto 
body manufacturers, 

The book is said to be of interest 


), New 
police-patrol ambulance to William C. Hart, 
the background is Delbert H. Rau, general 
manager of the dealership and chairman of the civil service commission. 


Motor Sales (Chevrolet-Oldsmobile 


to every dealer and service shop 
now undercoating cars or desirous 
of doing so. It also tells how to 
do an undercoating job. Copies will 
be sent free on request. 


Timken to Consolidate 


Zanesville Operations 

ZANESVILLE, O.—The leasing of 
50,000 square feet of manufacturing 
space here at 2300 Linden Ave., in 
which to consolidate all Zanesville 
operations of Timken Roller Bear- 
ing Co., was announced last week 
by A. M. Donze, vice-president in 
charge of manufacturing. 

The future Timken plant, now oc- 
cupied by its owners, Shawnee Pot- 
tery Co., was secured on a five-year 
lease with the option of five con- 
secutive one-year renewals, Donze 
said. Shortly after May 1, all Tim- 
ken operations, now divided among 
three plants, will be concentrated 
under one roof. 


. Order Cancellation 
SAINT JOHN, N. B.—This city 
is seeking to end the transporta- 
tion franchise of New Brunswick 
Power Co. The company has can- 
celed plans to order 10 new buses. 





Inspection 


NEW YORK.—Although increas- 
ingly advocated by most safety 
authorities, compulsory inspection 
of motor vehicles will continue to 
be a controversial legislative issue 
in many states, a survey reveals. 

Following the pattern of past 
years, controversy remains in 
some states as to the necessity 
for any type of inspection pro- 

gram, while in others there is a 
sharp divergence of opinion 

whether inspections should be 
conducted through designated 
private garages and service sta- 

tions or at state-owned and oper- 
ated testing stations. 

A bill to repeal Virginia’s motor 
vehicle inspection law was side- 
tracked in that state’s 1948 legisla- 
tive session. No action had been 
taken at this writing, however, on 
proposals for state-conducted tests 
to replace the present system of 
inspections at designated private 
garages. 

In South Carolina a bill to re- 
peal the state’s suspended inspec- 
tion law was modified to continue 
the suspension until next year. 
South Carolina’s inspection law 
has been inoperative since the 
start of the war. It has been op- 
posed by Chief Highway Commis- 
sioner C. R. McMillan, who ex- 
presses confidence in the effective- 
ness of spot inspections by 
highway patrolmen. 

A bill to require annual inspec- 
tion of brakes at state-approved, 
privately-owned service stations 
was pending in the New York 
state legislature. It would give the 
bureau of motor vehicles an addi- 
tional appropriation of $5,000 to 
conduct the program. 

The broader issue of more ex- 





Law Snafu 


Survey Finds Divergence of Opinion Delaying 
Compulsory Programs in Many States 


tensive compulsory inspection of 
motor vehicles, similar to the pro- 
gram conducted in New Jersey 
and other states, will be delayed 
in the New York lawmill for an- 
other year, however. Although the 
matter was studied during the past 
year by a legislative interim com- 
mittee, controversy remains as to 
the manner in which such a pro- 
gram should be administered. 


A special session of the Ari- 
zona legislature at this writing 
was considering a bill providing 
for compulsory period inspec- 
tions. The measure was advocat- 
ed by Gov. Osborn as one of 
several steps to promote highway 
safety. 

Indications are that the issue 
will be considered on a broader 
scale next year, when more legis- 
latures will be in session. During 
1947, the last year of heayy state 
legislative activity, inspection pro- 
posals were introduced in the leg- 
islatures of at least 18 states. In 
most instances, however, action 
was negative. 

One of the outstanding excep- 
tions was the 1947 enactment of 
an inspection law in North Caro- 
lina, with the new program being 
launched there this year. 

States in which proposals for 
new or stronger inspection pro- 
grams may be raised next year in- 
clude Florida, Idaho, Maryland, 
Minnesota, Alabama and Wis- 
consin. 


Made Austin Director 
Cc. B. Smith has been elected a 
director of the Austin (Tex.) cham- 
ber of commerce for the coming 
year. 
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AUTOMOTIVE WASHINGTON 


Relief for Small Firms 
Provided in New Tax Bill 


By William Ullman 


Washington 


Correspondent 


LEGISLATION AIMED to provide incentive to all cor- 
porations, and extend life-saving tax relief to many small 
ones, was introduced in the House last week by Rep. Walter 
Ploeser, Missouri, Republican, and chairman of the Select 


Committee on Small Business 


. The Ploeser bill grants a flat 


tax exemption on the first®— 


$25,000 of net income to all 


corporations. The author em- 
phasized that this figure was not 
an arbitrary one—any substantial 
exemption would reverse the cur- 
rent trend, which he termed harm- 
ful to the prosperity and expansion 
of business, especially small busi- 
ness, because of “the present faulty 
corporate tax structure.” 

Ploeser declared that “unless this 
nation gets tax relief in the per- 
sonal tax field and for small busi- 
ness, you can look for the forma- 
tion of unemploy- 
ment lines within 
a year.” In the 
depth of the de- 
pression, he stat- 
ed, small business 
plowed back 64 
percent and today 
is able to plow 
back less than 
half of that. The 
obstacle to prog- 
ress, production 
and expansion, he 
declared, is taxes. 

For instance, he points out, the 
average amount of risk capital 
(derived largely from savings) 
needed to add a single additional 
employe, is, according to the Com- 
merce department, roughly $7,000. 
With heavy taxes on small corpora- 
tions, the savings that might have 
assured the employment of addi- 
tional workers is drained off. 

* * 4 


For Sounder Footing 


THE TAX relief proposed, Rep. 
Ploeset said, would enable larger 
accumulations of plow-back capital 
from earnings, thereby putting 
many small business ventures on 
sounder footing. Small businesses 
would thus be able to expend such 
savings for expansion, modern tools 
and to tide themselves over un- 
profitable periods. 

The Missouri Republican feels | 
that, largely because of this heavy | 
tax load, the trend in America is 
a rapid “drying up” of long-term 
equity capital. In the case of small 
businesses, the situation has be- 
come “critical.” 


Small business, he declared, 
should have the same right of 
corporate protection extended to 
big business, but through the 
system of double taxation on 
business profits “we are running 
small business out of the cornor- 
ate field and denying it the privi- 
lege of expansion.” 

Here is how Ploeser succinctly 
put it: “A bankrupt or dead busi- 





Ullman 


country to enter into agreements 
with other countries for reciprocal 
reduction of tariffs and other obsta- 
cles to trade, has been in operation 
14 years. 

It is generally expected in con- 
gressional circles that the most 
Congress will get at this session 
will be a one-year extension of 
the act with, perhaps, a few mod- 
ifications which the Republicans 
feel are needed as “safeguards.” 


Seek Tax Overhaul 


CREATION of a non-partisan 
commission to undettake a com- 


hh. . 





ness pays no taxes.” 
. s © 


Mules for Tractors? 


THE NATION’S top horse and 
mule dealers were in Washington 
last week in an effort to convince 
Congress that draft animals have a 
role to fill in the Marshall Plan. 

The dealers, from 12 Midwest- 
ern and Southwestern § states, 
sought to persuade their legisla- 
tors and government offcials that 
horses and mules are better 
adapted to European needs than 
the tractors already proposed 
under the European Recovery 
Program. 

The horse and mule dealer com- 
mittee said that state and com- 
merce officials were “far off base 
when they ruled animals out of the 
Marshall Plan.” The government, 
according to the committee, has 
taken the position that animals 
would compete for grain with hu- 
mans, “while the truth is that 
horses and mules can subsist solely 
on roughage.” 

* . * 


Reciprocity Extension 


PRESIDENT TRUMAN wants | 
Congress to authorize a three-year 
extension of the Reciprocal Trade 
Agreement Act, which expires June 
12, The act, which enables this 





There’s something new and better in the medium- and 
heavy-duty axle field. It’s Timken-Detroit HyPoID gear- 
ing—in all three types of final drives—in a complete range 


of capacities. 


You get Hy-Performance from HyPpoip—lower oper- 
ating costs, lower maintenance costs and longer life too. 
The pinion is bigger and stronger—bearings are bigger— 
more teeth are in contact, reducing loading per unit of 
contact area. Torque-transmitting capacity is increased. 
Slower gear ratios are practical without loss of strength. 

Only from Timken-Detroit HyPpomn gearing can you 
get these big advantages that spell money-making truck 
performance. Look under the next trucks you buy. De- 


plete revision and codification of 
the federal tax laws was the idea 
proposed to Congress the other day 
by the American Institute of Ac- 
countants with the suggestion that 
the commission should consist of 
members of the national legislature, 
spokesmen for the administration, 
lawyers, accountants and econo- 
mists. 

This suggestion was included 
in recommendations which the 
AIA made to the congressional 
tax committee for revision of 
some 30 specific features of the 
present tax structure. 

The AIA’s program, featuring 
mainly proposals for technical or 
administrative changes in the law 
or for correction of what they 
called “errors and inequities in ex- 
isting law” covered some of the 
same ground embraced in a list of 
items which the Treasury has pro- 
posed to Congress for revision. 

Proposals of the accountants in- 
cluded a number of items regarded 
as controversial, such as proposals 
to eliminate double taxation of 
corporation dividends, and to elimi- 
nate the 2 percent penalty tax now 
imposed on consolidated returns. 


Read A. H. Allen’s ‘“‘FOB Factory’’ in 
AUTOMOTIVE NEWS each week for the 


latest on manufacturing trends. 
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W. G. WRIGHT, general sales manager for W. W. Wallwork (Ford), Fargo, N. D., 
presented a dual control car to each of the secular and denominational senior high 


schools for use in classroom actual driving instruction. 
work besides instruction in driving regulations and highway safety. 
Left to right, Charlies Punton, state highway patrolman; Sgt. Harold 
Bricker, dean of boys, Fargo high school; G. W. Wright, 
; Rev. Fr. Francis Lyon, Sacred Heart 


of actual classroom 


traffic bureau; J. H. 
manager of the d 


All seniors will receive 15 hours 
Ness, head of 


general sales ealership 
H. H. Kirk, superintendent of schools; B. ©. B. Tighe, principal, Fargo high school, and 


R. P. Krueger, instructor, Fargo high 


Young Succeeds Sames 


As Laredo President 


The Laredo (Tex.) Automobile 
Dealers Assn., celebrating its 
first birthday, announced that 
Paul H. Young had been elected 
president, succeeding Harry 
Sames. 

Other officers elected were A. 


school.—(Fargo Forum photo.) 


E. Guajardo, vice-president, and 
Adolfo Barrera jr., secretary- 
treasurer. 

* * * 


Kelton’s Planning Annex 

Kelton’s Inc. (Cadillac-Pontiac), 
1615 E. Colfas Ave., Denver, is plan- 
rfiing a new garage addition, which 
will be a one-story brick building. 


Hypoid Helical Double-Reduction* 


(AND ONLY TIMKEN-DETROIT) 


of final dives! 


AON apis 


mand modern axles—Timken-Detroit 3-for-1 Axles. 


of capacitt es! 





TIMKEN-DETROIT HAS IT! 


{ 
} 


i 


*Interchangeable in same axle housing using the same axie shafts. 





A PRODUCT OF THE TIMKEN-DETROIT AXLE COMPANY 
DETROIT 32, MICHIGAN 


REGISTERED 
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Commercial Car News 


service Tae LA 
{ Regular Monthly section for the men who make, sell Mitt Me 


Trucks. Buses and Commercial Vehicles. 


Over 100 Makers|Take 9 Out of 10 in Top Gains --- 
Show at Truck | Farm States Keep Lead 
Exhibit on Pier Se ee 


Chevrolet Kicks Off 
At Low Point 


Equipment Series 

In Chicago Tuesday 
Trailer Shipments 
Show Decline; Oil 


HE FIRST two full sections 
Tankers Increase 


(over 100 large booths) of the 
Navy Pier in Chicago will be taken 

Nw out of the ten states again 

showing the greatest increase 


over by truck equipment exhibits 

of 46 firms showing bodies and 

other equipment on new Chevro- 

See ce ieee in new truck registrations in 1947 

were farming states. And if Michi- 

gan was eliminated because the 

historical method of distribution 

aided that state, all 10 top state:. 
would all be agricultural states. 

Last year farm states also led 
in registration increase. 

All 10 of these states showed 
increases exceeding 26 reent, 
while 18 states in regis- 
tration by over 20 percent. Fif- 
teen of these latter states could 
be cataloged as agricultural 
states. 

Only one state failed to increase 
truck registrations last year, and 
only eight states failed to increase 
registrations over 10 percent. The 
national average increase in truck 


registrations was 17.08 percent. 
* * * 


A DDING to the woes of the sharp 

pencil boys, who have to proj- 
ect sales for this year and next, 
is another pair of figures, which, 
while they don’t seem to make 
sense, do point up a condition that 
may throw the sales analysis boys 
for a loop. This is the net increase 
in truck registrations. 


R. L. Polk’s tabulation for the 
increase in total trucks registered 
between July 1, 1946, and July 1, 
1947 (last figures available), 
shows a net increase of 865,319 
vehicles. In the calendar year 
1947 the industry registered 879,- 
182 new trucks. Subtracting the 
Polk year increase from the cal- 
endar year increase would lead 
us to believe that only about 
13,816 trucks went to the bone- 
yard in the last year. 


There is no question but that 
a smaller percentage of trucks 
were junked last year than in nor- 
mal years, due to the great scarc- 
ity of trucks for the greater part 
of the year. But this figure doesn’t 
seem reasonable for obsolescence 
of a registration that now runs 

































(March 23). 

The products of nearly 100 dif- 
ferent firms will be on display, as 
well as chassis and factory body- 
equipped trucks in each style and 
size in the 1948 Chevrolet line. 

John Groenier, organization 
chairman of Axle & Equipment 
Sales Co., Chicago, and H. F. 
Knowles, Chicago zone_ truck 
manager for Chevrolet, are en- 
thused over the breadth and 
depth of the equipment and body 
lines on display, as well as over 
the cooperation extended to them 
by the distributors in organizing 
this, the “kick-off” truck equip- 
ment show of many such zone 
undertakings that will go to 
make up the national showing 
of equipment of all types and 


T~ truck salesman training pro- 
gram, now going on in Ford 
Motor under the supervision of J. 
D. Ball and his_ truck-peddling 
hierarchy at the Rouge and in the 
various regions and districts, is to 
me one of the most necessary pro- 
grams that any truck company can 
engage in right now. As an old 
truck salesmanager and trailer out- 
post manager, my experience with 
truck salesmen goes back 36 years, 
and some of my most vivid mem- 
ories are of the truck men who 
spent more effort and time in sell- 
ing the dealer on the “iron” than 
they did on selling the new ve- 
hicle. 

Of course, I have known many 
good truck salesmen—men who not 
only knew their vehicles but knew 
transportation as well. I have 
known and worked with men who 
could advise the customer on the 
type of equipment that should 
go on the chassis to get a certain 
result, and also could improvise or 
design new equipment or assem- 
blies where they were needed to 
get certain operating results over 
certain roads and grades. 

Most of that, of course, was back 
before Truckstell and kindred dis- 
tributors, who now sell and engi- 
neer into the truck many compo- 
nents that will do the job that we 
of the old school had to roughly 
improvise and jockey around to 
obtain. 





FORD TRUCK and fieet managers of the Central and Midwest regions study modern 
truck merchandising methods at Dearborn Inn. At the speakers’ table in the rear are: 
(left to right) W. E,. Kimbrough; manager, Truck Sales section; J. D. Ball, director, 
Truck and Fleet Sales department; D. W. Lee, assistant director, Truck and Fleet Sales 
department, and S. M. Copland, manager, Fleet Sales section. 


Ford Begins Conferences 


On Truck Merchandising 


evrolet this year. DEARBORN. A long-range pro- | tail salesmen with sales tools and 
aaa ern show zwar js | 8Tam designed to train salesmen | give them direct, clear information 
7 f ti ks, will in merchandising the expanded | that will reduce truck selling to the 
open % fs a Tue a Mi ~ 93, | 1948 line of Ford trucks is now | simplest and most successful terms. 
ae b Pride “March on denn underway in regions and districts} These truck selling methods and 
10 = ntil 2 m. each 4a throughout the country, J. D. Ball, | procedures will minimize the vol- 
eo mae y: director of the Ford truck and fleet| ume of arithmetic that salesmen 
While in the ~— ~ — sales department, has announced. | formerly were required to do in 
lg Cnisteibuters | The activity, said to be the larg- | fitting trucks to their jobs, and also 
from Chicago and surrounding est and most intensive ever under- -. a e i - 2 a 
area, several of the exhibits will |#ken by the Ford truck and fleet od uy tokae Gehedinen 
be direct factory showings. All sales organization, was launched at : y . 
bodies and equipment, however meetings conducted recently in De- “They are the most up-to-date 
will be shown on 1948 Chevrolet | Toit, Atlantic City and Kansas City| in the industry, we believe, and 
trucks in various capacities. by top central office truck sales! have been in the course of pre- 
officials with regional and district paration for more than a year. 
° nee truck and fleet managers. These Theusan@e. ef hours of ctudy 
yas equipment show will be|were the initial meetings of the nok oer > mails ote 
followed on the Pier April 13 | first sertes of truck specialists’ con-| Pi#nning, testing an . 
by a similar showing by Ford.|ferences. Other meetings of this} the part of engineers, merchan- 
Dodge has showings of this type|series will be held monthly, con- dising experts and practical, ex- 
planned but dates have not been|cluding in July. (See SALESMEN, Page 30, Col. 1) 
set as yet for opening in the East. “Every vital phase of truck | | ——<~;3;«;3;3;7YhCt;é;é;t™” 
All three — SS oe seunmantlaient will be covered in AT A Will Open 
a series of zone showings an these conferences,” said Ball 
caravans to introduce their new| “While the baade weitnens is to e ° 
truck lines completely equipped to| qualify retail salesmen as au- Regional Series 
dealers, truck salesmen and po-| thorities on truck operation, in- 


tential buyers. struction will permeate our en- Apr. 3 in N, 7. 


Dealers and their salesmen from | tire field personnel so that our 






























* * * 


LARGE SHARE of the dealers 

are afraid when it comes to the 
truck business—or are so lazy that 
they won’t take time enough to 
learn the fundamentals of the busi- 
ness. So neighboring dealers, who 
do know what it is all about, take 
the good profitable deals—under 
keen competitive conditions—and 
hand the “greenies” or timid ones 
the perfumed ones. 


The young son of a top Detroit 











dealer was in my office 1 Frid not only the Chicago area but from| district personnel who contact a i well over six million vehicles. It 
—we had cea coteker oat as far away as Minneapolis and| dealers will be able to discuss ASHINGTON. The first of &/is reasonable to suppose, however, 
asked him why he and his deal|St. Paul, are expected to attend] truck selling intelligently and series of six regional meetings | that no more trucks went off the 
were so successful in the truck | this Chicago show and bring their| with authority. sponsored by the American Truck-| road in the last six months of 







1947 than in the first half of the 


“The whole range of successful| ing Assns. will get under way at 
(Continued on Page 28, Col. 4) 


selling methods will be given con-| the Hotel New Yorker, New York 
sideration in the conferences, but | City, April 8-10, with motor carrier 


major emphasis will be on the pre-| executives from New York and sev- 
dominant theme of fitting trucks to eral neighbor states attending. 


"ec the primary purposes of Their objective will be a thorough 
e : ; : 

this protracted sales training effort discussion and exchange of ideas 
is to remove the aura of mystery|©" ll major problems affecting 
that has grown up around truck |the trucking industry as a whole, 


best prospects for truck sales. 


Exhibitors in the Chevrolet 
Navy Pier show include the De- 
Kalb Commercial Body Co., 
showing several bodies including 
a Chicago stake and a “Pay 
Loader” stake; Axle & Equip- 
ment Sales Co. (Chicago Truck- 
Stell distributor) with Thornton 
and Truxmore dual axle bogies, 





business while several others— 
naming deals—never seemed to get 
to first base even though they had 
heavy investments and good build- 
ings. 

The youngster laughed—and gave 
me the key when he said, “Most 
of them are ‘scairt’ of the used 
stuff—they don’t either know where 
to place it when they take it in, 



























Top Trucks 


New truck registrations for 
44 states for January: 
1948 1947 
Pos. Make Pos. 
1—19,060 Chevrolet 13,887— 1 































(See TRUCKIN’, Page 31, Col. 1) (Continued on Page 26, Col. 3) selling. We propose to provide re-| 48 well as many problems that in-|/ 5  9'5¢4 Internat’l 5. 574— 4 
volve some, but not all; of the dif-|| 3 s's5g word 10,881— 2 
° e e ferent classes of carriers. {as 5.473 Dodge 7,086— 3 
Weight Bills Up in Only Three States The New York meeting will be || 5— 4119 GMC 28165 
the pace-setter for all that fol- 6— 4,065 Willys 1,938— 6 
7 | _— ‘ . 
A SURVEY by the National High- | limits for trucks and combinations | Another section of the Missis- low, although a general pattern | — a a — 2 
~*% way Users Conference reveals|from 40 to 45; for buses from 50 |sippi law requires every vehicle for all the meetings already has 9— 782 White 655— 9 
that only three 1948 state legisla- | to 55, and for passenger cars from | operated outside of business and| been drawn by ATA officials. 1} 190— 622 Mack 3382—11 
tures are considering size and/|55 to 60 miles per hour. |residence districts to have motive Here’s the lineup for the other |} 34— 540 Diamond T 563—10 
weight legislation. It also provides that no vehicle | Power adequate to propel the ve-/| meetings: Atlanta, Ga., Ansley ho-|| 12— 368 Diveo 256—14 
Gov. Wright of Mississippi has| shall be driven at a speed less|hicle and load at a reasonable/tel, April 13-15; Detroit, Hotel|| 13 399 Federal 277—12 
signed a bill to fix gross weight | than 30 miles per hour “on federal | speed. Statler, May 10-14; Fort Worth,/| 14— 168 Brockway 218—15 
according to axle spacing (grad-| designated highways where no Peme te Tex., Blackstone hotel, May 18-20; || 15— 161 Autocar 264—13 
uated from 28,650 pounds if axle | hazard exists.” Apparently, this is MEASURE in Rhode Island |St. Paul, St. Paul hotel, June 2-4; || 16— 119 Crosley 
spacing is four feet and to 52,650/ an attempt to impose grade ability would authorize 50,000 pounds | Salt Lake City, New House hotel,|| 17— ¢— FWD 61—17 
pounds if axle spacing is 30 feet| requirements in another form,|on a tractor semi-trailer if axle |June 8-10. 18— 19 Hudson 129—16 
or more). The new law retains the | NHUC said. spacing is 22 to 25 feet apart. This; One of the major differences be-|] 19— 12 W. LaFrance 17—19 
table of axle weights based on size =: would permit 50,000 pounds on/tween ATA’s annual convention|| 20— 7 Sterling 20—18 
of tires graduated from 7,000 tractor semi-trailers in all the New | and the regional meetings, as out- Total All Makes 






In This Sectio 


pounds per axle with dual tires a England states except New Hamp-| lined originally by Ed J. Buhner, | 

5.50 by 20 to 18,000 pounds per axle or 000 Heatits Page 23 || shire, which allows 47,500 pounds. | the association's president, will be 

if dual tires are 10 by 18. RGlk Sisiatiane Dien This bill has passed the House and |the accent on informality at the 
The same law increases the speed (See SIZES, Page 28, Col. 1) (Continued on Page 34, Col. 4) 


53,640 47,708 
For further details see page 
20, today’s issue. 
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TRUCK SECTION 


GMC’'s New COE Model... 





GMO TRUCK’S NEW MEDIUM duty cab-over-engine line is now in production. Two 
series offer 11 basic models with wheelbases up to 197 inches and gross combination 


weight ratings up to 34,000 pounds. 





THE NEW C. 0. E. cab features all the 
comfort and convenience advancements 
found in GMC’s 1948 conventional models. 
All-steel and 642 times stronger than pre- 
war, according to the company, it provides 
a new ventilation system, 22 percent more 
vision and eight inches more seating width, 
and nearly twice the number of seat springs. 





IN ADDITION TO THE wide hood open- 
ing, easy accessibility to the engine on the 
1948 line of GMC trucks is made possible 
by the removable one-piece insulated engine 
cover and right and left-side floor boards. 


Trucking Law 
Appealed to Minn. 


Supreme Court 


ST. PAUL, Minn. — An attack 
upon the validity of the so-called 
“little truckers’ law,” passed by the 
1947 Minnesota legislature, has been 
carried to the Minnesota supreme 
court by the Livestock Truckers 
Assn. 

Appeal was taken from an 
opinion by Ramsey County District 
Court Judge Gustavus Loevinger, 
who found the act constitutional. 

Under the statute in question, 
every contract trucker is required 
to register with the state railroad 
and warehouse commission and file 
a statement showing rates. 

The association contends the law 
makes common carriers out of con- 
tract haulers and is thus discrimi- | 
natory, indefinite and not enforce- | 
able. 


Canadian Transit Firms 


| 
Boost Fuel Consumption 


OTTAWA. — Gasoline consumed 
by motor transit systems in Canada 
increased from 2,462,034 gallons in 
November, 1946, to 2,559,444 gallons 
in November, 1947, and from 99,193 
gallons of diesel oil to 187,610 gal- 
lons, according to the latest report 
of the Canadian government. 


Lepien & Sons Builds 


Plans have been completed for a 
new garage and sales building for 
H. M. Lepien & Sons, Hartford, 
Wis. It will be a one-story struc- 
ture, 65 by 90 feet. 











oe 


Read A. H. Allen’s ‘‘FOB Factory’’ in 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 


OLTMAN-O'NEILL offers a wide range 
of van type bodies, standard or wheel- 
house models, which fully meet the 
truck operator’s needs. These bodies 
are built in 9’, 12’, 14 and 16’ lengths 
and may be ordered with 
various door and tailgate 
combinations. Double rear 
doors are standard. They 
are tough bodies for tough 


service. 


THE PACKETTE has many outstanding 
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Many Features Emphasized .. . 





11 New COE Models 
Offered by GMC 


ONTIAC. — Two new cab-over- 

engine series of trucks with a 
total of 11 basic models have been 
added to the current GMC medium- 
duty line and are now in production, 
according to the GMC Truck & 
Coach division. 


Characterized as the FF-350 and 
FF-450 series, the new units are 
said to offer cab-over-engine users 
many of the new features intro- 
duced in the new light and medium- 
duty conventional models a few 
months ago. 


The FF-350 series is composed 
of five models with wheelbases 
ranging from 122 inches to 197 
inches, a gross vehicle weight 
rating of 16,000 pounds and gross 
combination weight rating of 26,- 
000 pounds. 


The FF-450 series is offered in 
the same number of models and 
wheelbases. Gross vehicle weights 


nation-wi 
; 'g finest all- 


structural and utility features includ- 


ing advanced styling; double folding 


doors; convenient door controls; deep, 


full width, recessed driver’s step; full 


vision; adjustable driver's 


seat and rugged all-welded 


construction. Packettes 


mount on any flatface cowl 
of 116” to 137” W.B. Cargo 
space 281.8 or 311.8 cu. ft. 


OLTMAN-O’NEILL Co 


for these units are 19,500 pounds 
with standard rear axle and 21,500 
pounds with optional heavy-duty 
rear axle, while gross combination 
weights are 34,000 and 37,000 pounds 
respectively. 


* + * 


A TRUCK TYPE entirely new to 
GMC cab-over-engine produc- 
tion is the FFR-351, a special trac- 
tor model in the FF'-350 series. De- 
signed to meet the demand for a 
short wheelbase C.O.E. tractor in 
the 2-ton range, it is particularly 
offered for automobile haulers and 
other fleet owners who have stand- 
ardized on medium-duty cab-over- 
engine tractors of approximate 
60-inch CA dimension. 

The FFR-351 has a 110-inch 
wheelbase and overall length of 186 
inches, giving it an OL dimension 
that is 16% inches shorter than the 
shortest of the other models in 


de sales organization, 


steel , all-w 
a 


23 


either the FF-350 or FF-450 series. 
Weight ratings for both truck and 
tractor service, it is pointed out, 
are the same as the other FF-350’s, 
namely 16,000 and 26,000 pounds. 


In addition to the FFR-351, two 
other models, the FF-351 and FF- 
451, are particularly adapted to 
tractor work through provision of 
the recommended 72-inch CA di- 
mension which is now standard. 

The new GMC C.O.E.s, like the 
standard models feature GMC’s 
exclusive frame- mounted, angle- 
braced, bumper-bar grille and 
smoothly-streamlined contours of 
hood, fenders and cab. 

* * * 


Atso OFFERED are GMCs 

built-in fresh air ventilation sys- 
tem, greatly increased visibility, full 
adjustable seat with nearly double 
the number of springs, 3-point rub- 
ber stabilized cab mounting, easier 
operating clutch and brake pedals, 
improved ball-bearing steering and 
such other features as ashtray, 
dome light, package compartment, 
dual windshield wipers and pro- 
vision for radio. 

All models except FFR-351 are 
available with the optional deluxe 
cab which has, in addition to the 
features mentioned, rear quarter 
windows and arm rest. 





5171 MARTIN AVE. 
ws DETROIT 10, MICH. 
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“We are facing somewhat changed conditions, and I suggest that for the time being, 


at least, we might all work on the assumption that the customer may possibly be right.” 


THE 


NEW YC 


The National Weekly of. 
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S-Day Arrive? 


IS FOR SELLING. 


8-Day will mark the start of the real test of 
competition in the automotive field, a test 
for which today’s maneuvers are merely a 


skirmish. 


8-Day will see manufacturers, dealers, and sales- 
men battling toe-to-toe, car against car, this 


make against that make, 


S-Day will see Mr. and Mrs. John Q. Public 
telling you what car they want, what body style, 
what extra accessories — and taking delivery 
when ¢hey want it—and deciding for themselves 


whether to trade in or not. 


Naturally, we don’t know exactly when S-day 
will come. We do know, as do alert manufac- 
turers and dealers alike, that it is closer this 
month than last month, closer today than 


yesterday. ‘Tomorrow — it may be beginning. 


[t's high time to move 


ORKER 


it the 


It won’t happen suddenly. Backlogs of unfilled 
orders will slowly disappear. The backlogs of 
public acceptance which wise manufacturers 
have been building for the benefit of their 


dealers will then prove of vital importance. 


In moving a car off a showroom floor today, 


or in moving a customer onto a showroom floor 
tomorrow, The New Yorker remains as always 


one of the nation’s leading magazines. 


New Yorker families all over the country buy 
morecars per family, add more extra equipment, 
spend more on service, and turn in their late- 


model cars more often. 


Any time and all the time, every dealer can 
use all the sales and all the influence he can 
get from the top of his community. New Yorker 
readers are leaders—their buying sets the pace 


tor the whole market. 


into high gear in selling. 


cadership Market 
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Over 100 Firms Show Wares at... 


Chevrolet Truck Show in Chicago 


Harold . president, Valley Motor Lines, Fresno, executive committeeman of 
TOAC. The annual convention was held in Sacramento. 





Mich. Truck Firm Starts 
$300,000 Building Plan 


GRAND RAPIDS, Mich. — Asso- 
ciated Truck Lines, Inc., has broken 
ground for a $25,000 warehouse, the 
first unit in a contemplated $300,000 
building program. 

The unit to be constructed now is 
a carriers’ uncrated furniture ware- 


house. It will have 12 loading 
doors and will be of all steel and 
aluminum. 


Russell Is Full Owner 


Roy Russell, operator of Russell 
Motor Co., Inc., Vidalia, Ga., has 
acquired full ownership by purchase 
of the stock held since organization 
by Gilbert Gibson. 


(Continued from Page 22) 


Clark and Watson auxiliary 
transmissions, Coleman front 
wheel drive, Sasgen wrecker 
bodies, Sun Tachometer, Austin 
fifth wheels, Mico Power brakes, 
No-Spin differentials, and Cin- 
Sanders; General Body Sales 
Corp. with Knapheide bodies, 
Truxmore axles, Lindsay bodies 
and Dayco elevating tailgate; H. 
O. DeBoer & Assoc. with Boyer 
fire apparatus and Skidrol san- 
ders. 

J. B. E. Olson Corp. will show 
Kurbside and Kargo King alum- 
inum bodies; National Truck 
Equipment Co. will show dump-o- 
matic pickup dumps and refriger- 
ating equipment; Snyder Tank 
Corp., safety saddle tanks, tool box 


units and cylinder tanks; Gar 
Wood Industries, Inc., dump bod- 
ies, garbage bodies, power take- 


offs and winches. Daybrook Hy- 
draulic Corp. will exhibit platform 
and power tailgate, coal body and 
hydraulic conveyor as well as 
dump bodies and hoists. 

Voltz Bros. Inc., showing Voltz, 


Lindsay, Grumman, Perfection and 
Hercules bodies, caravan tops, re- 
frigeration and Sturdee_ grille 
guards. New York Air Brake Co. 
will display its air brake on a 
Chevrolet chassis; Trailmobile Co. 
showing lumber roll-off trailers, 
vans, cattle carriers, tank and 
platform trailers; Sun Electric 
showing motor testers, distributor 
testers and tachometer. 
a. ae * 

NGINEERING & RESEARCH 

CORP., a 48-passenger school 
bus; O. K. Truck & Trailer Equgp- 
ment Co., Reynolds bodies and 
trailers; Wagner Electric Corp., 
air brakes, tachometers and ratio 
changers; Fruehauf Trailer Co., 
Carter, Monroe, Fruehauf, and 
Galion bodies; Batavia Body Co., 
Inc., refrigerated and _ insulated 
bodies; Illinois Auto Electric Co., 
Bendix Air Brakes, B-K brakes, 
Tru-Stop brakes, ASF fifth wheels, 
Prior tanks, Michigan tanks, Els- 
ton sanders, American Bosch and 
Trico wipers, Purolator filters and 
Leece-Neville and American Bosch 
generators. 

Auto Truck Equipment Sales, 








Trico 
“replacement age” 
This means a big and ever-increasing sale of 
these new Trico Wrist-Action replacements. . . for 
they are engineered to fit accurately the special 
Trico original-equipment Wrist-Action Arms. 
Priced for bigger profit per sale. Backed by 
national advertising in the country’s largest 


Trico Wrist-Action 
Wiper Blades 


—the bigger-profit 
Replacement Blade 


@ Hundreds of thousands of original-equipment 


*Wrist-Action” 


circulation magazines. 


Your jobber has them NOW for immediate 


delivery. 


and uniform pressure; 3 
onto arm. 


Blades are approaching 


Wrist-Action advantages: 1—Silent 
reversal; 2—-Two-point rocking pivot 
applies wiping edge at correct angle 
—Snaplocks 








TRUCK SECTION 


Tulsa winches, St. Paul hoists 
and bodies and Timken conver- 
sions; Ernest Holmes Co., wreck- 
ers; Hicks Body Co., Inc., school 
bus body, Herman Body Co., de- 
livery body; J. P. Waite Inc., 
Milwaukee Hydro crane; Soren- 
sen & Co. Inc., van body; Su- 
perior Coach Sales Co., school 
bus; Stone Wheel Inc, Budd 
wheels, Vacdraulic brakes, Prior 
tanks, Latham brakes, Dayton 
wheels; A. Lindenau & Co., fur- 
niture body; Gramm Chicago 
Corp., bodies and semi-trailer; 
Montpelier Mfg. Co., side aisle 
and urban bodies; Jacob Press 
Sons, hoist and body; Midwest 
Inc., semi-trailers; Swift All- 
Steel Body Co. Inc., bodies; Olt- 
man-O’Neill Co., steel bodies. 
Heil-Chicago, Inc., tanks, garbage, 
dump and platform bodies, hoists; 
Chevrolet Motor Div., truck acces- 
sories, factory equipped trucks; 
Southern Aircraft Co., intra-city 
bus; Rockford Automotive Ind., 
Inc., panel, pickup, loader; Hart 
Pressed Steel Corp., Ful-Vue body 
and construction parts; Walter Wil- 
liams, Inc., folding wrecker; The 
Schnabel Co., ice cream body; Kold- 
Trux, Inc., ice cream body; Hydro- 
‘refrigeration units; 
Trucktor axles, W-K 
deicers, Platt Anthony, Midwest, 
Boyertown, Electric Boat bodies, 
Wayne school buses, W-K lime 
spreaders; Little Giant Products, 
Inc., 10-wheel chassis, long and 
short; National Body Mfg. Co., fu- 
neral car, 12-pass. airport bus. 































Ereco Commences 
Production of 


Light School Bus 


RIVERDALE, Md.—A new line 
of safety school buses, said to be 
a ton lighter than conventional 
types and embodying advanced 
structural features, is announced 
by Engineering and Research 
Corp., Riverdale, Md. Mass pro- 
duction of the body, identified as 
the Erco certified school bus, re- 
portedly has already begun. 

The new bus bodies, it is said, 
are of an aluminum alloy stronger 
than ordinary steel and consider- 
ably lighter. Thus, the Erco manu- 
facturers claim for their vehicles 
a sharp improvement in hill-climb- 
ing ability and fuel economy, plus 
an estimated 50 percent increase 
in the useful life of the chassis. 


The manufacturer stresses that 
the lessened body weight results 
in a 20 percent increase in brak- 
ing power. 


Mack Production 
Hits New Peak 


NEW YORK.—An alltime pro- 
duction high was chalked up last 
year by Mack Trucks, Inc., accord- 
ing to a company report. Mack 
turned out 20,876 trucks, buses and 
fire apparatus during the year. 


It was observed that many state 
legislatures last year enacted more 
liberal size and weight laws, remov- 
ing obstacles to the operation of 
larger trucks and tractor-trailer 
combinations. The new laws should 
prove “highly favorable” to Mack’s 
progress, it was stated. 


Faithful Customer 


DETROIT.—Harvey C. Fruehauf, 
trailer manufacturer, had quite a 
thrill the other day when his com- 
pany received a repeat order for 
12 new units from its first cus- 
tomer, F. M. Sibley Lumber Co. 
of Detroit. Through the years, 
Sibley has been a consistent Frue- 
hauf user. Many of the trailers 
in its fleet have been in service 
for 25 years and longer. 


Virginia Gas Tax Income 


RICHMOND, Va.—January gaso- 
line tax collections exceeded those 
of a year ago, but were less than 
collections for December, 1947, it 
was reported by C. F. Joyner jr., 
commissioner of the state motor 


vehicle division. Joyner said that 
$2,775,983 was collected on a con- 
sumption of 46,265,365 gallons of 
gasoline in January of this year. 


Windshield Wipers. 


Trico Products Corporation, Buffalo 3, N. ¥. 
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Tops ’47 Volume, However .. . 





Truck Freight V olume 
Off 1.7% for Month 


WASHINGTON.—The volume of 
freight transported by motor car- 
riers in January decreased 1.7 per- 
cent below Decembér but  in- 
creased 5.6 percent over January 
of last year, accordifig to statis- 
ties of the Amierisan Trucking 
Assns. 

Comparable reports frém 251 
carriers in 41 states showed 
these carriers transpérted an ag- 
gregate of 1,946,927 tons in Jan- 
uary, as against 1,980,075 tons in 
December and 1,842,932 tons in 
January, 1947. 

The ATA index figure, computed 
on the basis of the average month- 
ly tonnage of the reporting car- 
riers for the three-year period of 
1938-1940 as representing 100, was 
212. 


The most notable change for a 
single area was reported from New 
England, where the volume of 
freight handled in January drop- 
ped off 19.7 percent below Decem- 
ber, 1947, and 23 percent below 
January, 1947. The sharp decreases 
were ascribed primarily to a 
month-long strike in the Boston 
metropolitan area, the effect of 
which was felt throughout New 
England. 


Approximately 83 percent of all 
tonnage transported in the month 
was hauled by carriers of general 
freight. The volume in this cate- 
gory decreased 1.4 percent below 
December but increased 5.1 per- 
cent over January, 1947. 


Transportation of petroleum 
products, accounting for about 8 
percent of the total tonnage re- 
ported, showed a decrease of 1.6 
percent below December but in- 
creased 88 percent over Jan- 
uary, 1947. 

Carriers of iron and steel hauled 


Trailmobile Offers 
Aluminum-T 
Trailblazer Unit 


CINCINNATI.—A completely 
new aluminum-type trailer, with 
35 innovations that include ‘“‘weath- 
er-plating,” a revolutionary rust- 
proofing process new to the trailer 
industry, is announced by Wade 
T. Childress, president of Trail- 
mobile Co. 


Named the Trailblazer, the new 
unit is the result of years of effort 
to engineer major savings in trail- 
er weight, and at the same time 
add to Trailmobile’s strength and 
dependability, Childress declared. 


He said that the Trailblazer com- 
bines the strength advantages of 
steel and the lightweight advan- 
tages of aluminum with sleek, at- 
tractive styling in keeping with 
the desires of truck operators.” 

Engineering features of the new 
unit are said to provide for greater 
strength, lighter weight, better 
performance and convenience, at- 
tractive appearance and ease of 
maintenance. 

Despite the use of more steel in 
strengthening and improving the 





Trailblazer structurally, it is 700 | 


pounds lighter than the 28-foot 
single-axle steel panel model it re- 
places, Childress said. In the tan- 
dem, or dual-axle model, the Trail- 
blazer is approximately 800 pounds 
lighter. 


The Trailblazer’s aluminum side | 


panels are treated on the inside to 
resist effects of moisture condensa- 
tion, while the roof panels, made 
in aluminum lateral sections, are 


locked and waterproofed at the | 


seams, according to Trailmobile. 
Every exposed ferrous metal part 
of every Trailblazer will be fac- 
tory-rustproofed for maximum life, 
Childress said. The material used 
in this exclusive Trailmobile pro- 
cess is Zincilate, a zinc-base liquid 
which, when dry, virtually plates 
the metal with a film of zinc. 
Childress said the Trailblazer 
also offers a unique engineering 
achievement in the new Aeroloy 
wheel, permanently molded from 
high tensile aluminum. This wheel, 
with its “aircraft” strength, is said 
to be 55 pounds lighter than the 
conventional trailer wheel. 








about 4 percent of the total ton- 
nage. Their traffic volume was 3.8 
percent below December but in- 
creased 23 percent over January, 
1947. 

About 5 percent of the total ton- 
nage reported consisted of miscel- 
laneous commodities, including ma- 
chinery, household goods, textiles, 
groceries, chemicals, packing house 
products, tobacco, wood, rubber 
products, coal, meats, paper, motor 
vehicles and motor vehicle parts. 
Tonnage in this class decreased 
5.2 percent below December and 
1.8 percent below January, 1947. 

The January tonnage of carriers 
reporting from the Eastern dis- 
trict represented a decrease of 1 
percent below December but an 
increase of 2.7 percent over Jan- 
uary, 1947. i 

Carriers in the Southern region 


reported a decrease of 3 percent 


ennene 





re 


from 


high 
tensile aluminum, the new Aeroloy wheel 
on Trailmobile’s new Trailblazer is a unique 


PERMANENTLY MOLDED 


engineering achievement in trailer wheel 
construction. This wheel, with its ‘‘air- 
craft’”’ strength, is 55 pounds lighter than 
the conventional trailer wheel. Each indi- 
vidual Aeroloy wheel is X-rayed, and mi- 
croscopically and chemically tested, the 
company states. 
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below December but an increase 
of 12.9 percent over January, 1947. 

Tonnage reported from the West- 
ern district revealed a decrease of 
2 percent below December but in- 
creased 7.1 percent over January 
of last year. 





Read A. H. Allen’s ‘‘FOB Factory’”’ in 
AUTOMOTIVE NEWS each week for the 
latest on manufacturing trends. 
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Ford Readies ‘Sold Out’ Sign 
On Heavy Duty Truck Line 


DETROIT.—Orders now in the 
hands of Ford dealers for the new 
series F-7 and F-8 extra heavy 
duty trucks will absorb practically 
the entire 1948 production of these 
models, J. R. Davis, Ford vice- 
president and director of sales and 
advertising, announced last week. 


This heavy bank of orders was 
built up, Davis explained, in less 
than 60 days despite the fact 
that the heavy units were intro- 
duced at a time when the mar- 
ket for heavy duty trucks had 
swung from the seller's to the 
buyer’s side of the counter. 


“The outstanding public recep- 
tion of the new Ford ‘big jobs’ 
under prevailing market condi- 
tions,” said Davis, addressing a 
meeting at the Dearborn Inn of 
Ford truck and fleet managers 
from the Central and Midwest re- 
gions, “affords tangible proof that 
these trucks fill a long-felt need 
in many sectors of the truck trans- 
portation field. 

“The popularity of these new 
trucks proves, too, that buyers are 


ACCESSORIES 


CYLINDER 


quick to recognize products that 
are engineered and designed ,to 
meet their needs. The new F-7 
and F-8 series are the only two- 
and-one-half and three-ton trucks 
in the industry with 145 horse- 
power V-8 engines developing 255 
pound feet of torque. They have 
maximum gross vehicle weight 
ratings of 19,000 and 21,500 pounds, 
respectively. 

“It was clearly apparent and 
widely noted in the press and trade 
publications months ago that the 
buyer’s market had arrived in the 
heavy truck field. 


“Many wondered why, under 
these conditions, Ford went 
ahead with plans to add these 
two heavy duty models to our 
1948 truck line. 

“We were convinced, however, 
that trucks of this capacity, of- 
fered by a volume manufacturer 
with the long and well established 
reputation Ford has enjoyed in 
the truck business would find a 
ready market. Moreover, we be- 

(See HEAVIES, Page 33, Col. 5) 
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with Permanent-Mold Castings of ALCOA ALUMINUM 


num parts are bearing metal all the way 


Without changes that will slow your pro- 
duction line, aluminum castings by: Alcoa 
can reduce the over-all weight of your car. 
Alcoa is ready to supply such castings with- 


out delay. 


Permanent-mold castings of Alcoa Alumi- 
num are made to close tolerances, require 


less high-cost finishing; are lighter, easier 


to handle. 


As bearings and bushings, Alcoa Alumi- 


through, provide long service with over-all 


economy. 


Corrosion resistant, Alcoa Aluminum re- 


quires no painting. 


For a better car, without costly changes, 
specify Alcoa Permanent-Mold Castings. 
Your local Alcoa sales office will be glad to 
quote. ALUMINUM COMPANY OF AMERICA, 
1926 Gulf Building, Pittsburgh 19, Penna. 


A LCOA ALUMINUM 
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Si 18 |Comprise 9 of Top Ten... 
(Continued from Page 22) . f: arm States Keep Lead 
has been referred to the Senate 2 Pe 
finance committee. Tok 
In Virginia a bill to allow the I T k Sales 
state highway commission to in- rt r uc ana 
crease axle weight to 20,000 a (Continued from Page 22) gram 
tractor semi-trailers to 48, . 
pounds and maximum gross weight year, so that when definite com-|up with a mgizetion ineovage. of sg 
to 60,000 pounds on designated parative figures are available, we | around 20 percent. Virginia a y tk 
hi ; i find that 1947 saw a much | 22.88 percent increase, North Caro- Oth 
ghways was killed in committee. may well find tha : Caroli 32.64 : 
Another bill in that state would smaller percentage of vehicles|lina 26.80, South Carolina 32.64, incluc 
i ither former or | Georgia, 20.59, Florida 18.56, Ala- Thom 
limit six-wheel vehicles to a cargo junked than in e 
of 12,000 pounds regardless of the normal years. : —_ seat oo ot aot — Dem¢ 
distribution of the gross weight | ’ truck bodies at Fruchauf *. 1 a ae) wey incon 
on axles. Companion measures |, RAPIDLY EXPANDING production of Fruchaut ‘pacity of 1,000 bodies @ month as | COUTH CAROLINA led all states | Mexico a 30.31 percent increase. base 
would authorize the state highway an ae. stecl shortages are overcome. Shipped knocked down, in 12, aa very eek in increased new truck regis- Add the great Mississippi Val- tion, 
commission to allow a gross weight | tengths, the bodies are available in bendrede of A ay A . aoa a a trations for 1947 with an increase| Jey wheat-growing states of Ar- porar 
of 50,000 pounds on vehicles or | an pads Taurassure preeision-Atting sections for ease of assembly and replacement. | of 32.64 percent. New Mexico was| kansas with its 19.09 percent in- amen 
combinations with four axles or Sections are prime-coated, ready for finish paint upon SS eS a bee second with 30.31 percent, fol-| crease, Oklahoma with 15.27, gradu 
more. Vehicles or combinations | operations which ay Be nenaiee by any wrecent beans, Scerntes entirety autemati-|lowed by : Alabama with 29.18; Kansas with 18.46, Nebraska with 
with three axles could not exceed | 0 by De tustiows molding retainer and panels being welded to side frame. Operations | wichigan with 27.29 percent; Ver- 20.87, South Dakota with 25.92, Dela 
40,000 pounds and axle wenwee. set are thus uniform and hand work reduced to a minimum. mont bao a pono “an, — yore senn = _ i. ~~ Cali; 
all vehicles and combinations - sippi . percent; cent increase, an 8 easy to 4 
would be limited to 18,000 pounds. ‘ ° Pl a tract owned by the company,| Dakota with 25.92 percent; Oregon! see that the Marshall Plan and Del 
Fone teeth tare Goodrich Chemical into where its chemical experimental | with 25.64 percent, and ag es high food prices are changing the items 
i or Opens lant in Ohio | station is already located. Various! 25.46 percent. Only one of these| map as far as truck sales poten- for 8 
Singletary a _ On F. Goodrich | general chemical products now in| states, Michigan, is ranked among] tial is concerned. It may even $ finan 
in New Texas Home Chemical Co. will construct a new|the development or semi-commer-|the top 10 states in numbers of change passenger car sales po- fornis 
Singletary Motor Co., Kerrville, t in| cial stage will be produced. trucks in use. tential as well. vehic 
$3,000,000 general chemical plant in| g te in th the v 
Tex., has formally opened its new Avon Lake, O., W. S. Richardson, ee Practically every state in the! Only California, Michigan, In- 
$50,000 dealership. ; act d last week AUTOMOTIVE NEWS production and| South, from the Pennsylvania- diana and Texas among the first ‘ the le 
Located on Main St., the new | President, announce 4s tena i a hae ae the story of output Virginia border to Arizona, came|19 states in total truck registra- legisl 
building is of brick and hollow tile. | _The new plant will be loc and sa . tion showed over a 15 percent in. a 
REE ee eS a ‘ crease in registrations in 1947, and aaa 
all of these are prominent for aa 
their agricultural output, Michigan of a 
and Southern California being the July 
only areas noted for manufactur- ss 
ing and industrial pursuits. saa 
From both a total truck produc- rr ( 
tion standpoint and in the weight | vehic 
classification, January, 1948, is invol 
practically paralleling January of i erty 
last year, with production for U. S. give 
consumption of this past January or po 
(99,200) being oniv 618 vehicles of m 
less than January, 1947 (99,818). appr 
Se. giver 
DY TONNAGE size this Jan- study 
uary’s 5,000 pound or less of statu 
33,411 compares with January, 1947, 
of 30,024; Januarv, 1948’s 16,784 in Boa 
the 5,001-10,000 GVW to 12,358 last 
vear: this year’s 10,001-14,000 GVW Pro, 
of 14,881 to last year’s 24,035; this A 
vear’s 22.501 in the 14,001-16,000 comr 
GVW to 24.769 of last year: this state 
January’s 6.384 in the 16,001-19,500 tives 
GVW to 3.773 last year: this vear’s ness¢ 
|3449 in the 19,001-26.000 GVW to Virg' 
| 2.632 last vear and this vear’s 1,790 Un 
[in the over 26.000 GVW to 2.227 depa 
‘ni in January, 1947. — 
The only two GVW classifica- a 
tions showing any marked differ- erno’ 
ence are the annroximate 10.000 Nov 
drop in the 10,001-14,.000 GVW , 
weight and the nearly 3,000 in- B 
crease in production of 16,001-19,500 oa 
GVW’s. Pro 
Truck trailer shipments fell off Cr 
17,483 vehicles from the 73,001 exan 
| that were built and shipped in prof 
| 1947—1947 shipments reaching is pr 
| only 52,376 vehicles. according to the | 
figures recently released by the Co 
Truck-Trailer Manufacturers prop 
Assn. by t 
Left to right: Stanley Bonniksen, The only types to show an in- requ 
Roy Sorenson and Ralph Bonniksen. crease in shipments during 1947 vehi 
y Pp 
over 1946 were tank trailers, low at ; 
bed heavy haulers and off-highway mec 
. : truck sale jobs. Tank trailers gained 856 ve- exan 
e Bonniksen & Sorenson, Mack dealers in no job too tough for a Mack and no Gis, low tale On und of-bien- aul 
California’s Humboldt County, do things the y, out of reach fora Mack dealer. a. Ol a Sea a oF 
big way — the Mack way. , Like Bonniksen & Sorenson, Mack dealers in Seer oa ues 020, dumps 185, > 
Not content with an outstanding sales record all parts of the country have numerous oppor- miscellaneous trailers 1,200, and | Of 
: : trailer chassis 2,314 over shipments A 
on smaller Macks, they recently delivered a wie tunities to sell fleets of Macks for logging, con- in 1946. | te 
of ten huge Mack six-wheelers to Hammond % ; 8 . 616d work «. Trailer manufacturers, however, | ) 
; F d f red en ee Sa eee wee 7 report that branch and warehouse coun 
Lumber Co., world’s largest producer of red- in addition to the comprehensive line of Mack stocks of completed jobs were year 
2 cleaned up fairly well during the the 
wood lumber. highway trucks. year and that more tank trailers Ear] 
Hammond's purchase of Mack trucks to haul P veiw to relieve the oil transportation = 
. . , further advantage. They're would have been built and sold if “sta 
the mighty redwoods is further proof that there’s Mack dealers have a u ee & y 4 sufficient sheet steel had been turn 
backed by a nation-wide organization of seasone per ars of : ba 
. in t 
wo t all times to help Mack eeciinusiciatetidieatiotiaaialy in 
One of ten Mack six-wheelers sold by Bonniksen truck experts ready © ; m 7. ATA E ti defa 
& Sorenson to Hammond Lumber Co, dealers get profitable, bigger business in every ! Executives — 
takes on a huge redwood log. b 
capacity range. Meet May 25-26 a 
_ WASHINGTON. — The American 7 
Trucking Assns.’ executive commit- Pro 
tee will meet at ATA headquarters A 
here May 25-26, it was announced inte 
las* week. i gaso 
Top problems of the trucking in- } Miss 
dustry. including the current high- ton 
way courtesy and safety campaign, i men 
will be discussed at the two-day ' TI 
rpose session, it was said. Committee : of s 
trucks for every purp ene ee advised that more : perc 
than two days will be allowed for ever 
Wholesale Department, Mack Trucks, Inc. their deliberations if deemed neces. Saal 
Empire State Building, New York 1, N. Y. sary after the meeting gets under- SE 
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In the Hopper 


2 Percent Sales Tax Urged 


To Finance Mass. Schools 


Enactment of a 2 percent sales 
tax, to finance a $28,500,000 pro- 
gram of state aid to education in 
Massachusetts, has been advocated 
by the Boston Teachers Alliance. 


Other proposals at the hearing 
included a recommendation by Rep. 
Thomas P. O’Neill jr., Cambridge 
Democrat, for a graduated state 
income tax as a permanent tax 
base for increased aid to educa- 
tion, and a bond issue as a tem- 
porary measure, until the state 
amends its constitution to permit 
graduated income taxation. 

+ * + 
Delay Urged in Instituting 
Calif. Responsibility Law 

Deletion of proposed budget 
items totaling more than $500,000 
for support of a new division of 
financial responsibility in the Cali- 
fornia state department of motor 
vehicles has been recommended by 
the ways and means committee of 
the lower branch of the California 
legislature. 

The committee also advocated 
that the effective date of the law 
requiring motorists to give evidence 
of financial responsibility in case 
of accidents be changed from next 
July 1 to Jan. 1, 1950. 


Enacted by the 1947 California 
legislature, the measure, known as 
the Gaffney act, would require a 
vehicle operator after an accident 
involving personal injury or prop- 
erty damage of more than $100, to 
give evidence of insurance coverage 
or post a bond with the department 
of motor vehicles. The committee 
approved a motion that $10,000 be 
given the department for continued 
study of the law, as well as similar 
statutes in other states. 

° + 
Board to Study Co-op Taxes 
Proposed in Virginia 

A joint resolution to create a 
commission to make a study of 
state and local taxes on coopera- 
tives compared with other busi- 
nesses has been introduced in the 
Virginia legislature. 

Under the resolution, the state 
department of taxation would be 
required to furnish statistical in- 
formation to the commission which 
would make its report to the gov- 
ernor and legislature on or before 
Nov. 1, 1949. 

* * * 
Board to License Mechanics 


Proposed in Kentucky 


Creation of a state board “for the 
examination and registration of 
professional automobile mechanics” 
is proposed by a bill introduced in 
the Kentucky legislature. 

Composed of five members, the 
proposed board would be appointed 
by the governor. The bill would 
require that each garage repairing 
vehicles for compensation employ 
at least one licensed professional 
mechanic who has passed a state 
examination. The examination 
would cost $15, while licenses would 
cost $5 a year. 

* + * 


Ky. Bill Earmarks Share 


Of Gas Tax for Counties 


A bill to set aside one seventh 
of the state gasoline tax each year 
to pay off the indebtedness of 
counties which issued road bonds 
years ago has been introduced in 
the Kentucky legislature by Rep. 
Earl F. Ashcraft. 

The bonds were issued under a 
“state-aid” plan. Proceeds were 
turned over to the state highway 
commission for developing roads 
in the counties. Several counties 
defaulted on the interest for the 
bonds and the debts still remain 
unpaid. 

* o* * 
Flexible Miss. Gasoline Tax 


Proposed to Cut Prices 


A flexible state gasoline tax rate, 
intended to cut down the price of 
gasoline, was introduced in the 
Mississippi Legislature by Rep. Al- 
ton Phillips and four other House 
members. 

The bill would provide for a tax 
of six cents per gallon or 331/3 
percent of the sale price, which- 
ever is greater. Present Mississippi 
law sets a flat six-cent tax. 

Sponsors of the bill contended 


that the proposed flexible tax would 
cut down the higher prices on gaso- 
line because of the increased tax 
imposed by the flexible provision 
of the tax. 


* * * 


Speed Limit Increase 


The Virginia House general laws 
committee has reported favorably 
the Baldwin Senate bill setting a 
55-mile-per-hour speed limit on 
four-lane highways. The present 
speed limit is 50 miles. 


* * * 


R. I. Lawmakers Weigh 
Transit-Facility Probe 


Creation of a special paid legis- 
lative committee to investigate 
Rhode Island’s “transportation sys- 
tem” has been proposed in a reso- 
lution introduced in the state legis- 
lature. 


The measure would appropriate 
$15,000, out of which the seven 
members of the proposed commit- 
tee would receive $20 for attending 
each meeting, plus expenses. Among 
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THOSE PRESENT WHEN Gov. Earie C. Clements signed House Bill 96, the Kentucky 
Motor Transport Assn.’s legislation authorizing Kentucky to enter into reciprocal com- 
pacts with other states, were, from left to right, Carl H. Arnold, KMTA treasurer; 
Senator Stanley Hoffman, sponsor of the bill in Senate; Lt.-Gov. Lawrence W. Weth- 
erby; A. A. Byrne, president of KMTA.; E. J. Buhner, president of American Trucking 


Assns.; Charlies J. 


Bronston, sponsor of the bill in House, and Lew Ullrich, managing 


director of KMTA. Gov. Clements is seated at desk signing bill. 


other things, the committee would 
become the state agency to take 
up with United Electric Railway 
Co. and other public transportation 
utilities the matter of providing ad- 
ditional bus or trolley service 


around the state. 
+ * * 


Parking Meters Upheld 
Right of Montana municipalities 
to install parking meters has been 
upheld by the Montana supreme 


CONTROLS 


recommends Midland to you. 
Consult the list of products at 
the left—then see your nearest 
Midland Distributor about your 
needs. Or write, phone or wire 
direct to us in Detroit. 


court, In ruling that Missoula can 
legally install and operate parking 
meters, the high state court re- 
versed a previous district court 
decision ordering the city not to 
install the meters without an elec- 


tion. 
* * > 


Van Tax Exemption OK’d 
A House-approved bill to exempt 


from the truck weight tax motor 
vehicles used exclusively to haul 
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used household goods was passed 
by the Kentucky Senate with a 
clarifying amendment which neces- 
sitated its return to the House. 

+ + a 





Ky. Reciprocity Signed 
Gov. Earle Clements has signed 
into Kentucky law a bill exempting 
from Kentucky taxes motor trucks 
licensed in other states that extend 
similar reciprocity to trucks li- 
censed in Kentucky. 


I Pet. Naw Tax 


Levied in Denver 


DENVER.—Denver has enacted a 
use tax, according to Harvey D. 
Willson, manager of revenue. Lim- 
ited to motor vehicles and farm 
equipment the levy means, Wilson 
said, that persons buying such 
equipment outside this city for use 
in Denver must pay a 1 percent 
levy. 

The use tax was contained in a 
sales tax amendment passed at the 
request of automotive and farm 
equipment dealers. 

The amendment was for the pur- 
pose of putting the same tax on cars 
purchased by Denver citizens out- 
side the city in the hope of evading 
Denver's sales tax. 





@ Midland acceptance in the great southwest 
necessitates a constant flow of parts and pro- 
ducts from the great Midland factories. And 
this typifies the demand for Midland from all 
sections of the country, 
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pone” 


THE MIDLAND STEEL PRODUCTS COMPANY 


6660 MT. ELLIOTT AVENUE «~ = 
38 Pearl Street, 


Export Department: 


New York, N. Y. 


DETROIT 11, MICH. 
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ATA Study Refutes Union Claims .. . 
Truck Worker Income Up 31.2% 


WASHINGTON.—Real income— 
earnings adjusted to the cost of 
living—averaged $1,651 for workers 
in all industries during 1947, an 
increase of 30.1 percent over the 
prewar level of 1939, according to 
a study by Eugene P. Spector, 





Postcard Reminders 


Keep Ten Busy 
DORMONT, Pa.—Ten men are 
kept busy every day at Dormont 
Motors Co. by a day-by-day card 
system that never ceases to re- 
mind customers of the need for 
constant service to keep their 
cars in top running order. 
According to John _ Teelor, 
service manager, 500 cards a 
month are circulated and these 


Harvester Opens 
New Quarters 


In Providence 


PROVIDENCE, R. I.—Announce- 
ment of a new International truck 
sales and service headquarters at 
275 Allens Ave., Providence, has 
been made by J. T. Sullivan, man- 
ager of the eastern motor truck 


to follow along with a “me, too” 
attitude, he said. 

Spector’s study used 1939 as the 
base year because management 
and labor have agreed it is the 
last of the normal prewar years 
and because for that year, the 


dustries, an increase of 111.2 per- 
cent above 1939, and $3,176 for the 
highway freight industry, an in- 
crease of 108.8 percent above the 
base year. 

Spector’s study, ATA pointed out, 
stemmed from contentions by ma- 

















economist for the American Truck- 
ing Assns. 


The study also showed the | money income has gone up. 


jor labor unions that real earn- 
ings have declined, even though 


Bureau of Labor Statistics uses an 
adjusted consumer price index of 
100 


average real income for the 
a oe in 1947 was 

or percent higher 
than in 1939, while for manufac- 
turing industries the average was 
$1,807, an increase of 82.6 percent 
above the base year. 


The figures were based on esti- 
mated dollar earnings for 1947 


averaging $2,628 for all industry, 
an increase of 107.1 percent above 
1939; $2,878 for manufacturing in- 


Salesmen 


(Continued from Page 22) 
perienced truck salesmen were 
required to perfect methods that 
really fit trucks to their jobs. 

“In the course of these truck 
specialists’ conferences, dealers and 
salesmen, as well as regional and 
district personnel, will be drilled in 
such vital steps as analyzing local 
truck markets, merchandising used 
trucks, application of special equip- 
ment, use of truck literature, ad- 
vertising, appraisal, financing and 
all the fundamentals of selling in- 
cluding thorough knowledge of 
their own and competitive prod- 
ucts.” 

Motion pictures, slide films, 
charts, demonstrating devices and 
question-and-answer sessions will 
be used in explaining each of the 
subjects scheduled for meetings in 
April, May, June and July, Ball 
stated. 











“The unions are placing major 
emphasis on a decrease in real 
earnings as a basis for their de- 
mands for third-round wage 
boosts,” Spector said. “All such 
demands seem to be predicated 
on the need for more purchasing 
power. 

“But the contention in every in- 
stance seems to be based on a 
comparison of present income and 
cost-of-living levels with those of 
1944 and 1945. The fallacy is ob- 

vious. The comparison is between 
a peacetime economy and a war- 
time economy. 

“The contention, briefly, is that 
real earnings should be main- 
tained at or increased above the 
peak established when the war 
economy was at its height and 
workers’ income was far above 
prewar levels because of manda- 
tory overtime earnings.” 


The study was made to deter- 
mine, first, whether there had been 
a decline in the real earnings of 
trucking industry employes, and 
how these earnings compared with 
all private industry and with the 
manufacturing industries. The lat- 
ter were chosen, Spector said, be- 
cause national wage patterns for 
some time have been established 
by manufacturing industries. Al- 
though other industries have not 
accepted the exact wage rates set 
in the manufacturing industries, 
they have had a marked tendency 


The charts prepared by Spec- 
tor showed average earnings in 
the highway freight industry 
during 1939 were $252 above the 
average for all industries com- 
bined. They continued above the 
average throughout the period 
from 1939 through 1947, but were 
at exactly the same level as 
earnings for manufacturing in- 
dustries in 1941. 

Spector said it is obvious from 
the charts that trucking industry 
unions “have no factual basis for 
demanding boosts equal to those 
being sought or already obtained 
by unions in those industries which 
usually are considered as the ones 
that establish the general wage 
pattern, since the average real in- 
come for highway freight trans- 
portation workers was $1,995 in 
1947, compared with an average of 
$1,807 for manufacturing industries 
and $1,651 for all industry.” 











K-F Distributor Fetes 
Opening in El Paso 

El Paso Motor Co., Kaiser-Frazer 
distributor in El Paso, Tex., has 
opened its new home at 1310-1330 
El Paso St. 

Radio broadcasts, a cocktail party 
and a dinner featured the cere- 
monies attending the opening. Joe 
Goodell is owner. 


result in keeping the company’s 
service and parts departments 
completely logged up at all 
times. 





Oklahoma Group 
Advocates New 


Automotive Taxes 


OKLAHOMA CITY. — Taxes di- 
rectly and indirectly affecting the 
automotive industry are included in 
a 10-point financial program advo- 
cated by the Oklahoma Municipal 
League. 

One of the proposals called for 
enactment of legislation to permit 
cities and towns by ordinance to 
levy a tax of not more than $10 
annually against motor vehicles. 

Another recommended legislation 
to permit cities and towns by ordi- 
nance to license motor vehicle driv- 
ers at not more than $2 a year. 

Other points in the program in- 
cluded proposals for municipal in- 
come, sales and occupation taxes. 

Also asked was the enactment of 
legislation that would apportion all 
state gasoline, motor vehicle license 
and bus mileage taxes for highway 
and street use, with a minimum 
of $5,500,000 a year from such 
sources to be apportioned to cities 
and towns for streets. The pro- 
posed apportionment would be made 
on a population basis. 


AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
and sales every week. 
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region for International Harvester. 

The new Providence branch has 
a service station covering 16,000 
square feet with 24 truck stalls and 
a unit repair section and is 
equipped with many special ma- 
chines for handling all sorts of 
grinding, welding, cleaning, and 
other truck repair operations. A 
staff of 25 specially trained me- 
chanics man the service station. 

The parts section will maintain 
a 50,000 stock of replacement parts 
and accessories. Special modern 
conveniences for the mechanics in- 
clude a locker room with showers 
and a Bradley fountain. The driv- 
ers’ waiting and rest room also 
has a shower. 

A large lot, 20,600 square feet in 
the rear of the building, provides 
adequate parking space for cus- 
tomers. The used-truck lot meas- 
ures 40 by 95 feet. 

Thomas EB. Jenkins, manager of 
the Boston sales district, stated 
that the Providence headquarters 
is another step in the company’s 
postwar program for the expanse 
of manufacturing and distribution 
facilities. 

G. K. Schmidt will continue to 
manage the Providence branch. W. 
G. Morrison is service foreman; M. 
D. French, parts foreman. 


Simons Appointed 
Heil Sales Chief 


MILWAUKEE. — Heil Co. last 
week announced the appointment 
of William E. Simons as general 
sales manager of 
the company. 
Simons has been 
sales manager of 
the truck body 
and hoist divi- 
sion of the com- 
pany for several 
years and now 
heads all six 
sales divisions. 

Other Heil ex- 
ecutive appoint- 
ments announced W. & cusvas 
include: Harry F. Pugh, vice-pres- 
ident in charge of sales and ad- 
vertising; Arnold F. Meyer, vice- 
president in charge of engineer- 
ing; Joseph J. Rosecky, vice-presi- 
dent in charge of manufacturing; 
J. Horn, controller, assistant 
secretary and assistant treasurer; 
Earl C. Gilmore, assistant treas- 
urer; Allan E. Magee, assistant 
secretary of Heil Co. and secretary 
of Arnold Dryer Co., and Ed Fel- 
lows jr., director of purchases. 


$500 Offered 
Reward Posted for Champ 


Of Oregon Drivers 


PORTLAND, Ore.—Five hundred 
dollars cash has been offered by 
Rudy Nelsen, Gates tire dealer in 
Portland, to the Oregon Motor 
Transport Assn. for its 1948 “driver 
of the year.” The winner will be 








_|chosen in December from among 


the 12 monthly winners named 


‘|throughout the year. 


The contest is sponsored by the 
truck owners’ group to reward 
Oregon commercial drivers for acts 
of heroism, courtesy and safety. 

C. O. Knowlton, association man- 
ager, in expressing his gratitude 
to Nelsen, said that this action 
marked a high point in interest 
and support for the truckers’ safe- 
ty program. 

“The only hitch in our driver 
contest,” said Knowlton, “has been 
the modesty of the drivers them- 
selves. They are reluctant to re- 
port acts which are often of heroic 
proportions.” 


New Fruehauf Catalog 


Ready for Dealers 

DETROIT.—A new master dealer 
catalog is available to truck dealers 
through all Fruehauf Trailer Co. 
factory branches. 

The new catalog contains com- 
plete descriptive data, specifications 
and price information on the full 
line of Fruehauf trailers, all-steel 
truck bodies, truck tanks, dump 
bodies and accessory equipment. 
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By Jack Weed 


(Continued from Page 22) 


or don’t know what they can get 
for it. We take many a deal right 
now because we are not only con- 
tent to make our profit from the 
new truck and equipment, but are 
willing to pass up a profit on the 
‘iron. Just the other day I took 
a three-ton deal away from a com- 
petitor in our own line of trucks 
by giving $800 for a trade that car- 
ried a $500 wholesale ticket—and 
that was what the competitor of- 
fered. 

“That dealer didn’t have any idea 
of what to do with that ‘iron’ when 
he offered the $500 and maybe was 
shaking in his shoes when he made 
the offer. I had a place in mind 
when I made my bid. I knew I 
would have to overhaul the job, 
paint it up, lengthen the frame and 
replace the fifth wheel with a stake 
body—a used one I had in stock— 
and throw on some good rubber. 
Incidentally, I had that job ped- 
dled at a small profit before it 
came out of the paint shop.” 

The young fellow—one of three 
sons who now run the business 
while the father joins his motor 
row neighbors in Florida—told me 
that his father introduced him into 
the retail automotive business. They 
handle two lines of passenger cars, 
as well as the truck line, by putting 
him out nights after school and 
holidays digging up prospects for 
used trucks—and cars—but mostly 
trucks. 

+ 7 * 

rp ALaine with a prominent ex- 

ecutive in the “biz” the other 
day about the great number of 
schools the industry would have to 
run this year, when he remarked, 
“With all of our schools—mechanic, 
service manager, sons of dealers, 
truck salesmen—we still are miss- 
ing the bull’s-eye until we find some 
way of getting the dealer to go 
back to school to learn this busi- 
ness all over’—and I kinda feel 
that in more than half the cases 
he is right. 

Just to diverse a minute to make 
a point. We get a service manager 
to attend a week’s school where he 
learns not only the most advanced 
method of doing service, the full 
value of an empty work stall, how 
to keep records, how to get and 
keep customers, modern shop lay- 
out, a smattering of business man- 
agement (just enough so that he 
realizes that all of the 50 percent 
of the flat rate that goes to the 
dealer isn’t all profit by a long 
way), what he has to do to make 
himself more valuable to the dealer 
and what he has to do in the way 
of boosting business if he wants 
to get a new tow truck, for in- 
stance. And he comes back to the 
deal full of “wim and wigor”’ and 
ready to discard all of the money- 
losing practices he has been foster- 
ing and replace them with proven 
successful methods. 

What does he run into? 

Many times his dealer thinks he 
is full of baloney—and because he, 
the dealer, doesn’t know what is 
behind the requests—throws ice- 
water in the manager’s face by say- 
ing, “We’ve gotten along pretty 
well with what we have; I see no 
reason to change that or spend the 
money you ask.” 

So a week’s schooling has gone 
for naught—-or the dealer is sore 
as a boiled owl because his man- 
ager quits him shortly after the 
factory induces him to pay the 
guy’s expenses for the _ school 
course. 

And the deal continues to rock 
along on a 50 or 60 percent absorp- 
tion and the dealer damns the fac- 
tory, service managers in general 
and the “damn” mechanics that 
are turning his hair gray—because 
he is too much of a greenhorn in 
his own business to know why he 
is really a failure although he is 
one of “God’s chosen people” when 
it comes to trading cars. 

* ” + 

WHICH brings up a point I have 

often asked myself, “Why are 
we factory men and trade paper 
editors who work for a salary so 
bright, and dealers who could buy 
us out—lock, stock and barrel— 
with one day’s “take,” so dumb? 

Maybe if I knew the answer to 
that one I would be a dealer in- 
stead of a typewriter pounder. 

But dealers should attend schools 
like this Ford truck salesman 
training school—even if they come 
only as observers. This Ford series 


of schools is built up on funda- 
mentals that have been proved out 
through the years. It starts out 
with a man who maybe is just in- 
terested in getting a job and be- 
cause he likes mechanics, thinks 
he can sell trucks. Or maybe he 
has had some experience selling 
trucks or cars—or in extremely rare 
instances he might even be a 
dealer. 


It takes the men through the 
course in five easy phases or les- 
sons—one a month. Each phase is 
devoted to fundamentals: What are 
the characteristics of the truck you 
sell and who builds it? What do 
they stand for in the truck busi- 
ness? How do you figure the right 
truck for the job? How do you 
create or find a market for your 
new and used trucks? How do you 
trade successfully? How do you go 
about it to build your truck up to 
meet the conditions of the prospect 
needs? And so on down through 
the course until the salesman either 
knows how to figure out every an- 
swer himself or knows where to go 


to get help on the highly technical 
vocational data he must have at 
times. 

And that is not all. 

Truck salesmen aren’t a dime a 
dozen at the present time—in fact 
good salesmen are relatively scarce 
and sales forces must be built, to 
meet competitive conditions, out of 
more or less green men. 

So the dealer passes the buck— 
if the factory will get him a sales- 
man or two, he will get active in 
the truck business. 

Yeah? 

The only salesman that can get 
along with the average dealer is 
one he hired himself—and he knows 
the burden of making a salesman 
out of the man rests on the dealer 
alone. Just basic human nature. 
Most of us are built that way—it’s 
just the nature of the human ani- 
mal to look down on the “gifts” and 
only really appreciate the things 
we pay for. 

So Ford doesn’t stop with a 
training program—it furnishes the 
dealer with proved methods again, 
of selecting and hiring a man that 
under most conditions will make 
good as a truck salesman. A man 
that has the right aptitude, quali- 
fications and who is willing to work 

(See TRUCKIN’, Page 35, Col. 1) 


CHANGING ECONOMIC CONDITIONS, which indicate the seller’s market has vir- 
tually disappeared, will increase the tempo among all businesses as competitive selling is 
renewed in the buyer’s market, Donald W. Meyer, president of Truckstell Co., distribu- 
tors of special truck and automotive equipment, declared in Buffalo. The company 
staged its sales conference, with more than 150 distributors, executives, and sales and 
service personnel from all sections of the U.S. in attendance. Meyer is shown at the 
left, viewing the new ‘‘Ob-Round”’ safety gas tank, which Truckstell will market this 
year. With him are Elisworth R. Boeck, president of Truck Equipment Co., oon oe 

, True > 


ffalo, makers of Truxmore 3rd Axle; George F. Smith, general manager, 
wi , it, Truck Equipment Co. 


Wilcox, Inc., of Buffalo, and Howard H. Weber, 


Planetary Construction Gives 


Longer Life 


The planetary construction in Eaton 2-Speed Truck Axles provides a number of 
basic advantages which contribute to efficient, trouble-free operation and long 
life for axle and vehicle. In the low-speed power range tooth-loads are distributed 
over four ''planet’’ gears; stress and wear on the teeth are held to a minimum 
Slow gear movement makes for easy shifting and silent operation. Outstanding 
performance records are proof of Eaton quality and design. See your truck dealer 
for complete information about Eaton 2-Speed Truck Axles. 
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ers Urged to Aid 


Sound Road Plans 


RGING shippers to take greater 

interest in sound highway plan- 
ning, John R. Eldridge, president 
of Motor Truck Equipment Co., 
Harrisburg, Pa., told members of 
.the Wyoming 
Valley Traffic 
club that public 
officials are able 
and willing to 
solve urban traf- 
fic problems, if 
individual organ- 
izations will 
unite in backing 
long-term objectives. Eldridge said 
that “curb-stone” solutions of traf- 
fic ills must be abandoned in favor 
of tested surveys of actual condi- 
tions, if real progress is to be 
made in providing adequate relief 
for all street and highway users. 

Emphasizing what can be ac- 
complished by co-operative ac- 
tion, he told how business, civic 








FRUEHAUF 4//-Stee/TRUCK BODIES 


and motorist organizations co- 
operated in Harrisburg in secur- 
ing a complete traffic survey of 
the state capital area by the state 
highway department. 
+ + +. 
“TN LESS than a month after the 
Harrisburg traffic and parking 
survey was released, Harrisburg 
city officials were able to institute 
changes that provided marked im- 
provement of traffic conditions 
during rush hours,” Eldridge said. 
He lauded State Secretary of 
Highways Ray F. Smock for his 
“realistic attitude” in cooperating 
with communities seeking to bet- 
ter highway facilities when pro- 
posed improvements are based on 
complete surveys of traffic re- 
quirements, careful analysis of lo- 
cal conditions and sound planning 
for future needs. 
Quoting statistics of the Pub- 
lic Roads Administration, El- 





dridge said there are more 

freight vehicles on the highways 

today than ever before and that 
they are carrying more freight 
and in greater quantities. 

Truck’ registrations increased 
nearly 34 percent between 1941 and 
1947, he said in stressing the need 
for new and improved highways, 
bridges and streets. He pointed out 
that movement of goods by truck 
last year was 86 billion ton-miles, 
which was 46 percent above the 
1941 total. 


* * * 


Arkansas Driving Courses 
Slated to Start in Fall 


The Arkansas department of 
education, the state police and the 
Arkansas Automobile Club, with 
cooperation of American Automo- 
bile Assn., will provide a one- 
semester, half-credit course in 
automobile driving for high school 
students of the state, beginning 
next September. 

An intensive one-week course for 
high school teachers who will be 
in charge of the course was held 
in the state capitol recently, with 
Norman Key, AAA _ educational 
consultant, as instructor, and col- 
leges throughout Arkansas. will 
offer similar courses this summer 


ARE “PRECISION-BUILT” 






EASY TO ASSEMBLE °@ 
REPLACE ANY UNIT °@ 


BASE JIG —This view in the Kansas City Fruehauf Body 





Plant shows base-frame assembly being hand welded. All 
units are held in perfect alignment by special jigs and 





fixtures while this operation is being completed. 





SIDE FRAMING — Here again jigs and fixtures assure pre- 
cision-built side walls. Equipment like this speeds produc- 
tion and insures perfect-fitting units, all built to close 


tolerances. Tumbler jigs 








permit maximum accessibility. 
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SEAM WELDER — Automatic in its operation. Roof panels 








FLOORING LINE — Hardwood flooring is bolted along its 
length to steel hat-sections which are welded to cross- 
members for extra durability. All wood 
treated in tank — pictured in rear. 
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to teachers who are to initiate the 
program in high schools next fall. 
+ * * 


Drunk Driving Banned 


‘Anywhere’ in Minnesota 


ST. PAUL, Minn. — Sustaining a 
lower court decision, the Minnesota 
supreme court has ruled that a 
drunken driver is prohibited from 
driving a motor vehicle “anywhere” 
within the state—even on a private 
road. 

The unanimous decision, written 
by Associate Justice Frank R. Gal- 
lagher, upheld the conviction of 
Robert F. Carroll, Fergus Falls, who 
had been sentenced to pay a $75 
fine or serve 30 days in jail after 
admitting he was drunk while oper- 
ating an automobile on a private 
roadway at a summer resort on 
Aug. 3, 1947. 


That Old HCL 
Reportable Crashes Climb 


In Connecticut 


Dealer service men in Hartford, 
Conn., have come up with an an- 
swer to a puzzle for which the 
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Safety Group Lauds 


Dealer Air Show 

The radio show, “The Adven- 
tures of Christopher Wells,” has 
been commended by the Nation- 
al Safety Council, Chicago, for 
its contributions to national 
safety. The show, sponsored by 
the DeSoto-Plymouth Dealers 
of America, is heard each Tues- 
day at 9:30 p.m., EST over CBS. 
The special commendation was 
in the form of a letter to Karl 
H. Bronson, director of DeSoto 
advertising, and was signed by 
Dan Thompson, director of ra- 
dio for the council. 

Since the beginning of the air 
show on Sept. 28, safety facts 
supplied by the council have 
been incorporated each week 
into the dialogue of Les Damon 
and Vicki Vola, who portray 
Christopher Wells and Stacy 
McGill, his secretary. 





Connecticut increased while deaths 
and injuries from such accidents 
have declined?” 


It’s all part of the high cost of 





AUTOMATIC WELDER — Operates entirely a 
Photo shows molding retainer and panels being welded to 
side frame. Operations are thus uniform and hand work 
reduced to a minimum —a big time-saver. 


SHIPPED KNOCKED DOWN — Trailer delivery lowers Truck 


state motor vehicle department has 
been seeking a solution. “Why have 
the number of traffic accidents in 


IN HUNDREDS OF COMBINATIONS. @ EASY TO. 
AND HERE’S THE PICTURE STORY OF WHY 
YOU GET CUSTOM-BUILT QUALITY AT PRODUCTION-LINE PRICES! — 
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Body shipping costs and provides direct Factory-to-Branch 
delivery. You can assemble these units or have your nearest 
Branch do it for you in a few hours. 


are electrically welded to the frame. This machine runs one 
seam across one end, then down the sides. All units are prime 
painted. The roof, of course, is rust-proof galvanized steel. 


Write for Free Folder “Fruehauf Truck Bodies’ or See Them at Nearest Fruehauf Branch 


TRUCK BODY DIVISION 


FRUEHAUF TRAILER CO., DETROIT 32 a 











living, say the fellows who make 
their living by repairing cars. Con- 
necticut law requires that every 
accident resulting in more than 
$25 damage be reported to the mo- 
tor vehicles department. From 
these reports statistics on acci- 
dents, deaths and injuries are com- 
piled. 

The hitch is that a fender-bend- 
ing collision that could have been 
fixed up for $10 to $15 a few years 
ago costs more than $25 today. 
Hence what was once a minor mis- 
hap now becomes a _ reportable 


accident. 
o + * 


Expansion Strips 

Deploring New Mexico’s 1947 
highway accident toll of 238 vic- 
tims, Gov. Mabry has asked State 
School Superintendent Charles 
Rose to make a “thorough survey” 
of what is being done to educate 
school children in safety measures 
and to make recommendations on 
expanding the safety program. 

West Virginia’s state highway 
safety committee has authorized 
employment of a state supervisor 
of driver education and physical 
education to direct those pro- 
grams in high schools... . Over 
1,000 lives were lost in motor- 
cycle accidents last year, accord- 
ing to Metropolitan Life Insur- 
ance Co. 

Arizona Highway Users Confer- 
ence doesn’t want any increase in 
gasoline taxes there until the posi- 
tive need for additional revenues 
is proved. ... A series of radio 
scripts dealing with safety has 
been made available by the Na- 
tional Congress of Parents and 
Teachers. 


Simpson Buys Site 


C. P. Simpson, president of 
Simpson Pontiac Co., Houston, 
Tex., has purchased a 125 by 125 
foot downtown site at the corner 
of Main and Webster Sts. for 
$250,000. The site is now under 
lease by an automobile dealership, 
which will remain in the location 
for from three to five years. 








AFTER SEVERAL YEARS of engincer- 
ing and experimenting with refrigeration 
problems in transport trucks and trailers, 
W. J. Homuth, of Hydraulic Engineering 
Co., Waukesha, Wis., has developed refrig- 
eration and cooling systems known as 
Hydro-Aire. Hydro-Aire refrigerator is a 
refrigeration unit designed and engineered 
for transport trucks, delivery trucks and 
trailers requiring low temperatures. Hydro- 
Aire Cooler is ice-loaded. Air is circulated 
over ice through truck body approximately 
twice a minute. Temperatures can be held 
at 38 to 40 degrees in the average truck 
body, the company states. These units are 
hydraulically controlled and powered and 
are said to be the first of their kind on the 
market today. They are powered by hy- 
draulic energy generated by a pump driven 
by the truck motor, which in turn operates 
the hydraulic motor that drives the refrig- 
erating mechanism. These units are auto- 
matically controlled—regardiless of the speed 
of the truck the mechanism is always main- 
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TRUCK SECTION 


ASHINGTON.—E. J. Buhner, 

president of American Truck- 
ing Assns., has announced forma- 
tion of a committee to plan and 
earry through a long-range pro- 
gram designed to alleviate the in- 
surance difficulties and _ related 
safety problems confronting truck 
owners throughout the U. S. 

To be known as the trucking 
industry insurance advisory com- 
mittee, it will function under the 
banner of ATA but, in addition 
to leading members of the truck- 
ing industry, its membership will 
include consultants representing 
the underwriting, accident pre- 
vention, and agency phases of 
the insurance business. 

Ted V. Rodgers, former ATA 
president and now chairman of 
the board of directors, will head 
the committee as chairman, and 
R. C. Coleman, American Safety 
Tank Co., Kansas City, will be 
vice-chairman. 

* + > 


TS ultimate goal, according to 
Rodgers, is a greater degree of 
safety in operation and “maximum 
insurance coverage at minimum 
cost.” He outlined the broad ob- 
jectives of the committee as fol- 
lows: 

1. To bring about close coopera- 
tion between insurance carriers of 
all types and the trucking indus- 
try, with its various classes of 
operation, both large and small. 

2. To acquaint the trucking in- 
dustry with operational require- 
ments and practices of the insur- 
ance business so that truck opera- 
tors may better understand what 
they must do to obtain maximum 
insurance protection and service 
at minimum costs. 

8. To better acquaint insur- 
ance carriers with operational 
practices and insurance coverage 
requirements of truck operators, 
both large and small. 

4. To improve and seek basic uni- 
formity in existing standards of 
loss prevention in truck operations 

generally by outlining basically 
uniform methods of securing and 
holding management’s interest in 
the program; outlining basically 
uniform methods of employe selec- 
tion; outlining basically uniform 
methods of employe training; out- 
lining basically uniform minimum 
standards for mechanical loss pre- 
vention equipment, and outlining 
basically uniform methods of con- 
tinuing loss prevention practices. 
. e * 


A LTHOUGH the committee even- 

tually will function as a single 
unit, at the start it will be divided 
into two groups. One group, desig- 
nated as the eastern division, will 
embrace all territory except the 
11 far western states. The second 
group, the western division, will 
cover the far west territory. This 
division of the committee’s activity 
in its initial stages was deemed 
advisable because of differences in 


the problems and methods of oper- | 


ation in the two areas. 


Membership of the eastern di- 
vision already has been estab- 
lished and the group has held its 
“kick-off” meeting in New York. 
The western division now is in its 
formative stages. Its membership 
will be announced and meetings 
begun as soon as details have 
been completed. It is expected 
that experience gained through 
activity of the eastern group 
will prove beneficial in expedit- 
ing the work of the western 


group. 
In addition to Rodgers and Cole- 


man, members of the Eastern di- 


vision are as follows: 

Trucking 
Carey, Detroit; H. D. Horton, 
Charlotte, N. C.; C. J. Buhner, 
Louisville; John Ernsthausen, Nor- 
walk, O.; C. J. Roush, Akron; Clint 
Weyer, Philadelphia; Philander 
Cooke, New Haven, Conn.; James 
E. Mutrie, Dorchester, Mass.; Wil- 
liam Husmann, St. Louis; L. R. 
Burnham, Columbus, Ga.; C. J. 
Williams, Milwaukee; Phil Smith, 
Chicago; A. E. Cudlipp, Lufkin, 
Tex., and W. Foster Banks, New 
York. 

Insurance underwriters—R. Bruce 


Miller, Philadelphia; George W. 
Nixon, New York; Philip W. 
Scheide and Donald Vaughan, 


Hartford, Conn.; George H. Perry, 
Boston; Thomas H. Boate, New 








For Cheaper Coverage 


ATA Plan Aims at Maximum Benefits 
At Minimum Cost, Buhner Says 








industry — Walter F. 


York; Sam Markel, Richmond, Va.; 


Dwight McCracken, Boston, and T. 


L. Osborn jr., Chicago. 


Insurance agencies—Walter S. 
Attridge, Boston; Frank 
Chandler, Baltimore, and Jack E. 
Baldwin, New York. 

W. A. Bresnahan, ATA director 
of research, will serve as secretary 
to the committee as well as to sub- 
committees and consulting com- 
mittees to be appointed later. 
James F. Rowan, household goods 
carriers’ conference, ATA, will 
participate actively in staff work 
of the committee. 

” * * 


TN HIS opening remarks at a 

meeting of the eastern division, 
Rodgers made it clear that the 
committee was an ATA committee 
and, as such, could “invite, work 
with and correlate factors of the 
insurance fraternity and the truck- 
ing industry better than if each 
industry attempted to work inde- 
pendently of the other.” 

He emphasized that the commit- 
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THIS 60-STUDENT SUPERIOR Pioneer school bus, mounted on a GMC chassis, is the 


new solution to the pupil t 


the Birmingham 
school district, following the recent extension of that district over 


school areas. 





tee’s program necessarily was a 
long-range one, and added: 

“It imposes obligations on in- 
surance companies and truck oper- 
ators alike—on insurance com- 
panies to understand what cover- 
age the trucking companies need 
and to furnish it at minimum cost 
commensurate with the hazards 
involved. And on the trucking 
companies to better their overall 
loss record through better opera- 
tional and loss prevention prac- 
tices. 

“Industry-wise, insurance com- 
pany and truck operators. will 


(Mich.) consolidated 
several smaliecr 





benefit in direct proportion to the 
extent that we practice what we 
preach. Our educational program 
places obligations upon insurance 
companies, their direct representa- 
tives, agents, and brokers in the 
matter of distribution and persua- 
sive follow-ups—but more particu- 
larly upon truck operators them- 
selves since they will benefit di- 
rectly through lower insurance 
costs and through elimination of 
‘hidden losses’ which attend each 
accident or catastrophe, whether 
large or small. The trucking in- 
dustry insurance advisory commit- 


tee can outline the plan—whether 
it works as planned rests with the 
affected parties. .... 

“The committee must recognize 
these factors. In the final analysis, 
their recommendations for opera- 
tional improvements will as a mat- 
ter of course affect underwriting 
practices and rate making in all 
forms of insurance purchased by 
the trucking industry.” 


Heavies 
(Continued from Page 27) 


lieved that the availability of Ford 
dealer service in hundreds of smal] 
communities as well as large cities 
would be extremely helpful to 
many operators of heavy duty 
trucks.” 

With truck production going 
steadily forward in every Ford 
branch plant in the country, and 
a double shift operating at the 
Highland Park, Mich., plant, new 
peaks in output are being reached 
daily, Davis pointed out. “The de- 
mand for Ford trucks is still in- 
tense, and we are making every 
effort to fill dealers’ recuirements 
he concluded. 


Why More and More Dealers are Selling 


Bostrom Hydraulic Truck Seats 
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“12 Eye Openers Concerning Truck Seats.” 















Write for free folder 


Bostrom Hydraulic Seats now standard or optional equipment on the following trucks: GMC, 
Diamond T, Federal, Hendrickson, Dart, Peterbuilt, Walter, Ward LaFrance, FWD, Oshkosh, 
and Coleman. Be sure to specify Bostrom Model 47 Seats on your new trucks. 


BOSTROM MFG. COMPANY _ 133 W. OREGON ST., MILWAUKEE 4, WIS. 
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Reynolds Appoints Walton W. G. Reynolds, general manager 


‘ : of the company’s parts division. 
Alumi-Drome Sales Chief | im nis new position, Walton will 


LOUISVILLE. — Appointment of be in charge of sales and all oper- 


Sublette M. Walton as industry Drome Menasidd ae anal. 


manager of the Alumi-Drome di- | num self-supporting utilit 

, y build- 
vision of Reynolds Metals Co.,|ing. He will also handle sales of 
Louisville, has been announced by |all accessories for the building. 














Prior to coming with the Reynolds 
organization, Walton was president 
of Craft Mfg. Co., furniture manu- 
facturer in Nashville. 


A Chevrolet dealership is being 
opened in Anson, Tex., by John Q. 
Adams of Fort Worth, veteran of 
22 years with the Chevrolet or- 
vanization. 








ARROW STOP LIGHTS 


Truckers from coast to coast prefer Arrow Stop Lights. 


It’s no wonder. Arrow Stop Lights are dependable. 


They’re built for long-lasting trouble-free performance. 


Big and bright, they safely protect the driver and his 


Model Ni 
N-450 valuable cargo from the dangers he can’t see. 
pad ¢c peter Arrow Stop Light No. N-460, 


black enamel 
finish. Hinged 
rim. Bracket sus- 
pends light un- 


either red or amber. Hinged rim 
der rear of ve- 


illustrated above, is 


mounted flush with the body. The 65%” lens comes in 


for easy access to the 


hicle. ’ bulb. Baked-on black enamel or chromium finish. 


Model No. 42 
Flush mounting. 
Baked-on black 
or satin alumi- 
num finish. Flut- 
ed red or amber 
lens. 


reflectors and flares. 


SAFETY AFTER DARK 


See your jobber salesman today about Arrow Stop 
Lights and the complete line of safety after dark equip- 
ment . . . headlights, marker lights, directional signals, 


ARROW SAFETY +DEVICE COMPANY 








ies ek, 











— 
OED th dS 
as Aaa 


Gz WATCH 


i 
SRR o£ ea do ee de i 
Mena aeer es 


MOUNT HOLLY, NEW JERSEY 
pido lo gta. tee Sis MADE ho ca itig eset: 


We sags jel 
THE CAR OF THE VEAR' 





FOR 


ates 






be 1 ys 


. eae P 










+e * a 
IPPON ar 


DIN '48! 








{ 
| 
| 
| 
| 


| safety, industrial relations, insur- 


A Far Cry... 


TRUCK SECTION 





the same distance is from five to six days. 





ATA Regional 


smaller meetings. Buhner’s objec- 
tive is to have every operator who 
attends take an active part in a 
practical, down-to-earth attack on 
the industry’s major problems. 

+ 7 + 


ARTICULAR emphasis will be 

placed on highway safety. Mo- 
tor carrier executives in New York 
and nearby states will discuss 
their own companies’ activities in 
the safety field, showing exactly 
what steps were taken to improve 
the safety record of each firm. 
Similar discussions will be held at 
each of the other five meetings, 
led by operators who have had 
outstanding success in the safety 
field. 

The general pattern for the 
New York meeting, which prob- 
ably will be followed closely at 
all of the others, provides for a 
conference of state association 
presidents and managers, state 
ATA vice-presidents, ATA con- 
| ference chairmen, ATA confer- | 
ence managers, and ATA officers 
and management personnel, dur- 
ing the forenoon of the first day. 
The session will be devoted pri- 
marily to policy matters and 
ideas for developing a more effi- 
cient functioning of the national 
and state associations. 


| No general luncheon is planned 
for the first day. During the after- 
ncon the ATA president will con- | 
tinue the general session with state | 
association managers and officers, | 
devoting particular attention to} 
“housekeeping” matters in connec- | 
tion with operation of the state 





associations and ATA. 


Also during the afternoon, there | 
will be separate meetings of | 
groups interested in safety, equip- | 
ment and maintenance, account- 
ing, freight claims, and so on, and | 
meetings of ATA conferences. Buh- 
ner pointed out that he himself is 
not calling any of the group meet- 
ings for the first day, but is urg- 
jing all groups to take advantage 
| of this opportunity to hold regional 
gatherings. 





* * * 


A GENERAL meeting will be 
£\ held the morning of the second | 
day to consider problems important 
to all types of carriers. Among the 


subjects to be discussed will be | 





HERE’S THE FIRST pneumatic-tired truck that carried a payload—much of it spare 
tires—from Los Angeles to New York. Time of the coast-to-coast run of this Goodyear- 
tired vehicle in 1916 was slightly under 14 days. 





THIS IS A VIEW of the Lake Washington bridge, Seattle, showing the most modern 
roads over which travel pneumatic-tired trucks and their cargo. It’s a far cry from 
the deep-rutted, rough, muddy roads traveled by the first caravan in 1916. 


Meetings 


Open Apr. 8 in N. Y. 


(Continued from Page 22) 


ance and freight claims. Special 
efforts will be made to draw all 
those attending into the discussion, 
using the “case study” or “clinic” 
method. 

A general luncheon will be 
held at noon on the second day, 
at which a subject of interest to 
all types of carriers will be 
handled by a qualified speaker. 
The general session then will 
continue through the afternoon 
of the second day and in the 
morning of the third day. A sec- 
ond general luncheon will con- 
clude the meeting, unless some 
unfinished business remains. In 
that event, the general session 
will continue after the luncheon. 
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Truckin’... 


By 
Jack Weed 





(Continued from Page 31) 


at the job and forever try to learn 
more about it. 

Truck selling—or service manag- 
ing—or order writing—is no place 
to put the wife’s favorite nephew 
that the dealer will have to support 
anyway—not if he values his busi- 
ness and wants to make customers. 

* *” * 


NOTHER thing that dealers get- 

ting into the truck business 
must realize is that trucks are 
bought on performance—style has 
little if anything to do with a pur- 
chase. So to guarantee best per- 
formance possible, the dealer should 
service the trucks of his customers 
and not depend upon outside 
sources to protect his product in 
the hands of his customer. 


In order to service the trucks he 
sells, he must have doors big 
enough for trucks to get into his 
service station, room enough to 
handle them when they get in, 
tools and mechanics to serve them 
when they finally are lined up in a 
stall—and to make certain that the 
dealer knows that his truck busi- 
ness is carrying its own absorption 
—bookkeeping systems must be 
“rigged up” so that not only the 
profit from the sales of chassis, 
bodies and equipment go to the 
credit of the truck department but 
so do profits from truck service, 
parts, customer labor and acces- 
sories. 

Ford’s new accounting system 
has this separation. The dealer now 
knows if he is making money from 
his truck line—from his truck serv- 
ice—or where he is not making the 
proper profit. 

At present the dealer and his 
truck men will have to find out for 
themselves the body and truck 
equipment distributors they can 
safely trust to go out with them on 
truck deals—the ones that will 
make certain that the dealer will 
always get the profit he is entitled 
to in the sale of the equipment and 
will not cut the dealer’s throat for 
the profit in just one deal if the 
going gets tough. 

Dealers are just yokels on a coun- 
try fair midway that deal with dis- 
tributors who sell direct—or will 
run out on a deal when the going 
gets a little tough. He might better 
bet on a shell game; it won’t hurt 
his business or cost him so much. 
There are enough distributors—and 
manufacturers of these products— 
now who are selling exclusively 
through franchised truck dealers so 
that any dealer doesn’t have to do 
business with the others. 

+” + ~ 


| EVERY dealer will only put 
each distributor on record as to 
his sales policies before he starts 
doing business with him—soon 
there won't be any “cutthroats” 
among the distributors. They won’t 
get enough business to keep their 
doors open. It is up to the truck 
dealers of this country to make or 
break this gentry—all they have 
to do is to shoot square when they 
are in a deal with a distributor. 


If the deal is tough and conces- 
sions must be made, the dealer 
should make them—not think he 
can change the buying habits of 
some fleet buyers in particular if 
they stand pat on their demands, or 
give the distributor the word to go 
it alone on that particular deal. It’s 
none of the distributor’s business 
what the dealer does with the profit 


on the deal he gets, so long as the 


Driving Champ Awarded 


Prizes at Luncheon 


Edward A. Schlee, driver for 
Trucking, Inc., selected as the Jan- 





uary driver-of-the-month, was pre- | 


sented with a $25 cash award by 
Reo Motors, Inc.; the Central Mo- 
tor Freight Assn., Inc., Gold Pin 


Award, and a Certificate of Merit | 


from the American 
Assns., Inc. 


The presentations took place at 


a luncheon meeting in the Sherman | 


Trucking 


Hotel, Chicago, of the Safety and | 
Operating Section of the Central 


Motor Freight Assn. 


Baker Sells to Smith 
Frank A. Baker of Smith-Baker 
Co., Inc., 151 Ashland St., North 
Adams, Mass., has sold his share 


of the dealership to his partner, | 


Harry B. Smith. 


dealer pays the distributor the 
wholesale price for the product. 


On the other hand it is not fair 
to the distributor to hold him to 
fair trading on deal after deal 
where the deal is lost because a 
certain type of buyer insists on a 
discount on the body because he 
has always had it and can get it 
from some other maker. I’m think- 
ing of ice cream companies and 
over-road haulers right now, for in- 
stance. 

On the other hand a dealer is just 
a fool to give his chassis away on a 
fire engine deal where the fire ap- 
paratus people make an unholy kill- 
ing on most small town and coun- 
try fire department deals. Or to get 
shoved around on school bus deals. 
The dealer can get in and pitch 
with the school boards or board of 
supervisors, too. 

* + * 


ZFURWG ALL the years I have 
been working with Ford —as a 
writing man on the outside only—I 
never knew until just a week or so 
ago that the factory holds a yearly 
fishing Derby for its employes— 





gives prizes and trophies to those 
who catch the largest fish in 12 dif- 
ferent events. These include large 
and small mouth bass, walleyed and 
northern pike, lake trout, muskel- 
lunge, blue gill, perch, brown and 
rainbow trout in fly and open 
events. Rouge employes won only 
three trophies last year. All the 
rest went to employes in plants in 
other cities. 

Incidentally, while you are read- 
ing this outpouring of words, I will 
be right where some of the most in- 
fluential truck equipment distribu- 
tors in the country can get at me 
easily and with practically no ef- 
fort—I’ll be at the Chevrolet truck 
equipment show that opens on the 
Navy Pier tomorrow. There'll be 
over forty of the “toughest of the 
tough” distributors to tell me off if 
they don’t like what I have just 
written about them and their sales 
policies. 

In fact, there will be a copy of 
Automotive News in every booth 
the morning the show opens—-and I 
don’t feel that I am courting quick 
death—TI think I know how the bet- 
ter distributors feel about protect- 
ing dealer profits so that I can take 
on this crusade for the good of the 
industry and feel that I will have 
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PRODUCTION LINE OPERATIONS at Atlas Body & Equipment Co., Philadelphia, on 
1948 Dodge trucks for package delivery and milk bodies were observed by Herman Ude, 


Dodge special equipment supervisor; 
Hugh McDevitt of Philadelphia office. 


Greyhound to Construct 


$750,000 Phoenix Depot 


PHOENIX, Ariz.—Plans of the 
Pacific Greyhound Bus Lines for 
construction of a $750,000 terminal 
here have been announced by F. 


the goodwill of those that will play |W. Ackerman, president. 


fair—and the rest doesn’t matter. 


watch 
the swing 


tO 


To be located on Van Buren St. 


Harry Washington, 


Philadelphia manager, and 


at First St., the building will be 
air-conditiened and will contain, in 
addition to a large waiting room, 
baggage and rest rooms, a res- 
taurant and several small shops. 
It has been proposed that all con- 
necting bus lines operate out of the 
new terminal, Ackerman said. 








NOW...Doyle Freight Lines 





Swing to 





From one stake rack truck and one 
driver in 1916 to three hundred modern 
units and eleven terminals in 1948, and 
still expanding—is the success story 
of ‘‘The Doyle Freight Lines” of Sagi- 
naw, Michigan. 

In line with successful expansion and 
progress, this enterprising firm keeps 
eyes open for the most modern, efficient 
and economical in equipment. So, Doyle 
Freight Lines swing to Supercargo. 

In 1947 forty-six Supercargo Trailers 
were purchased and are now in day and 
night service over the highways to the 
250 cities, towns and villages in South- 
ern and Central Michigan. 


DISTRIBUTORS — DEALERS— 


Act Now! Find out all about the Super- 


cargo sales plan. Ride in early on the 
swing to Supercargo! 


UPERCARGO 





With successful operators’ fleets it is 
more and more evident every day that 
the swing is to Supercargo. 


3 REASONS WHY— 


1 Advanced Design—-Supercargo vans are 
sturdy—built like a bridge—truss con- 


struction. 


Engineered Construction—The only trailers 


that have Aexible torque arms and free- 
floating quadri-point spring suspension 


for smooth braking 


Production Line Economy 


easy pulling. 


Brings Super- 


cargo users uniform quality trailers at low 


cost. 





UPERCARGG IRGLERS 


MANUFACTURED BY 


AMERICAN BANTAM CAR COMPANY, BUTLER, PA. 
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Dealer 


Service Motor Sales (K-F ) 


Opens Home in Albany, Ga. 

Service Motor Sales, Inc. (Kaiser- 
Frazer), Albany, Ga. has opened 
an office, display room and service 
department at 128-130 Pine Ave. 

The firm will continue operation 
of its used-car lot at 310 S. Mon- 
toe St. 

> 


Johnson and Mclntire 


Open New L-M Home 

Johnson-McIntire, Inc. (Lincoln- 
Mercury), Marshalltown, Ia., has 
opened its place of business at 101 
W. Church St. Al A. Johnson and 
E. E. McIntire own and operate the 
firm. 

. + os 


12-Year Partnership Ended 
By Coney and Longnecker 
The 12-year partnership of O. 
E. Coney and J. A. Longnecker, 
Buick-Pontiac dealers at Ken- 
dallville, Ind., has been dissolved, 
with Mrs. Coney accepting a 
Pontiac franchise. Longnecker 
will continue the Buick line at 
its present location. 
7 * + 


30th Birthday 


DeTamble Founded N.C. Firm 


And Is Still President 


Twin City Motor Co. has ob- 
served its 30th anniversary as a 
oO dealer in Winston-Salem, 


F. J. DeTamble, founder of the 
firm, still is serving as president. 
He started with Ford in 1912 at 
Highland Park, Mich., came _ to 
Charlotte, N. C., in 1915 as branch 
manager, and in 1918 established 
Twin City Motor. 

Other officers and their length 
of service with the firm are E. B. 
Rannells jr., sales manager, three 
years; G. E. Hunter, service man- 
ager, 21 years; Clifford Hunter, 
parts manager, 14 years, and Allen 
Biles, used-car manager, 15 years. 

The dealership observed the 
event with a series of spot an- 
nouncements expressing gratitude 
to the public over radio station 
WSJS. 

> o * 


Kayser (Ford) Expansion 


Permits New Operations 


Additional expansion of facilities 
at Kayser Motors, Inc. (Ford), 
Madison, Wis., has made possible 
the operation of separate truck 
and passenger-car sales and serv- 
ice stores. 

The addition of a large two- | 
story passenger-car building at 
702 E. Washington Ave. and erec- 
tion of a new body and paint shop 
has, according to Paul A. Kayser, 
president, tripled floor space and 
made possible the establishment 
of a specialized truck sales and 
service division at 701 E. Wash- | 
ington Ave. This is the building 
which has housed the Ford dealer- 
ship for the past 24 years. 

= s = 





Allen Motors (Dodge) Opens 
New Home in Kingsport 


W. A. Allen Motors, Inc. (Dodge- | 
Plymouth), held its formal open- 
ing in Kingsport, Tenn., recently 
in a new building which features 
a display room with dark green 
floors, matching woodwork on 
doors and facings, and harmoniz- 
ing lighter green walls. 

Allen, in the automobile business 
in Kingsport since January, 1923. 
has handled several makes of au- 
tomobiles during this time. His 
present Dodge and Plymouth fran- 
chise was acquired late in 1944. 

o s 


Come One, Come All 


Kansas Ford Dealer Draws 
18,000 at Opening 

A colorful mailing folder extend- 
ing an invitation to the motoring 
public to inspect the new facilities 
of Kansas Motors, Inc. (Ford), 340 
N. Santa Fe S8t., Salina, Kans., was 
instrumental in bringing more than 
18,000 visitors to the formal open- 
ing of the new dealership last 
month. A new Ford was given 
away as a door prize. 

The dealership is of recent con- 
struction and is said to feature 
nearly all of the latest building and 
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Doings 


servicing facilities known to the 
trade. Seven two-post lifts and a 
ges exhaust ventilating system 
built into a trench drain to elimi- 


nate overhead or 
pipes are among the many features 
of the service department. In addi- 
tion, there are 10 overhead doors, 
five of which are electrically con- 
trolled. 

L. H. Wentz is president, North 
McArthur is manager and M. P. 
Long is secretary-treasurer. Service 
manager is Fred Faulkner. Parts 
manager is Lloyd Longhofer. 


Three New Auto Firms 
Formed in Wisconsin 


The following new corporations 
have been formed in Wisconsin in 
the automotive line: 

Green Bay Mack Sales, Inc., 
Green Bay, to deal in and service 
trucks and autos, trailers, machin- 
ery, tank trailers, etc. A capital 
stock of 500 shares of no par value 
has been authorized by the state. 
Incorporators are Arthur T. Spence, 
John M. Hanley and William Mc- 


underground 





of Joe Heaston Companies (Ford), Albuquerque, N. M 


consist of 99 shares of common at 
no par value, with a minimum 


Govern. Minimum capital to be 


$5,000. 
Menomonee Falls Service Sta-|C@Pital of $3,000. Incorporators: 
tion, Inc., Menomonee Falls. To Maurice and Jack Belfor and Syd- 


operate a filling station and garage ay ae 


business, with a capital stock of a bee 
100 shares of common at $100 per . 
share par value; minimum capital Cooperation 


to be $5,700. Incorporators: John 
A. Sheridan, Quinton A. Miller and 
Richard A. Ramaker. 

Belfor Towing Service, Milwau- 
kee, to operate all types of ga- 
rages, motor and body service, fill-| showroom of Fred Jones, Okla- 
ing stations, etc. Capital stock to homa City. Jones contacted the 


City Signal Group OK’s 
Traffic Light Move 
A traffic light threatened to mar 


The 1948 REO line blankets the 


trucking field. Basic 
12,000 Ibs. 


from 


models 


G.V.W. to 


heavy-duty models up to 76,000 
Ibs. G.V.W. Extensive variety 
of special service combinations. 


C-21T, 


Shown: 


tractor-trailer; 


G.V.W., 20,000-32,000 Ibs. 


it’s rugged! It’s right! It’s 
REO! Choice of axles, in- 
cluding two-speed with 
factory-equipped, vacuum 
shift control and two-speed 
speedometer-adapter. 


Room—plenty of it! Driver 
comfort and safety are top 
consideration at REO. 





THE DEALERSHIP building which will be part of the $250,000 expansion program 


TRUCK SECTION 


city’s signal superintendent to see 















-|if something could be done about 


moving the light. 
“If you'll run a conduit through 


}\the roof and down the canopy, we 


can hang the light right there,” 
Jones was told. 

The dealer agreed and today a 
traffic light is suspended from the 
roof corner of Jones dealership. 


* * * 


Austin Franchise Assigned 


Jones Sales, Barre, Vt. 


L. B. Hooley, vice-president of 
Austin Motor Co., Ltd., (England) 
announces the appointment of 
Jones Sales & Service, 400 Wash- 
ington St., Barre, Vt., as a dealer 
for British Austin automobiles. 

+ * + 


Prince & Tibbo 
Prince & Tibbo, Inc. (Dodge- 
Plymouth), Dover, N. H., has an- 
nounced the appointment of George 
H. Chase as general service man- 


ager. 
» e ° 


Reagan Joins Wolk 
Charlie Reagan has been ap- 


the frontal appearance of a new |pointed general service superinten- 


dent of Wolk Bros. (DeSoto-Plym- 
outh), Rochester, N. Y. 
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TRUCK SECTION 


That Win 





John Gilbert, advertising and 
sales promotion manager of Strang 
Garage (Buick), Colorado Springs, 
Colo., reports that the firm is hav- 
ing considerable success with col- 
umn type of advertising in the 
lecal paper. 

It mixes selling with humor like 
this: 

“Of course you’ve heard the 
old gag about the acreage being 
lost for want of a horseshoe 
nail. But what’s the diff, horses 
lost their popularity with the 
death of Godiva, anyway. A car, 
though, with unwiping wind- 
shield wipers, is about as useless 
these days. We can fix ’em.. .” 

Then there’s the advice that it’s 
nice to have your car spruced up 
for Easter, too. And: 

“I’ve been drumming into you 
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» Auto Advertising __ 
Dealer Ad Techniques 


Attention 


By Bob Finlay 


the importance of regular lubrica- 
tion, but I see where I’m wrong. 
Don’t pay attention to the lubri- 
cation of your car anymore... 
we can make a whale of a lot more 
money on repair jobs and replac- 
ing parts that are shot... .” 


The Dimmitt Touch 


Now and then a dealer comes up 
with an ad that tickles our funny 
bone. For instance, the other day 
Larry Dimmitt (Chevrolet-Cadil- 
lac), of Clearwater, Fla., adver- 
tised in the local paper: 

“Well, this pulls my cork under!” 

He went on to tell the story of 
placing an ad in the Florida Sher- 
iff’s magazine. It was to read: 


Larry Dimmitt 
Chevrolet and Cadillac 
It did read: 


Larry Dimmitt 
Chevrolet and Cadillac 
BETTER BUY BUICK 

Pointing out that he followed the 
Scripture’s admonition to love thy 
neighbor, Dimmitt added that he 
was darned, though, if he was go- 
ing to advertise Otis Pruitt’s 
Buicks. 

Says his next ad is going to 
read: 

Better NOT Buy Buicks 
As long as Larry Dimmitt Sells 
Chevrolets and Cadillacs 


Lawler’s Luck 


First they swiped Shad Lawler’s 
credit and now his coat. Not the 
same miscreants, however—at least 
as far as we know. 

On the Chicago stop of the Nash 
factory swing through the coun- 
try, the PR department omitted 
Lawler, who is ad director of Nash, 
from the list of principal speakers 
before zone and district managers. 

Then, in San Francisco, someone 
swung with his coat while he was 
addressing the meeting there. 


A First? 


Just to make sure everybody 
knows it is in the truek-body build- 
ing business now, Fruehauf Trailer 


named 
president and Pacific Coast manager of the 





Francis 
agency, whose headquarters are in Los 


Angeles. Left to right: Johnston, Little, Francis and Ewald. 





has scheduled a two-color, full- | Times Coverage 


page ad for the Saturday Evening 
Post issue of May 1. Fruehauf en- 
tered this booming business a year 
ago. Bill Wise, Fruehauf’s adver- 
tising manager, says that this will 
be the first full-page color ad ever 
run in a general magazine to pro- 
mote truck bodies. 





URE THING, we've got a new baby . . . she’s mine— 
and the boss’s, too. She’s a beauty . . . tough and 
rugged ... she’s a new REO! 


“This new REO is all truck—from the rivets in her 
massive frame to the cab top. You'll look twice when 
you see her. 


“Now suppose you were wheeling this new REO. You'd 
go for the comfortable cab. Room to spread out .. . the 
seat cushions you like a sofa. Sweet running, easy to handle 
in traffic or on the highway . . . REO tops them all. 
And the best way to find out why is to stop down to 
your REO dealer and see. 





“Talk about safety! You can really see from a REO 
cab. And brakes! Oh, brother—344 sq. inches of braking 
surface. Power? All you would expect from the famous 
REO Gold Crown engine. Every REO has power to spare.” 


Where does the boss come in? 


“REO’s ‘More-Load’ design is 
right down the boss’s alley. Inches 
are cut off the wheelbase. You 
handle full payload with a 
more compact unit. Mighty 
important these days—and oper- 
ators know it. 


“As for me, ‘More-Load’ ends 
a million headaches. Shorter 
wheelbase means shorter turning 
radius. Time and trouble saved in close quarters. ‘More- 
Load’ improves weight distribution for sure control and 
smooth stops. 


“Remember, too, that at the A.T.A. National Truck 
Roadeo drivers who placed first and second in all three 
events chose REO. The easy maneuverability you get 
with REO really pays off!” 


you order any truck 





baby, the boss and me 





A honey for the service department 
“The service gang cheers when a REO rolls into the 
shop. The cowl-hinged REO hood gives them the most 
accessible engine on the road. 


“The men who designed and built this REO—and the 
other REO models—didn’t forget the service man for a 
minute. And when you combine rugged basic construc- 
tion with hours saved in service time, it’s like dollars 


in the bank.” 
REO in your trucking picture 


There’s a whale of a difference between heavy, inter- 
state hauling and in-city work—but there’s a REO for 
every trucking job. 


REO knows your job may differ widely from the next 
operator’s. So, you select your REO from a wide range 
of tractor and truck chassis . . . with multiple choices of 
engines, wheelbases and cab-to-axle dimensions. 


When you deal with REO, you do business with truck 
specialists. And every REO outlet—dealer, distributor or 
factory branch—gives you complete service. Stop or write 
for specifications of the new 1948 REO models. Then, 
check REO “More-Load” design before you order any 
truck. REO MOTORS, INC., Lansing 20, Michigan. 








REO’s exclusive “More-Load” 
design gives more payload 
per inch of wheelbase. Better 
weight distribution, less tire 
wear, easier handling with 
shorter turning radius. 





Watch for REO on the high- 
way. Front-end styling is 
the handsomest in the indus- 
try. They’re beauties to own, 
to drive. Check REO “More- 
Load” design before you buy! 


TRUCKS AND BUSES 





A new analysis of its circula- 
tion reveals that the New York 
Times is now read in 11,914 cities 
and towns throughout all the 48 
states, and the District of Colum- 
bia. 


In releasing the study, Ivan 
Veit, Times director of promotion 
and research, pointed out that the 
new figure, tops by more than 
1,900 communities a previous mark 
made in a 1941 study 


Holiday Up 


Citing sharp increases in costs, 
Curtis Publishing Co. announced 
last week increases ranging from 
26 to 35 percent in advertising 
rates for Holiday magazine, with- 
out any increase in the guaranteed 
circulation rate base of 750,000 
copies. The increase, third in 18 
months, goes into effect with the 
October, 1948, issue. 


The Olds Story 


If you are interested in auto- 
mobile histories, Oldsmobile has 
@ good one on itself in the Feb- 
ruary edition of Oldsmobile 
News. 


DeVilbiss Campaign 


DeVilbiss Co., Toledo, pioneer 
manufacturer of spray painting 
equipment, is spearheading the 
largest advertising program in its 
60-year history with a campaign 
in the Saturday Evening Post. This 
is in addition to campaigns in 17 
trade papers. 


PR Offices 


Allied Syndicates, public rela- 
tions counsel, announces that its 
editorial offices are now at 677 
Fifth Ave., New York 22. 


Names 


Gilbert T. Unger and Donald 
Peace have joined the traffic-pro- 
duction department of Geyer, New- 
ell & Ganger, Inc. 


Edward has been named 
an art director for Brooke, Smith, 
French & Dorrance, Inc., Detroit 
and New York. 


Harold Hall, business manager of 
the New York Times, has been 
appointed chairman of the advis- 
ory committee of the American 
Newspaper Advertising Network 
and C. E. McKittrick, assistant ad- 
vertising director of the Chicago 
Tribune, has been appointed chair- 
man of the network’s sales com- 
mittee. These appointments for 
1948 were announced today by 
Charles J. Feldman, national ad- 
vertising manager of the Des 
Moines Register and Tribune and 
president of ANAN. 


J. William Thomas, advertising 
director of Liberty magazine, has 
announced that James A. Giammo 
had been promoted to the position 
of assistant to the advertising di- 
rector. Thomas also announced the 
addition of John L. Milligan to the 
Eastern sales staff. 


Auto Advertising, 
Farm Magazines 


January, 1948 
SOT inichecpiieisseroinstsiniteadtreenat sed $16,700 
Plymouth ....... suse 12,700 
Kaiser-Frazer voces 11,600 
Studebaker ....... ae ee 


(Source: Leading National Advertisers.) 
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Used Car Auction Prices 





CONCORD, MASS pe og 
5 + . | '48—Commodore 8 sedan, 1, $2,580. 
(Concord Auto Auction, Inc. Auctions | MERCURY 
every Monday. Prices are for sale of | '48—Convertible, 1, $2,130. 
Mar. 8.) '48—Sedan, 1, $2,100. 
BUICK '48—Station wagon, 1, $2,350. 


'47—Super sedan, 1, $2,235. 


'47—Special sedanette, 1, $2,100. 


'42—Convertible, 1, $1,275. 
'41—Super sedan, 1, $1,000. 
'41—Convertible, 1, $1,100. 
'41—Special sedanette, 1, $850. 
'40—Special sedan, 1, $860. 
'39—Speciai sedan, 1, $595. 
CADILLAC 
'47—(62) sedanette, 1, $3,200. 
'41—(61) sedanette, 1, $1,350. 
'41—(62) sedan, 1, $1,400. 
CHEVROLET 
'48—Half-ton panel, 1, $1,725. 


'47—FM sedan, 1, $1,750; 1, $1,660. 


'47—SM club coupe, 1, $1,650. 
‘47—-SM sedan, 1, $1,650. 
'47--F LL aerosedan, 1, $1,760. 
'46—F™M sedan, 1, $1,325. 
'46—FL aerosedan, 1, $1,675. 


'46—SM sedan, 1, $1,430; 1, $1,415; 


1, $1,400. 
'46—Business coupe, 1, $1,315. 
'42—FL aerosedan, 1, $1,100. 
'41—Business coupe, 1, $725; 1 
'40—Sedan, 1, $985; 1, $975; 1 
'39-——Sedan, 1, $710; 1, $640. 


'36—Sedan, 1, $235; 1, $265. 

CHRYSLER 

‘41—Windsor sedan, 1, $985. 
DE SOTO 

'46——Deluxe sed@n, 1, $1,600. 
DODGE 


‘48—Custom club coupe, 1, $2,160. 
'46—Sedan, 1, $1,580; 1, $1,615. 
'46—Half-ton pickup, 1, $1,050. 


'40—Sedan, 1, $785. 


FORD 

'48—SD convertible, 1, $1,875. 
'48—SD sedan, 1, $1,750; 1, $1 

1, $1,800; 1, $1,830. 
'48—SD sedan coupe, 1, $1,900. 
'47—SD sedan, 1, $1,600. 
'46—SD sedan, 1, $1,370; 1, $1 

1, $1,250. 
'46—(6) sedan, 1, $1,050. 
*41—Half-ton pickup, 1, $510. 
'41—Deluxe sedan, 1, $650. 
'41—Club coupe, 1, $975. 
'40—Station wagon, 1, $810. 
'40—Sedan, 1, $755. 
'39—Pickup, 1, $490. 
'38—Sedan, 1, $260. 


'37—(85) sedan, 1, $285; 1, $180. 


'35—Convertible, 1, $165. 
'35—Sedan, 1, $200; 1, $115. 
*34—Sedan, 1, $125. 


NASH 
'46—''600’ sedan, 1, $1,270. 
| '39—Ambassador sedan, 1, $600. 
OLDSMOBILE 
'48—(66) sedan, 1, $2,375. 
| '41—(76) sedan, 1, $965. 
| '40—Club coupe, 1, $690. 
| PACKARD 
| '41—(120) sedan, 1, $750. 
PLYMOUTH 
*46—SD sedan, 1, $1,410. 
*41—Club coupe, 1, $910. 
'41—SD sedan, 1, $870. 
*40—Business coupe, 1, $575; 1, 
'39—Sedan, 1, $450; 1, $490. 
*37—Sedan, 1, $510. 
PONTIAC 
'47—(6-MA) sedan coupe, 1, $2,010. 
'47—Streamliner 8 sedan coupe, 1, $1,950. 
'46—Sedan, 1, $1,450. 
'46—Streamliner 8 sedan, 1, $1,675. 
'41—(6) sedanette, 1, $1,100. 
'39—(S8) sedan, 1, $600. 
STUDEBAKER 
'46—Half-ton pickup, 1, $875. 
'46—Champion sedan, 1, $1,225. 
'41—Champion sedan, 1, $640. 
*40—Champion sedan, 1, $360. 
*39—Club coupe, 1, $405. 
MISCELLANEOUS 
'40—LaSalle (52) sedan, 1, $995. 


TOLEDO 


$560. 


» $905. 
, $675. 


(Doc Greiner Sales. 


(Market here shows 82 cars sold out of 

140 offerings.) 
‘ BUICK 

'46—Super sedan, 1, $1,875; 1, $1,800; 


,850; 1, $1,905; 1, $1,880. 
’42—Super sedan, 1, $1,140. 
, CADILLAC 
'41—(63) sedan, 1, $1,325. 
,385; CHEVROLET 
'47—FL sedan, 1, $1,900; 1, $1,790; 
1, $1,770. - 
'47—SM club coupe, 1, $1,770; 1, $1,725; 
1, $1,765. 


'47—FL aerosedan, 1, $1,845; 1, $1,900. 
| '46—FM sedan, 1, $1,570. 
'40—SD sedan, 1, $855. 
'42—Club coupe, 1, $900. 
'38—Sedan, 1, $495. 
DE SOTO L 
'47—Custom club coupe, 1, $1,935 
DODGE 
*41—Sedan, 1, $800. 





Now Available 


“The Last Billionaire— 
Henry Ford” 


“An informal portrait of an indus- 
trial genius who was also a most 
unpredictable human being.” 


By William C. Richards 


“Writers have painted Ford in all colors — from darkest black to 
purest white. Richards, a top-flight newspaperman, knew Ford 
intimately, and his colors are much more mixed.”—Bob Finlay, 
Feb. 16, Automotive News. 


$3.75 per copy, Postpaid 


AU 
BOOK DEPARTMENT 


TOMOTIVE NEWS 


PENOBSCOT BLDG. DETROIT 26, MICH. 








Auctions held every 
Thursday. Prices are for sale of Mar. 4.) 


—— ——————————— 


FORD 
'48—SD sedan, 1, $1,845; 1, $1,860. 
'46—Deluxe sedan, 1, $1,450. 
'41—-SD sedan, 1, $850. 
’40—Panel delivery, 1, $620. 


HUDSON 


’*48—-Commodore 8 sedan, 1, $2,680; 
1, $2,700; 2, $2,700. 
KAISER 
'48—Custom sedan, 1, $1,725. 
LINCOLN 
*48—Sedan, 1, $2,025. 
MERCURY 


'48—Sedan, 1, $2,025. 
'46—Sedan, 1, $1,550. 
OLDSMOBILE 
*47—(98) sedan, 1, $2,450. 
*46—(78) sedan, 1, $1,750; 1, $1,725. 
'42—-(6) club sedan, 1, $850. 
PLYMOUTH 
'46—Deluxe sedan, 1, $1,390. 
'38—Sedan, 1, $325. 
"37—Sedan, 1, $475. 
PONTIAC 
'48—SL (8) sedan, 1, $2,475. 
'47—Station wagon, 1, $2,150; 1, $2,125. 
'46—SL (8) sedan, 1, $1,750; 1, $1,735. 
*46—(6) sedan, 1, $1,750. 
MISCELLANEOUS 
'38—LaSalle sedan, 1, $300. 
'37—Terraplane sedan, 1, $175. 


PONTIAC, MICH. 


(Capitol City Co. G. H. Rowley, presi- 


dent. Auctions held every Wednesday. 
Prices are for sale of Mar. 10.) 
BUICK 


'41—Special sedan, 1, $910. 
'40—Sedan, 1, $725. 
'39—Coupe, 1, $585. 
CADILLAC 
'41—Convertible, 1, $1,800. 
CHEVROLET 
'47—F™M sedan, 1, $1,640. 
'47—Sedan delivery, 1, $1,400. 
'46—SM sedan, 1, $1,620. 
DE SOTO 
'42—Custom club coupe, 1, $920. 
FORD 
'47—Convertible, 1, $1,965. 
‘41-—Coupe, 1, $690. 
HUDSON 
$105. 
OLDSMOBILE 
'46—(76) (Hydromatie) sedan, $1,725. 
PONTIAC 


’36—Sedan, 1, 


'47—Torpedo (6) sedan coupe, 1, $1,925. 
'47—Streamliner (8) sedan coupe, 1, $1,950. 
'41—Coupe, 1, $710. 
'41—(8) sedan, 1, $1,025. 

STUDEBAKER 
*41—Champion sedan, 1, $530. 


RICHMOND 


(Automobile Auction of Virginia. Sales 
held every Friday. Prices are for Mar. 5.) 
(Market here shows buyers leaning to- 
ward clean cars. Older stocks slipping 

just a little.) 
BUICK 


'48—Super (new) sedan, 1, $2,805. 
'41—Special sedan, 1, $650. 
CHEVROLET 
'48—FL (new) aerosedan, 1, $2,060. 
'47—FL aerosedan, 1, $1,860. 
'46—FM sedan, 1, $1,510; 1, $1,535; 
1, $1,250. 
'41—Sedan, 1, $830. 
'40—Sedan, 1, $570. 
*36—Sedan, 1, $255. 
FORD 
'47—SD sedan, 1, $1,725; 1, $1,650. 
'46—Deluxe sedan, 1, $1,375; 2, $1,410; 
1, $1,430. 
‘39—Sedan, 1, $250. 
'37—Sedan, 1, $105. 
MERCURY 
'46—Club coupe, 1, $1,560. 


NASH 
*46—Ambassador sedan, 1, $1,100. 
OLDSMOBILE 
'41—(76) sedan, 1, $1,000. 
PLYMOUTH 


'47—SD sedan, 1, $1,625. 
'41—Sedan, 1, $780. 
'40—Sedan, 1, $575. 
STUDEBAKER 

‘47—Champion sedan, 1, $1,725. 

MISCELLANEOUS 
'48—GMC half-ton pickup, 1, $1,600. 
'48—IHC half-ton pickup, 1, $1,500. 
'47—Chevrolet sedan delivery, 1, $1,420. 
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TRUCK SECTION 


SPECIAL BOYERTOWN body being made for the R.C.A. Mfg. Co., Camden, N. J., 


for use as a mobile television photographing studio. 


All equipment needed is carried 


inside the body in compartments designed for it and the roof is made so that it can 
be used as an elevated platform, Body bullt by Boyertown Auto Body Works, Inc., 


Boyertown, Pa. 
(Dixie Auto Auction Sales. Auctions held 
every Monday. Prices are for sale of 
Mar. 8.) 
(Market here considered very good on 
late models, fair on others. Eighty-two 
cars sold out of 139 offerings.) 
BUICK 
'48—RM sedan, 1, $2,855. 


'42—Sedan, 1, $900. 
'41—-Sedan, 1, $1,000; 1, $910. 


CHEVROLET 

"48—-F'M club coupe, 1, $2,080. 

'48—FL sedan, 1, $2,235; 1, $2,300; 
1, $2,350; 1, $2,275. 

'48—FM sedan, 1, $2,120. 

'47—FL sedan, 1, $1,770; 1, $1,775; 
1, $1,975. 

'47—SM sedan, 1, $1,660; 1, $1,720; 
1, $1,775. 

'46—-FL sedan, 1, $1,775; 1, $1,700. 

'42—Sedan, 1, $900. 

*41—Convertible, 1, $850. 

*41—Club coupe, 1, $975. 

*41—Sedan, 1, $1,170; 1, $850; 1, $1,025; 
1, $910; 1, $940; 1, $1,100. 

'40—Sedan, 1, $925; 1, $630; 1, $875; 
1, $770. 

'39—Sedan, 1, $820; 1, $800. 

'37—-Sedan, 1, $645. 


CHRYSLER 
'48—Windsor sedan, 1, $2,650. 


DODGE 
'40—Sedan, 1, $675. 
FORD 
'48—SD sedan, 1, $2,095; 1, $2,029. 
*48—SD club coupe, 1, $2,040. 
*48—Convertible, 1, $2,125. 
'47—Sedan, 1, $1,510. 
*47—Club coupe, 1, $1,500; 1, $1,645. 
'46—Sedan, 2, $1,300; 2, $1,350. 
*46—Club coupe, 1, $1,450. 
'41—Sedan, 1, $850; 1, $710. 
*40—Sedan, 1, $1,000; 1, $850. 
*39—Coupe, 1, $600. 
'37—Sedan, 1, $500. 
HUDSON 
'48—Commodore 8 sedan, -1, $2,445; 
1, $2,580 
LINCOLN 
*46—Sedan, 1, $1,700; 1, $2,150. 
'37—Zephyr sedan, 1, $465. 
MERCURY 
*48—Club coupe, 1, $2,180. 
'48—Sedan, 1, $2,190; 1, $2,205; 1, $2,320. 
*48—Convertible, 1, $2,230. 
*46—Club coupe, 1, $1,520. 
*41—Club coupe, 1, $1,100; 1, $1,200. 
NASH 
'47—Sedan, 1, $1,225. 
OLDSMOBILE 
'48—Sedan, 1, $2,600; 1, $2,705. 









hier Model 
Garba 


Anthony Model 


Rock Body 


Anthony 
Farm Hoist 





ge Body 


"'Lo-Dumper 


They Go To 


0-50 Model D-6 Contractor 


Body—Super Hoist 


JIR-14 
Platform Body with Hoist 


Model D-I8 Street Dept. 
and Highway Body 





Anthony ‘Super’ Hoist— 
Heavy Duty. "J" Body 





Lift Gate 


‘Authen 
Unloads Trucks 


Loads- 





ether. 










Anthony Company has simplified the entire problem of 
matching the proper dump bodies with the proper 
sized trucks. It is easier to recommend and sell Anthony 
Hydraulic Products on your trucks because they are built 
to “go together". Write for “Easier Dump Truck Sales". 


ANTHONY CO. 
Dept. D-81, Streator, Ill. 


Distributors Throughout 
America 


. 9 ay 
“Lift Gates” Used 
in 75 Industries 





PACKARD 
'48—Convertible, 1, $3,000, 
: PLYMOUTH 
'48—Club coupe, 1, $2,040. 
41 eer. 1, $870. ! 
—Sedan, 1, $850; 1, . ‘ 
1, $798. $640; 1, $895. 


*41—Coupe, 1, $830. 

PONTI 
*48—Sedan, 1, $2,650. si 
'47—Sedan, 1, $1,850. 
'46—Sedan, 1, $1,775. 
'42—Sedan, 1, $860. 
41—Sedan, 1, $860; 1, $890. 


STUDEBAKER 
1, $2,260; 1, $2,250. 


DURHAM, N. C. 


(Durham Auto Auction. Sal 
saator. Prices are for gale of Mae. "") 

£ arket here shows that spring weather 

a beginning to make itself felt in 
les. Retail sales are picking up and 

prices wholesale and retail have moved 

a ck to previous upper levels. Thirty- 
ght cars sold out of 109 offerings.) 


; BUICK 
'47—Super convertible, 1, $1,825, 
'41—Special sedan, 1,'$1,095. 
'40—Special sedan, 1, $900, 
39—Super sedan, 1, $710. 
CADILLA 
'47—(61) sedan, 1, $3,250. 
CHEV. 
48-—-SM sedan, 1, $2,000" 
47—SM sedan, 1, $1,685. 
'46-—SM sedan, 1, $1,400. 
42—SD sedan, 1, $1,165. 
*41—MD convertible, 1, $1,010 
39—SD sedan, 1, $600. : 
: CHRYSLE 
46—Windsor sedan, 1, $1210. 
DE SOTO 


'48—Sedan, 


*40—Custom sedan, ~ $885. 

: DGE 

46—Custom sedan, 1, $1,620. 
FORD 


'48—SD sedan, 1, $2,050. 
'47—Deluxe sedan, 1, $1,910. 
*46-—-SD club coupe, 1, $1,575. 
*41—Deluxe sedan, 1, $1,045. 
40—SD convertible, 1, $1,075. 











: HUDSON 
48—Commodore 8 sedan, 1, $2,655. 
‘ MERCURY 
46—Sedan, 1, $1,500. 

*47—Club coupe, 1, $1,820. 
*41—Sedan, 1, $1,230. 
41—Convertible, 1, $700. 

7 OLDSMOBILE 
'46—(66) sedanette, 1, $1,650. 
41—(98) club coupe, 1, $750. 

7 PACKARD 
*48—(8) sedan, 1, $2,750. 

40—(8) sedan, 1, $720. 

: PLYMOUTH 
'47—SD sedan, 1, $1,720; 1, $1,840. 
ee sedan, 1, $1,500. 

Deluxe sedan, 1, $780; 1, b 
'39—Sedan, 1, $550. " _ 
, PONTIAC 
*47—(6) sedanette, 1, $2,000, i 
*46—(8) sedanette, 1, $1,775. 
41—(8) sedanette, 1, $1,090. 

2 STUDEBAKER 
47—Commander sedan, 1, $1,850. 


LOUISVILLE 


(Auto Auction Sales. Sal - 
~— ree are for Mar. 9. - oe 
Market here shows new strength w 
much bidding for clean cars. ow — 
cars offered. Prices remaining steady. 
Fifty-nine cars sold out of 117 offer- 

ings.) 

, BUICK 

42—Super sedan, 1, $1,165. 

'39—Super sedan, 1, $600. 
CHEVROLET 

'47—FM sedan, 1, $1,680; 1, $1,715. 

'47—FL aerosedan, 1, $1,900. 

'46—F'M sedan, 1, $1,625. 

'46—SM sedan, 1, $1,475. 

'42—-FL aerosedan, 1, $1,050. 


'41—Sedan, 1, $1,000; 1, $1,130. 
DE SOTO 
'38—Sedan, 1, $520. 
’37—Sedan, 1, $185. 
DODGE 
'42—-Sedan, 1, $850. 
'41—Sedan, 1, $1,160. 
'36—Sedan, 1, $180. 
FORD 
'48-—-SD sedan, 1, $1,875; 1, $1,910. 


'46—SD sedan, 1, $1,195. 
'42—Sedan, 1, $940. 
'41—-Sedan, 1, $710; 1, $765; 1, $850. 
'40—Sedan, 1, $725. 
'36—Sedan, 1, $735. 
NASH 

'46—‘‘600"’ sedan, 1, $1,355. 

OLDSMOBILE 
'47—(78) sedan, 1, $2,430. 
*41—(6) sedan, 1, $1,355. 
'39—(8) sedan, 1, $700. : 
*38—(6) sedan, 1, $250. : 

PACKARD { 
*40—(110) sedan, 1, $400. 
PLYMOUTH 

'39—-Sedan, 1, $575. 
'39—Sedan, 1, $235. 

STUDEBAKER 
*48—Commander sedan, 1, $2,360. 
‘41—Champion sedan, 1, $680. 


(Continued on Page 39, Col. 1) 
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TRUCK SECTION 





MISCELLANEOUS 
'48—Chevrolet %-ton pickup, 1, $1,760. 
'48—International KB6 pickup, 1, $1,900. 
'46—Dodge %-ton pickup, 1, $1,080. 
'46—Chevrolet %-ton pickup, 1, $1,165. 


CORRY, PA. 


(Aikens Motor Sales. Auction held every 
Saturday. Prices are for Mar. 6.) 


CADILLAC 

'47—-Fleetwood sedan, 1, $3,030. 
CHEVROLET 
'46—1%-ton chassis, 1, $1,010. 
'46—F'L aerosedan, 1, $1,700; 1, $1,650; 
1, $1,480. 
'42—Sedan, 1, $1,075. 
'41—FL sedan, 1, $900; 1, $980. 
'40—Sedan, 1, $750. 
DODGE 
'47—-Half-ton pickup, 1, $1,130. 
FORD 

'48—Sedan, 1, $1,900. 
'47—-Sedan, 1, $1,695; 1, $1,460. 
'46—Sedan, 1, $1,405. 
’41—Sedan, 1, $880. 

LINCOLN 
'41—Club coupe, 1, $1,050. 

MERCURY 
'46—Sedan 2, $1,540. 

OLDSMOBILE 

'47—Sedan, 1, $2,200. 


'41—Sedan, 1, $1,080. 
PLYMOUTH 
'47—Sedan, 1, $1,725. 
'41—Sedan, 1, $750. 
*40—Coupe. 1, $480. 
PONTIAC 
'48—Sedan, 1, $2,710. 
'46—Sedan, 1, $1,700. 
'42—Sedan, 1, $1,100. 
'41-—Sedan, 1, $800; 1, $710. 
'40—Sedan, 1, $710. 
STUDEBAKER 
'48-—-Champion convertible, 1, $2,430. 


(Tim Anspach's Dealer Auto Auction. 
Sales every Monday. Prices are for Mar. 8.) 
(Prices unchanged from previous week. 
Supply of °48s scarce. Many buyers. 
Texas taking the majority of new cars 
and trucks. Thirty-three cars sold out 
of 52 offerings.) 
BUICK 
’'48—RM sedan, 1, $3,000. 
'47—RM sedanette, 1, $2,250. 
'42—RM convertible, 1, $1,150. 
’41—-Special sedan, 1, $1,200. 
CHEVROLET 
’47—FM sedan, 1, $1,700. 
'47—FL aerosedan, 1, $1,860. 
'46—SM sedan, 1, $1,350.; 1, $1,310. 
CHRYSLER 
’*47—Windsor sedan, 1, $2,225. 
DODGE 
'48—Half-ton pickup, 1, $1,560; 1, $1,570. 
'40—Deluxe sedan, 1, $635. 
FORD 
"48—SD sedan, 1, $1,960; 1, $1,900; 
1, $1,930; 1, $1,880. 
‘48—SD convertible, 1, $2,190. 
'47—SD tudor, 1, $1,675. 
'46—SD club coupe, 1, $1,490. 
*40—Half-ton pickup, 1, $520. 
MERCURY 
*48—Sedan, 1, $2,130; 2, $2,150. 
NASH 


*41—Ambassador sedan, 1, $690. 
OLDSMOBILE 
47—(98) sedan, 1, $2,240. 
*47—(66) club coupe, 1, $1,860. 
*46—(76) sedan, 1, $1,720. 
PLYMOUTH 
"42—SD sedan, 1, $1,000. 
PONTIAC 
"46—(P6LB) sedanette, 1, $1,760. 
*42—-(8KA) sedan, 1, $1,120. 
STUDEBAKER 
*47—Land Cruiser sedan, 1, $2,100. 
*47—Champion sedan, 1, $1,570. 
"39—-Half-ton pickup, 1, $400. 


HORSEHEADS, N. Y. 


(Horseheads Auto Auction. Sales every 
Friday. Prices are for sale of Mar. 5.) 


BUICK 
*48—Super sedan, 1, $2,420. 
’47—RM convertible, 1, $2,600. 
"46—-Super sedan, 1, $1,835. 
*41—Sedan, 1, $910. 
*40—Sedan, 1, $1,010. 
*39—Sedan, 1, $575. 
CHEVROLET 
"48—Panel, 1, $1,635. 
*47—Panel, 1, $1,370. 
*47—Pickup, 1, $1,480. 
"46—Sedan, 1, $1,410; 1, $1,455; 1, $1,660. 
*41—Coupe, 1, $790. 
*41—Club coupe, 1, $910. 
*40—Sedan, 1, $810. 
"39—Sedan, 1, $580; 1, $705. 
*36—Sedan, 1, $150. 
DE SOTO 
'46—Sedan, 1, $1,600; 1, $1,640; 1, $1,650. 
’40—Sedan, 1, $830. 
DODGE 
*48—Pickup, 1, $1,545; 1, $1,575. 
*46—Pickup, 1, $1,010; 1, $1,040. 
FORD 
"48—Sedan, 1, $1,910. 
*40—Sedan, 1, $600. 
*37—Sedan, 1, $300. 
GMC 
*47—Pickup, 1, $1,185. 
HUDSON 
*46—Sedan, 1, $1,280; 1, $1,300. 
MERCURY 
*39—Sedan, 1, $540; 1, $600. 
OLDSMOBILE 
*41—Sedan, 1, $885; 1, $985; 1, $1,010; 
1, $1,055. 
PLYMOUTH 
*48—Sedan, 1, $2,040. 
*47—Club coupe, 1, $1,660. 
*46—Sedan, 1, $1,375; 1, $1,385. 
*41—Sedan, 1, $735. 
*40—Sedan, 1, $750. 
*40—Coupe, 1, $695. 
*37—Sedan, 1, $285. 
PONTIAC 
*41—-Sedan, 1, $980. 
*41—Club coupe, 1, $1,025. 
STUDEBAKER 
*47—Sedan, 1, $1,590. 
WILLYS 
*48—Panel, 1, $1,425. 
*48—Pickup, 1, $1,150. 


VALDOSTA, GA. 


{Tom Hewitt Auto Auction. Sales every 
Friday. Prices are for sale of Mar. 5.) 
(Market here is good. 129 cars sold 
out of 245 offerings.) 
BUICK 
°47—Super sedan, 1, $2,425; 1, $2,250. 
"47—RM sedanette, 1, $2,050. 
*46—Super sedan, 1, $1,875. 
*40—Super sedan, 1, $700. 


Used Car Auction Prices 


(Contniued from Page 38) 
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CHEVROLET 

'48—F™M sedan, 1, $2,250. 
‘48—FL aerosedan, 1, $2,300. 
'48—%-ton pickup, 1, $1,635. 
'47—SM sedan, 1, $1,775. 
'46—FL aerosedan, 1, $1,700. 
*41—Sedan, 1, $1,050. 

DE SOTO 
'46—Custom sedan, 1, $1,675. 

DODGE 
*46—Panel truck, 1, $725. 
| '41—Sedan, 1, $700. 


FORD 
*48—Super deluxe club coupe, 1, $2,025. 
'48—Super deluxe sedan, 1, $1,935. 
| '47—Station wagon, 1, $1,800. 
'47—Super deluxe club coupe, 1, $1,760. 
'42—Convertible, 1, $1,000. 
*41—Club coupe, 1, $1,065. 
| MERCURY 
'48—Sedan coupe, 1, $2,200. 


| NASH 
'46—Ambassador sedan, 1, $1,250. 
OLDSMOBILE 
'48-—(78) sedanette, 1, $2,650. 
*37—Coupe, 1, $250. 
PLYMOUTH 
'48—Sedan, 1, $1,995. 
'47—Sedan, 1, $1,705; 1, $1,700. 
PONTIAC 
| '48—Convertible, 1, $2,775. 
*47—Torpedo sedan coupe, 1, $2,010. 
*46—(6) sedan, 1, $1,575. 
*40—Sedan, 1, $750; 1, $700. 





'39—(6) sedan, 1, $290. 

| STUDEBAKER 

| '47—Champion sedan, 1, $1,520; 1, $1,550. 
WILLYS 


'47—Jeep station wagon, 1, $1,650. 


Higher Quality 
Reported in Ford 
Engine Blocks 


DETROIT.—The 1949 Ford and 
Mercury cars will have the highest 
quality V-8 engine blocks produced 
in Ford Motor Co. history because 
of new methods and controls es- 
tablished in the Rouge foundry, 
Mead L. Bricker, vice-president 
and director of general production, 
has disclosed. 

First of the projects to be com- 
pleted in the Rouge foundry’s $12,- 
000,000 postwar improvement pro- 
gram was rebuilding of the cylin- 
der block production department, 
Bricker said. 

Working conditions were consid- 
erably improved and properly en- 
gineered operations and scientific 
control guaranteed a better prod- 
uct, he stated. 

Casting cooling lines and knock- 
out vibrating lines were rebuilt, 
Bricker said, and mechanical metal 
handling equipment was installed 
to assure better handling of more 
than a thousand tons of metal nec- 
essary each day for maximum cy- 
linder block production. 

In producing the Ford V-8 cy- 
linder block, 46 separate cores are 
used. Core making and core as- 
sembly use more than half the 
manpower assigned to cylinder 
block production. 

The entire coreroom has been 
rebuilt into another highly mecha- 
nized layout, Bricker said. Ford 
engineers report that adoption of 
many advanced techniques is mak- 
ing it possible to produce the best 
core in the foundry’s history. 

Core scrap has been reduced to 
less than 5 percent and the quality 
of castings produced with these 
cores has been improved, it was 
stated. Salvage on blocks is less 
than half what it was in prewar 
days and scrap losses also have 








been reduced, according to Ford. 


Compensation 
C of C Booklet Summarizes 


Laws on Benefits 


WASHINGTON.—A booklet de- 
signed to answer questions con- 
fronting employers and business 
concerns in connection with work- 
men’s compensation coverages has 
been issued by the insurance de- 
partment of the U. S. Chamber of 
Commerce. 

Entitled “Analysis of Workmen’s 
Compensation and Discussion of 
Coverages,” the document is de- 
signed for businessmen required to 
pay out cash for premiums on 
such policies. 

Set out in some 14 charts in 33 
pages are the death benefits, the 
percentage of wages, maximum 
amounts payable, the administra- 
tive procedure, the coverages, and 
the like, by states. The charts di- 
gest pages of laws into easy-to- 
read statements. 

The booklet, which can be placed 
in a letter-size file, can be ob- 
tained from the Chamber of Com- 
merce of the United States, Wash- 
ington 6, D. C. 











Telephone Is Installed 


On Hatcher Wrecker 


FORT WAYNE, Ind.—To pro- 
vide quicker service on towing 
calls, Hatcher Motors, Inc. 
(Ford), 500 W. Main St., has in- 
stalled a telephone on its heavy- 
duty wrecker. Calls to the office 
for towing service now can be 
sent without delay to the 
wrecker wherever it may be. 





Supreme Court 
Outlaws Patent 


Cross-Licensing 


WASHINGTON.—The U. S. Su- 
preme Court last week rendered a 
decision which outlaws cross-li- 
censing of patents to maintain 
minimum prices. 

The ruling was passed down in 
separate cases involving 12 elec- 
trical companies and six gypsum 
manufacturers accused of violat- 
ing anti-trust laws in their use of 
patent rights to fix prices. 

Although mutual patent deals 
were voided, the decision did not 
upset an earlier opinion which per- 
mits a single patent holder to 
license the use of his patent on 
condition that a minimum sales 
price be maintained. This is known 


|as the 1926 General Electric case. 


However, the 1926 opinion was 
attacked by four Supreme Court 
justices who urged that the court 
“should take the initiative in elim- 
inating” the doctrine set up in the 
1926 case which “inverted” the 
constitutional provision which al- 
lows inventors the “exclusive right 
to their discoveries.” 


Truckers From 3 States 


Plan Safety Councils 


CHICAGO. — An organizational 
meeting to establish the first state 
safety advisory councils for the 
trucking industry was held here 
March 9, according to G. D. Son- 
theimer, director of the department 
of safety, American Trucking Assn., 
Inc. 


Representatives of Illinois, Indiana 
and Michigan motor carriers par- 
ticipated in the meeting. A safety 
advisory council for each state and 
the District of Columbia has been 
recommended by ATA’s executive 
committee. 





Give motorists extra tire service and you won't 
need a mind-reader to find out. 
themselves how much they like it by giving you 


more business. 


Tell motorists how to make tires last longer. 
Explain the double protection two seals give. The 
core checks air in the valve. The cap seals air in, 
keeps dirt out—it’s guaranteed air-tight up to 250 


Schrader 


PRODUCTS 


CONTROL THE Air 











JOE D. HUGHES, INC., Corpus Christi, 


Tex., specializes in oll-field transportation 


and for some of the toughest and biggest hauling jobs purchased one of the recently 


announced W-6564-OH Western Internationals. 


This big truck is of 318-inch wheelbase 


and is equipped with 80-ton Tulsa winch and flat-bed oll-field service body with cab 


protector. 


W. F. Gass, general superintendent of the Texas division of Hughes (without 


hat), with his Corpus Christi yard foreman, I. J. Duke, talking to one of his drivers, 


Jim Brown, 





Chevrolet F leet Sales Parley 1 


Accents Customer Relations 


DETROIT.—Chevrolet’s national 
sales training conference for zone 
fleet managers recently served to 
drive home the necessity for spe- 
cialized knowledge of vocational 
and transportation requirements of 
fleet users and for close customer 
relations. 

“It is your prime responsibility 
as fleet transportation specialists 
to pre-sell the customer on the 
superiority of Chevrolet products,” 
T. H. Keating, general sales man- 
ager, told an opening session. 

“We also want to keep him a 
satisfied customer. This can be ac- 
complished by following through 
in your contacts to see that he 
obtains the superior service that 
we know our products can de- 
liver.” 

The meeting drew 30 field repre- 
sentatives from regions through- 
out the country and a five-day 
program reviewed the fundament- 
als of fleet sales specialization and 
plans for the future. 

Sessions were directed by sales 
and service experts from the cen- 
tral office and included intensive 
training on new passenger cars and 
trucks. 

“Only by knowing your product 
and its adaptability to every fleet 
users needs,” said Emmett P. 
Feely, manager of the national fleet 
department, in sounding the key- 


They’ll tell you 





note, “will you be able to ‘Serve 
Fleet Users Best to Keep Chev- 
rolet First.’” 


McQueen to Head 
Distribution Group 


AKRON.—Appointment of L, A. 
McQueen, vice-president in charge 
of sales at General Tire & Rubber 
Co., as chairman 
of the National 
Distribution 
Council has been 
announced by 
Secretary of 
Commerce W. 
Averell Harri- 
man. In another 
appointment, Mc- 
Queen was named 
to the Inter-In- 
dustry Highway 
L. A. MeQueen Safety Commit- 

tee. 

The National Distribution Coun- 
cil represents a voluntary effort 
on the part of business to work 
with government in encouraging 
sales, advertising and promotional 
programs designed to keep con- 
sumption in balance with produc- 
tion. 


‘‘Dealers Tell Me’’ by John O. Munn is 
an open forum for the expression of deal- 
ers’ opinion. 


Ibs. pressure. Then sell a Schrader Gauge—to every 
customer—as the only accurate way to check his 
tire pressures between regular inflation stops. 


Schrader advertisements in national consumer 


THE COMPLETE LINE—One Source One Responsibility 


Tire Volves, Valve Caps, Valve Cores, Tire Pressure 
Gauges Chuck Gauges, Couplers, Blow Guns, Air Chucks, 
Vulcanizers, Service Tools, Hose Fittings, Spark Plug 
Pumps, Accessories. 


VALVE CORE 


and farm magazines tell tire owners to buy these 
products from YOUR DISPLAYS. This means 
more business, quicker turnover and bigger profits 
for you. Order from your regular supplier today. 





VALVE CAP 








A. SCHRADER’S SON, Division of Scoviil Manufacturing Company, incorporated, BROOKLYN 17, N. Y. 
World's Largest Manvfacturer of Tire Valves, Gauges and Accessories 





RE cs: 


ICC Is Requested 


To Drop Hearing 


WASHINGTON. — The American 
Trucking Assns. has requested can- 
cellation of an Interstate Commerce 
Commission hearing scheduled for 
April 6 to consider revision of a 
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single rule in its motor carrier regulations. 


safety regulations which prohibits 
any person from driving a motor 
vehicle subject to ICC jurisdiction 
if he has suffered the loss of a foot, 
leg, hand or arm. 


Peter T. Beardsley, ATA attorney, | Bend. 





NOW YOU CAN CONVENIENTLY 
SELL STAKE ATTACHMENTS AT 
A PROFTT! 


PACKAGED Like | 


AN ALL STEEL 
STAKE ATTACHMENT 
FOR PICK-UP TRUCKS! 


Stake attachments are essential to every pick-up owner for 
hauling bulky loads, and especially to the farmer for hauling 
livestock and cattle. The stake attachment is strong, long- 
lasting, easy to clean and requires only about five minutes 
time to remove or replace. 


MR. DEALER—Here is your chance to open up a new source 
of profit. Every owner of a pick-up truck is a prospect. Place 
your order now for a supply so you can equip your pick-up 
trucks before delivery. 


Individually engineered for all % and % ton popular make 
late model pick-up trucks. Order direct from our factory for 


Chevrolet, Dodge, G.M.C., and International. For Willys-Jeep, 
order from your distributor. Be sure to specify make and 


model number. 





ARE Bi) GRANITE MFG. CO.INC.MOUNT AIRY. NC. 


STEEL STAKE ATTACHMENTS e@ FARM WAGONS e TRUCK AND 


TRAILER ACCESSORIES 






pointed out in a letter to W. P. 
Bartel, ICC secretary, that it was 

understood formal hearings will be 
conducted by the commission some 
time this year on the need for 
revision of all of the safety regula- 
tions. He suggested the need for 
amending a single rule could best 
be considered along with the need 
for amendments generally to all the 


H. 8S. Driggs and A. E. Smith jr., 
have been added to the new-car 
sales staff of Scherman-Schaus- 
Freeman Co. (Studebaker), South 















16 Liberty Street 









INSURANCE 
for FINANCED AUTOMOBILES 


> 


AMERICAN AUTOMOBILE RISKS INCORPORATED 


New York 5, N.Y. 


United States Automebile Managers 
RHODE ISLAND INSURANCE COMPANY 


Surplus to Policyholders, Jan. 1, 1947 $3,019,862.79 













_TRUCK SECTION 
































U.C. Dealer Loses | 
Iowa License 


In. Crackdown 


DES MOINES.—Iowa, which has 
been conducting a definite cam- 
paign against the sale of new and 
used automobiles by unlicensed 
dealers, last week resorted to a 
seldom-used section of its motor 
vehicle law in an effort to finally 
stop sales by a particularly bother- 
some unlicensed dealer. 

The new method used was that 
of suspension of the used-car deal- 
er’s license. The suspension carries 
the additional proviso that the 
state will not even consider lifting 
it until a district court decree has 
enjoined the offender permanently 
from selling new motor vehicles. 

The suspension by Public Safety 
Commissioner Alfred W. Kahl was 
invoked against George Mickel jr., 
operating as Mickel Motors, Har- 
lan, Ia. 

The state previously had haled 
Mickel into court five times on 
charges of selling motor vehicles 
without a license. Following a con- 
ference with him the state issued 
him a used-car dealer license. Such 
licenses do not permit the sale of 
new cars. 

The suspension order was based 
on several charges filed against 
Mickel by public safety department 
field men. These charges, filed with 
Commissioner Kahl, claimed that 
Mickel advertised “new” cars for 
sale when in fact they were slight- 
ly used cars; failed in at least three 
instances to give purchasers cer- 
tificates of title or state registra- 
tion forms at the time of sale and 
loaned them state license plates 
from some other cars, and failed 
to list cars brought in from out- 
side the state with the county 
treasurer within 48 hours as the 
Iowa law requires. 

Kahl, commenting on the case, 
said: 

“The Mickel case is something 
of a test one with us and was 
instituted both to stop Mickel from | 
selling new cars without a new 
dealer’s license and to warn him 
and other possible dealer-violators 
that the state means business in 
its current drive against the sale 
of either new or used cars by un- 
licensed dealers.” 


AUTO TRUCK EQUIPMENT CO. 


Builders of New Streamlined 
POWER WRECKERS 


FOR ANY MAKE CHASSIS AND ANY CAPACITY 


UICK DELIVERY 


PRICES QU D ON YOUR OWN BODY DESIGN 





AUTO & TRUCK DEALERS, WRITE FOR YOUR 
AUTO DEALER DISCOUNT 


DISTRIBUTORS WANTED 
AUTO TRUCK EQUIPMENT CO. 


Here's How 
Fisher Body Gives Advice 
To Model Builders 


ST. LOUIS.— About 6,500 St. 
Louis boys, who want to be auto- 
mobile designers, have begun to at- 
tend meetings at the local Fisher 
Body Co. plant as a preliminary 
to a $65,000 scholarship and award 
competition. 

More than 1,000 boys, all mem- 
bers of the Fisher Body Crafts- 
man’s Guild, were guests of the 
plant and were shown movies tell- 
ing how to construct model cars. 
Gordon Drummond, model car 
technical expert of Detroit, lec- 
tured to the groups. 

The boys must design and build 
models of their concepts of the 
cars of tomorrow. National, state 
and regional awards will be given 
for the best models received, in- 
cluding eight university scholar- 


ships. 


8300 LYNDON DETROIT 21 HO. 9040—1-8268 
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Crosley Dealer Faces 


Suit in Repossessed Car 

DETROIT.—A suit has been 
filed against Belanger Motor 
Sales (Crosley-Willys) and Na- 
tional Discount Corp., seeking 
to compel the defendants to ad- 
here to a sales agreement the 
auto firm allegedly entered into 
with Robert Brandon in the 
purchase of a new Crosley 
which was repossessed. 

Brandon asserts that he was 
informed that he would be re- 
quired to pay off the balance of 

at the rate of $36 

a month for 24 months. Later, 
he charged, he was notified by 
the discount firm that his note 
had been transferred to it and 
that he must pay $58.50 per 
month for 15 months. 

Ballenger allegedly told Bran- CHATTANOOGA 2 
don, “ll take care of it” but PAL ald Sipe dh ahah i 
the plaintiff’s car was repos- 
sessed Jan. 29. Brandon seeks 
an order preventing the sale of 
the car, return of the car and 
adherence to the original con- 
tract. 
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Coal Tieup Perils Steel Output . . 7 
‘Routine’ Strike Threats 


Hit Chrysler, Ford 


(Continued from Page 1) 


wage issues. General wage de-|for a 30-cent-an-hour wage in- 

mands precipitated the Chrysler|crease and other fringe conces- 

action, while the Ford unionists | sions. 

were protesting the termination of * ¢ # 

paid lunch periods. UTHORITY to call a strike was 
Norman R. Matthews, the UAW’s demanded by Ford Rouge Lo- 

national Chrysler director, an-| C41 600, the largest union local in 


nounced filing of a strike notice 
with the National Mediation and 
Conciliation Service. 

Matthews indicated the notice 
was a routine move, taken in 
conformity with the Taft-Hartley 
law as a safeguard in case the 
Chrysler wage negotiations de- 
velop into a stalemate. 

The Taft-Hartley law requires 
such a strike notice within 30 days 
of the original request by a union 
to reopen the contract. No strike 
can begin earlier than 60 days 
after the original notice. . 

All Chrysler local unions were 
ordered by Matthews to begin tak- 
ing strike votes if they have not 
already done so. 

Wage negotiations between the 
UAW and Chrysler were scheduled 
to resume this week. The talks 
began Feb. 27 following receipt by 


the world, in the wake of the com- 
pany’s abolition of 20-minute paid 
periods for lunch. 

Thomas Thompson, president of 
the local, denounced the company’s 
action as he forwarded the strike 
request to the UAW International 
executive board. 

Ford dropped the lunch pay 
for workers in Detroit area 
plants after Dr. Harry Shulman, 
Ford-UAW umpire, rejected the 
union’s request that it be con- 
tinued. 

Thompson asserted that the um- 
pire’s decision against paid lunch- 
time “did not give Ford authority 
to drop this pay without negotiat- 
ing with us first.” He asked the 
company for “immediate negotia- 
tions.” 

The company estimated that abo- 
lition of the lunch pay would re- 
sult in a saving of about $8,000,000 


the corporation of union demands 


PT 
peEOPLE 


a year. Ford workers were the 

only hourly-rated employes of any 

major auto producer to receive 

lunchtime pay, a company spokes- 

man said. The practice was started 

at Ford in 1941. 
* * * 

ENERAL MOTORS and the 

UAW were to continue their 
wage and contract negotiating ses- 
sions this week. Meetings between 
the company and the unions were 
held daily last week. Expiration 
date for the GM _ contract is 
Apr. 28. 

The union also last week served 
its 1948 wage demands on Briggs 
Mfg., body builder for Chrysler 
Corp. and Packard. The latter 
company has.already been notified 
of the union’s desire to renego- 
tiate wage scales. 

The soft-coal miners began 
their strike in support of John 
L. Lewis’ demand for $100-a- 
month pensions for his 400,000 
constituents in the United Mine 


Workers. 
Lewis voiced dissatisfaction with 


pl 


oer 
ANY ONE 
OF 16 STATES 









1,369,015 


1945 Estimate 


BUFFALO 






| 
AND THE 


' the “delay” in setting up of the 
retirement system. The UMW chief 
8 COUNTIES wants the pension plan to be 





financed from the 10-cent-a-ton 
royalty fund which the mine oper- 
ators have established in conjunc- 
tion with the union. 

Meanwhile, even if President 
Truman should move to obtain a 
Taft-Hartley injunction against 
Lewis, there was some question 
whether a court could find any- 
thing to restrain. Lewis’ contract, 
signed by the coal industry last 
July 8, provides only that the min- 
ers should work as long as they 
were “able and willing.” 

If the President is to utilize the 
Taft-Hartley law in the miners’ 


BEST COVERED BY THE 


Bole yess 


Western New York’s Only 
Morning and Sunday Newspaper 
Representatives: 

OSBORN, SCOLARO, MEEKEK & CO, 


can request a_ strike-restraining 
injunction for a 60-day period fol- 
lowing the board’s report. 





dispute, he must first appoint a) 
fact-finding board. The government | 





Wage Raise Ends Strike 


At 4 Haulaway Firms 

CINCINNATI. — A strike of 
170 AFL teamsters against four 
auto haulaway companies ended 
last week after the drivers 
agreed to wage increases of 4% 
to 1 cent per loaded mile for 
over-the-road drivers and 15 
cents an hour for hourly-rated 
workers. 

The walkout, which lasted 18 
days, involved Anchor Motor 
Freight Lines of Cleveland and 
three Detroit-based firms—Com- 
plete Transit Co., Commercial 
Carriers and Haulers Co. and 
E. & L. Transportation Co. 


Greene Named 
By Ferguson 


DETROIT.—Appointment of Rob- 
ert W. Greene as tractor plant 
superintendent for Harry Ferguson, 
Inc., has been announced by Horace 
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Drenza, dealer, Cleveland; A 


Fowkes, dealer, Akron; Jerry Kahler and Wilder 


41 


the 
verti : (left to right) O. bertson, 
dealer, Columbus, 0.; Glenn aa a dl Meadville, Pa.; R. eon Cleveland? 8. J. 


Office manager, Cleveland; Herbert 
K. Breckenridge, Kenyon & Eckhardt. 





D’Angelo, executive vice-president. 

Greene will assist in establishing 
and directing production for the 
new Ferguson tractor to be built 
at the company’s new tractor plant 
in Ferguson Park, Detroit, and will 
work directly under Nils H. Lou, 
tractor plant manager. Greene joins 
Harry Ferguson, Inc., after 25 years 
with Ford. 


Wyoming Truck Assn. 


Alters Parley Dates 

CASPER, Wyo. — (UTPS) — The 
annual convention of the Wyoming 
Trucking Assn., originally sched- 
uled for March 26-27, will be held 
here April 2-3. 

The change in dates was made 
because March 26 is Good Friday. 





ROUIZAN WHITE -TR 


This modern truck 
headquarters in 
Oakland, Calif., is 
the home of Routzan 
White Truck Sales. 
Right: L.W.Routzan, 
owner, Joe Abrew, 
manager, E. Reisers 
and E. A. Theile, are 
shown, left to right, 
in their complete 
parts department. 





Another ) 
Truck Headquarters... crOWS 


L. W. ROUTZAN, of Oakland, California, 
like many other White Distributors and 


}CK SALES 


coming back because of Preventive 
Maintenance and because of White 


+. + * . . 

Dealers, has doubled the size of his Guaranteed Parts,” Mr. Routzan reports. 

= labor developments last | Truck Headquarters because his grow- Mr. Routzan has 20 years of experi- 
ence in the automotive industry. His 


ing business made it necessary. 


1. Federal District Judge Ben 
Moore, in Washington, upheld CIO 
President Philip Murray’s conten- 
tion that the Taft-Hartley law’s 
ban against political spending by 
unions was unconstitutional. The 
government said it would appeal 
directly to the U. S. Supreme Court. 

2. The Automotive & Aviation 
Parts Manufacturers Assn. estimat- 
ed, after a survey, that auto parts 
plants last year paid out more 
than 12% cents an hour in “fringe” 
wage concessions to workers. Such 
benefits, it was stated, include va- 
cation pay, holiday pay, bonuses, 
- pire pension fund fees, etc. 
eee eee 3. UAW President Walter P. 

Te Reuther announced that a UAW- 
a ie HF DETROIT CIO forging council, consisting of 
locals whose jurisdiction includes 

SQUARE 
























forge shop workers, will shortly 
be established. 

4. General Motors opened wage 
negotiations with the United Elec- 
trical Workers-CIO, covering more 
than 30,000 GM workers. 


CADILLAC 


WE BIOCK FAS 





Enlargement of his modern shop facil- 
ities and complete parts department has 
enabled Mr. Routzan to take care of ex- 

anded truck sales and service business 
in a more efficient way than ever before. 

“We are glad to report that our truck 
business only starts when we sell a Super 
Power White Truck, for our customers 
not only are sold on White, they keep 





experience with White Super Power 
during the past five years has emphasized 
the opportunities for White in the busy 
Oakland area. 

White Super Power—first choice of 
the leaders—means more business for 
L. W. Routzan in Oakland... and for 
White Distributors and Dealers from 
coast to coast... year after year. 


THE WHITE MOTOR COMPANY « Cleveland 


Builders of the complete line of White Super Power Trucks, city and 
intercity coaches, Safety School Busses and the famous White Horse 


For more than 45 years the greatest name in trucks 


This advertisement appears in Automotive News, March 15 and N. A. D. A. Magazine, April, 1948 


CL-4371 
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| unselfish and deeply appreciated 


Macauley | service.” 


| Christopher paid further tribute 
to the retiring directors by em- 
phasizing their important role over 
the years in Packard’s develop- 


(Continued from Page 1) 


tor responsibility. Mr. Parker 
submitted his resignation last 
November, due to illness and on 
the advice of his physician. They 
have given many years of loyal, 


ment. 











AMERICAN’S 





FLAGSHIPS 


Call now for reservations 


AMERICAN A/RLINES 


AMERICAN AIRLINES, INC. « AMERICAN OVERSEAS AIRLINES, INC. 





ey IT. 
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Specialists in Manufacturing 


to Customers’ Specifications 
7 


MAIN OFFICES: WILLOUGHBY, OHIO 
St CRMs sle Sey ei mb ee ie oer ah th ee od 


CTORIES: WILLOUGHBY, OHIO « CONNEAUTVILLE. PA LONG BEACH ¢ 





DEALERS AND THEIR EMPLOYEES ARE TALKING ABOUT ' 


, The Newest Jiem in the Industry ’ 


g THE AUTOMOBILE DEALERS PERSONNEL & FUNCTIONAL 4 
ORGANIZATION CHARTS 
§sHOWs THE DEALER HOW to increase employee efficiency; properly delegate 3 
responsibility; facilitate financing; foster greater ESPIRIT DE CORPS. SHOWS , 
§ EMPLOYEES the essential duties of their job; aids in training for advancement; 
provides positive direction; increases employee earning capacity. The charts ares 
e suitable for framing for your office. Fits all dealerships. Size 18'' x 22’’. 
i IMPLEMENTS DISCUSSIONS AT ALL EMPLOYEE OR STAFF MEETINGS. t 
ENHANCES PRIDE IN YOUR ORGANIZATION. 
z PRICE, $10.00 COMPLETE (10) g 
Edited by FLOYD L. HOFFMAN, Certified Public Accountant 
t CLIP THIS COUPON AND SEND CHECK TO: i 
AUTOMOBILE DEALERS BOOKKEEPING & ACCOUNTING SCHOOL, INC. 
' 30 N. LaSALLE 8T., CHICAGO 2, ILLINOIS : 
We will mail C.O.D. in United States and purchaser pays all postage. 1 
' Return in 10 days if not satisfied. 
«~ 











“For example, in 1916, when Mr. 
Macauley became president, Pack- 
ard had total net worth of $25,- 
038,416 and working capital of $13,- 








000,000. At the end of 1947, the 
company’s total net worth was 
$60,512,000 and working capital, 
$34,741,499,” he said. 
* * * 
wee joined Packard as 
general manager April 11, 
1910. He was appointed vice-presi- 
dent three years later and became 
a director May 10, 1915. When he 
was named president in 1916, he 
retained the office of general man- 
ager. In April, 1939, he advanced 
to chairman of the board. 


Macauley also was prominent 
in industry affairs for many 
years. He was president of what 
now is the Automobile Manufac- 
turers Assn. from 1928 to 1945, 
when he retired from that post. 


Bodman, member of the Detroit 
law firm of Bodman, Longley, 
Bogle, Middleton & Armstrong, has 
been a director and general coun- 
sel since Oct. 31, 1917. 


Parker has served in various 
capacities for over 38 years—since 
Oct. 1, 1909, when he joined the 
company as a shop trainee. He be- 
came a director in 1931. He con- 
tinues his service with Packard 
as general manager and co-part- 
ner of the Packard distributorship 
in Philadelphia, which position he 
has held for over 25 years. 

Christopher said names of the 
three successors are being pre- 
sented for stockholders’ considera- 
tion in proxy notices now in the 
mails. The company’s annual meet- 
ing will be held in Detroit Apr. 19. 


Besides Christopher and the new || 


directors to be elected next month, 
other members of the board are 
Col. J. G. Vincent, vice-president 
of engineering; James McMillan, 
director of the Detroit Bank, and 
Hugh J. Ferry, vice-president, sec- 








retary and treasurer. 


Orders for Buicks 
At Record High, 


Curtice Reports 


KANSAS CITY.—Harlow H. Cur- 
tice, Buick general manager, re- 
ported last week that orders for | 
new Buicks were “at record levels 
—and climbing steadily.” 

Curtice told a meeting of 250 
Buick dealers that “public demand 
for Buick cars is greater today 
than at any time since the war.” 


W. F. Hufstader, the division’s 
general sales manager, and Curtice 
were on a 12-day tour of the nation 
to discuss factory sales, manufac- 
turing and engineering plans with 
dealers in western states. They 
were scheduled to address meet- 


TRUCK SECTION 


Alester in a meeting of dealers from 


125 Oklahoma Members the southeast section of the state. 
Principal speaker for the evening 


Assemble at Parley was U. S. Rep. Carl Albert, who dis- 

OKLAHOMA CITY.—About 125 | cussed the need for a national road 
members of the Oklahoma Automo-/| program and ways and means of 
bile Dealers Assn. assembled at Mc- |improving the national economy. 








Are You Realizing 


MAXIMUM 
COMMISSIONS 


On Automobile Finance Insurance? 


poe the year 1947 Resolute Fire Insurance Company’s pre- 
mium writings exceeded $5,500,000 . . . with the average 
commission earned by automobile dealers throughout the coun- 
try in excess of 35%. A still greater volume in premium writings 
is expected in 1948. 


As vehicle production has increased, so has the demand for 
automobile fire, theft and collision insurance under the Resolute 
Plan. All evidence points to a substantial increase in commis- 
sions during 1948—and our stepped-up facilities for writing 
automobile finance insurance have been planned to hasten the 
gratifying up-curve of profits in this type of insurance. 


Millions of dollars have been earned by car dealers writing 
fire, theft and collision insurance in 1947. Many millions more 
will be earned in 1948. In fact, it is predicted by many of the 
foremost authorities that, with a return to normal conditions, 
dealers financing their own time-sales will earn more on their 
financing and insurance than on their automobile sales business. 
This was true prior to today’s sellers’ market—and will be true 
again sooner than most automobile dealers realize. 


The income to be derived from fire, theft and collision insur- 





ance is good news for car dealers looking for additional profits. 


Any dealer who finances his own time-sales or has a Dis- 
count Plan with a bank or finance company can qualify under 
our plan, provided he can be licensed. Automobile dealers can 
now be licensed as insurance agents in all but 7 states through- 
out the United States. 


If you are interested in the additional profits available from 
the insurance business, write, wire or phone for complete 
details without obligation. 


RESOLUTE FIRE INSURANCE COMPANY 


88A CHAPEL STREET HARTFORD 3, CONN. 
A New England Stock Company Chartered in 1926 








ings in St. Louis and Chicago be- 
fore returning to Flint. 

Curtice forecast that Buick would 
produce approximately 300,000 cars 
this year, an increase of 15 per- 


cent over the 1947 output of 267,830 


units. 

Buick has facilities to produce 
more than 500,000 cars annually, 
Curtice said, but the “inadequate 
supply of sheet and strip steel is 
the limiting factor to increasing 
production to near-capacity levels.” 

Terming 1947 a “successful and 
profitable year for all dealers,” 
Hufstader stressed the need for 
dealers to continue to “create and 
maintain good, friendly relation- 
ships with the public.” He re- 
viewed Buick’s sales plans for 1948 
and 1949. 


Nash Boosts Kipp 


In Denver Zone 


DETROIT.—J. B. Kipp has been 
appointed Nash zone manager in 
Denver, it is announced by H. C. 
Doss, vice - presi- 
dent in charge of 
sales. He succeeds 
H. S. Baker, who 
was named _ re- 
cently as zone 
manager at Cin- 
cinnati. 

Kipp entered 
the automobile 
business in 1930 
with General Mo- 
tors. He joined 
é. B, Eup Nash in 1939 as 
Kansas City district manager. Un- 
til his present appointment, Kipp 
was assistant zone manager in 
Denver. 





To feel the pulse of the auto industry, 
consjstent reading of AUTOMOTIVE NEWS 
is necessary. 
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Every STUR-DEE you see on 
the road represents a sale 
Ee and every sale represents a 
profit to some dealer. Are 
you getting your full share 
of this business? Write for 
details, prices, discounts. 
Voltz Bros., Inc., 2520 
Indiana Ave., Chicago 16. 





WORLD'S MOST WIDELY USED 
BECAUSE THEY OFFER THE MOST 


'" Practical Protection 
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, Car, Truck Output Estimates leading steel companies. 
ng . Steel firms last week were said 
a By Automotive News to be assuring their customers that 
A deliveries late in 1948 will be on a 
of P ASSEN GER CARS normal schedule, because new steel 
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With The New 
4‘ Weinfurtners Incorporate os h 
; Weinfurtners Lincoln Mercury out west ROCKFORD 
; Sales, Inc., Ashland, Ky., — (Continued from Page 1) 
$100,000, has been incorporated by| cars, although the junkers are still 
Carl, Frank, Louis jr. and Walter | (4's: although the j PICK-UP LOADER 
j Weinfurtner. * * * 
4 But the short-range picture does 
> not worry dealers in the South- See Our Exhibit at 








; rust. Precision engineered to fit. appliances that are hard to sell. 
| : Write for folder, prices, details. Dealers don't believe they can AUTOMOTIV 
; CARSON MACHINE legislate a monopoly for them- IND USTR iE 





Easy to Install! west; it’s the long-range that 
CARSON CARCRAFT] | roubles them. CHEVROLET TRUCK EQUIPMENT SHOW 
Here’s where factory policies 2. 
JEEP BODY come | for considerable going CHICAGO, NAVY PIER, MARCH 23-26 


Enthusiastically Received 
By Jeep Owners 


Means an attractive profit for you. 
Jeep owners everywhere prefer the 
Carcraft Body. Designed for year 
‘round comfort. Streamlined, sturdy, 
provides more driving safety. Com- 
plete vision, Du-Plate safety glass 
windows. Body fits perfectly, will 
last as long as the Jeep. Self- 
locking rear door. 


© Installs in 2 hours 
© Wt. less than 100 Ibs. 


Strong re-inforced aluminum body 
reduces vibration. No corrosion or 


AND SUPPLY CO. 


200 S.E. 29th St. Box 4547 
OKLAHOMA CITY 9, OKLA. 


over, this writer found in his dis- 
cussions with dealers in _ four 
states. 


“We have no protection under 
the present one-way factory con- 
tracts,” dealers complain. “We 
know the top factory officials 
usually are fair, but it’s the field 
men we do business with that 


Many dealers complained that 
they had been promised extra al- 
lotments of new cars if they built 
new dealerships to meet factory 
specifications, only to get fewer 
cars in many instances. 

“Most of our extra cars go to 
the new dealerships being set up 
around our cities,” the dealers say, 
adding that “these new dealers 
will probably stay in business only 
until the pace gets hot.” 

“Undercover cuts” in discounts 
also enrage dealers, it was found. 
These include recent reduction 
in parts discounts, and the rais- 
ing of retroactive-discount quo- 
tas. Other beefs are forcing of 
obsolete parts on dealers, along 
with “sideline” accessories and 


selves, but they point with pride 
to their past legislative accom- 
plishments. 





To feel the pulse of tl the auto industry, 
consistent reading of AUTOMOTIVE NEWS 
is necessary. 











the loader 


on dealerships and 


1008 OAK STREET 


One man, using the Rockford Pick-Up Loader, 
can raise or lower loads up to 600 Ibs. in less 
tahn one minute. Heavy bulky packages, stoves, 
refrigerators, castings, drums, and music or coin 
operated machines can be delivéred promptly 
with no delays necessary to find extra help for 
lifting or loading. 


Easily installed on any model pick-up or ex- 
press truck. Platform rides level at all times. 
When pressure on the crank handle is released, 


loader is furnished in 2 sizes: 
48” wide or 54” wide. 


Send for catalog sheet F322. For information 






























stops and will not slip, tilt or shift. 
27” deep by 








distributorships, write 






























DE KALB, ILLINOIS 
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QUALITY ACCESSORIES... 


ood Pm yer, 
VIAL Tm A meat 


200,000th Vehicle 
Slated for K-F’s 
Driveaway Week 


WILLOW RUN.—A feature of 
the mass driveaways which are 
to be held at Kaiser-Frazer’s Wil- 
low Run plant this week will be 
the production of the 200,000th 
automobile to be built since K-F 
began volume output 18 months 
ago. 

Nearly 4,000 K-F dealers are 
scheduled to take part in the five- 
day spring sales program, begin- 
ning today (March 22) and lasting 
through Friday. 

Each day, groups of about 800 
dealers will arrive at Willow Run 
in the morning, tour assembly 
lines, have lunch, and meet later 
with Henry J. Kaiser, chairman, 
and Joseph W. Frazer, president, 
in business sessions. 

The dealers will leave for their 
homes in caravans after taking 
delivery of completely equipped 
Kaisers and Frazers. 

Another feature of the drive- 
away sessions will be the formal 
opening of the K-F retail customer 
driveaway building, established for 
the convenience of dealers’ cus- 





GRILLE 
GUARDS 


@ HEAVIER @ MORE DURABLE @ BETTER LOOKING 


They’re in demand, because they’re better—and bigger! Handsomely designed— 
TO FIT ALL MAKES OF CARS ... 13 gauge steel tubing, 1% inch diameter! 
ALSO—EXTRA HEAVY GUARDS FOR CHRYSLER CARS, 1% inch diameter ... with 
special sleeve to cover connections. 


flee 


HEAVY CHROME tomers who might wish to com- 
bine their vacations with taking 
PLATED delivery of a new car, less trans- 


portation charges. 


GRAVEL 
DEFLECTORS 


FOR ALL CHRYSLER MAKE CARS 


@ Extra Large for Protection 

@ Fits Perfectly to Fender Contour 

@ Heavy Gauge Steel, Chrome Plated 
A fast moving item, one that sells on sight. Carefully 
engineered to fit perfectly to fenders, its heavy gauge 


steel construction will give years of service under any conditions. And the heavy 
plated chrome finish will really stand: up. Priced right — to sell quickly. 


Dodge Organizes 
Continuous Sales 


* s om = 

Training Clinic 

DETROIT.—A continuous sales 
training program has been set up 
by Dodge division for the passen- 
ger-car and truck divisions, it was 
announced last week by E. C. 
Quinn, general sales manager. 

Quinn said that Lloyd J. White 
will supervise the comprehensive 
program which will include the 
selection of qualified personnel, 
both product and sales training 
among home office personnel and 
field staffs, and assistance to Dodge 
dealers in their training work. 

White has been associated with 














IMMEDIATE DELIVERY ... WIRE OR WRITE TO 


ee ee 


1401 WEST NINTH ST. CLEVELAND 13, OH!O 


management during the last two 
years. Prior to that he did training 
work with war industries and pro- 
motional work with a major farm 
machinery manufacturer. 

Quinn announced that Edward 
A. Nichols, formerly regional truck 
manager of the New York region, 
has been promoted to supervise the 
truck product training program. 

Training centers are being set up 
in both the Dodge main plant and 
the truck plant. 


Obituaries 
W. F. Beilke Dies at 82; 


Pioneer Wausau Dealer 

WAUSAU, Wis. — William F. 
Beilke, 82, a Wausau dealer for 35 
years, died March 2 at his home 
after a long illness. 

Mr. Beilke established a Buick 
dealership shortly after coming 
here in 1913. In 1920 he took in the 
business his two sons, who now op- 
erate the Buick-Pontiac-GMC deal- 
ership under the name of Beilke 
Automobile Co., Inc. 








* * * 
William E. Pryor 
MEMPHIS, Tenn. — William Eugene 


Pryor, 59, past president of the Memphis 
Automobile Dealers Assn., died March 7. 
For more than 20 years he had been vice- 
president and general manager of Chip 
Barwick Chevrolet Co. 
. . s 
E. H. Herpel Sr. 

SAN ANTONIO. — Funeral services for 
Edward H. Herpel sr., 58, a partner in the 
Herpel-Gillespie dealership here since 1925, 
were held on March 11. Mr. Herpel, who 
died following a heart attack, was past 
president of the San Antonio Automobile 
Dealers Assn., and had been in business 
since 1910, when he opened Universal Car 
Co. here. 

a * . 
Edmund H. Reed 

TOLEDO.—Edmund H. Reed, 61, director 
of purchases for the Electric Auto-Lite Co., 
died here March 11 at his home. He had 
been in ill health for some months. 

* * * 


Edward E. Wallace 
CLEVELAND.—Edward E. Wallace, 65, 
mathematical expert in the mechanical en- 
gineering department of Warner & Swasey 
Co. of Cleveland, died after a long illness. 
Well known in the automotive industry, he 
had been a designer for Peerless and the 


White motor companies. 
. . * 


William Hoskyns 
DETROIT.—Funeral services for William 
Hoskyns, 77, one of the first employes of 
Briggs Mfg. Co., were held March 18. Mr. 
Hoskyns became factory superintendent 
when Walter O. Briggs organized Briggs 
Mfg. Co. in 1909. Later he was factory 


the Chrysler conference of business | 


TRUCK SECTION 


Frentzel, regional sales representative for 
northern Brazil for Chrysler Export Corp., 
from injuries he received in a traffic acci- 
dent the preceding day, has been received 
here by Wendell H. Welch, staff manager 
° ° of the corporation. Mr. Frentzel had held 
W. K. Frentzel the northern Brazil post with headquarters 
DETROIT.—News of the death of W. K. | in Recife since Jan. 2, 1946. 


manager of the Briggs Hamtramck plant. 
Prior to his affiliation with Briggs, he was 
factory manager of B. F. Everett Co., one 
of the early producers of automobile bodies. 
He was still a Briggs employe at the time 
of his death. 





These Special Features of 


HOPE Metal Bins 
Make Parts Handling Easy 


Lr) 
awe \ SS 
aateh shelf —— la 


changeovers. et 


Oo __”!” 
Lk SS 


SESS} 2.0 
PATENTED 
ADJUSTABLE DIVIDERS 
SNAP INTO POSITION 


IN 3 SECONDS — NO 


Sloping front 
on dividers for 


srimanee \— PDs SINS 


Straight on 
request. 


Single or double 
box drawers. 


Holes 
punched on 
_" centers 


for flexible 
shelf set-up 


Choice of 
colors: light 
gray, dark gray, 
olive green, or 

buff. 





@ Because of their unusual flexibility and rugged construction, 
Hope Metal Bins are a paying investment. Furnished according 
to your specifications. Shipped built up — ready for immediate 
use. Write for folder, prices and early delivery date. 


OP 


METAL PRODUCTS, INC. 


1503 ROCKWELL AVE. 
CLEVELAND 14, OHIO 







Amazing 


NEW 1948 (SAFETY) 


DHUNNED 


AUTO-TURNTABLE 


For car showrooms 
and lots. 
Supports 10 TONS 
























ASSEMBLE IT YOURSELF AND 
TURN YOUR CAR...ANYWHERE 


No pits. ..no holes. ..no anchor bolts... just set it up in 
your showroom window or lot... plug it in and run... 
24 consecutive hours a day. Here’s top flight 

showmanship at an amazing low price. 


NEW SAFETY FEATURE 

Once more Brunner brings new advancement to 
the turntable field. 1. A safety factor... stop 
it while in full motion by the pressure of your 
hand. It starts again... AUTOMATICALLY. 
2. One big bearing that supports 10 tons. 
Can be financed if desired. WRITE NOW for 
full details on the new 1948 model to 
BRUNNER SALES COMPANY 


358 EAST CENTER STREET » GENERAL MOTORS TRUCK BUILDING 
MANCHESTER, CONNECTICUT 








USED CAR DEALERS, here is the ONLY way to display used cars. BRUNNER 
auto-turntables run 24 hours a day (without attention) in ANY kind of weather. 
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HELP WANTED 


SERVICE MANAGER with Chrysler expe- 
rience wanted by progressive DeSoto- 
Plymouth distributor located in Minne- 
sota. Salary and incentive offers excel- 
lent opportunity for right man. Box 2226, 
c/o Automotive News, Detroit 26. 





WANTED — Truck salesman, heavy-duty 
truck experience, with other knowledge, 
Dodge ‘‘Job-Rated’’ truck line in mid- 
western city of 50,000 population. Excel- 
lent opportunity for right.man Box 2227, 
c/o Automotive News, Detroit 26. 


ORGANIZING SALES FORCE throughout 
the country. Sales manager and salesmen 
wanted to sell fast moving auto parts to 
Ford, Chevrolet, and Chrysler dealers. 
Salary and commission basis. Give full 
details. P. O. Box 1, Ansonia Station, 
New York 23, N. Y. 





HELP WANTED-—-General sales manager 
for large Detroit Ford dealer. An un- 
usual opportunity for high-caliber man. 
Capable of earning at least $12,000 a 
year. Send application giving full par- 
ticulars and photograph to Box 2228, c/o 
Automotive News, Detroit 26. 





WANTED: Service manager to operate 
service department in Buick dealership 
in the fastest growing city in West Texas. 
Modern building, and equipment. Top 
experience and references required. Box 
2240, c/o Automotive News, Detroit 26. 


SERVICE MANAGER—Large Eastern deal- 


er handling Chrysler products. Opportu- 
nity for experienced man who is accus- 
tomed to handling large volume opera- 
tion. Please write stating experience and 
background in the automotive service 
field. Box 2230, c/o Automotive News, 
Detroit 26. 


PARTS AND SERVICE MANAGING DI- 


RECTOR—Complete charge both service 
and parts department in well established 
Chevrolet dealer in Metropolitan Cleve- 
land, having $35,000-$50,000 monthly 
sales potential. Ambition, honesty, expe- 
rience, necessary. Only proven top mer- 
chandiser need apply. Salary and incen- 
tive bonus. Replies confidential. Box 
2231, c/o Automotive News, Detroit 26. 


BUSINESS MANAGEMENT MANAGER 
for large volume Ford dealership, salary 
and incentive bonus. Dealer accounting 
and office experience preferable but mer- 
chandising and sales ability essential. 
Opportunities future for full management 
large agency and ownership acquisition. 
Location midwest area. Reply held con- 
fidential. Give full details, personal and 
business history with photograph. Box 
2242, c/o Automotive News, Detroit 26. 


SERVICE AND PARTS SUPERVISOR— 
one each, capable promoting sales volume 
and general supervision over service and 
parts managers in several Ford dealer- 
ships, midwest area, controlled by same 
owners. Salary and incentive bonus. Good 
future large organization. Reply held 
confidential. Give full details personal 
and business history, photograph. Box 
2243, c/o Automotive News, Detroit 26. 


Real Opportunity 


for 
Commercial 


District 
Representative 


One of America’s oldest—large 


exclusive truck and bus manu- 
facturers needs additional dis- 
trict representatives. If you can 
qualify—here may be a chance 
to improve your future. 

Write Box 2219, c/o Automo- 
tive News, Detroit 26, for ap- 
pointment. 

(All present members of our 
organization have been advised 
of this ad.) 
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HELP WANTED 





TRUCK SERVICE REPRESENTATIVE: 
A large automobile manufacturer needs 
man experienced in truck service and me- 
chanics. May necessitate relocation. Good 
salary and splendid opportunity for ad- 

Write Box 2215, c/o Auto- 


vancement. 
motive News, Detroit 26. 


SERVICE SALESMAN — Preferably with 
Chrysler products experience, also experi- 
enced in estimating collision work. Ideal 
working conditions in modernly equipped 
Inquiries 

State age 

Box 2229, c/o 


new building. Excellent pay. 
will be treated confidential. 
and employment record. 
Automotive News, Detroit 26. 


GENERAL MANAGER—for 
dealership. Capable operator. 


investment. 


fidential. 


experience. 
News, Detroit 26. 


POSITION WANTED 


To encourage this classification for the 
benefit of our employing readers, Posi- 
tion Wanted ads are accepted at half 
regular rates, namely: 742 cents per 
word for one insertion or two inser- 
tions of the same copy at 12% cents 
per word. Cash in advance. 











ENERGETIC SERVICE AND PARTS SPE- 
CIALIST with creative imagination would 
fortify and increase your service and 
parts business under competitive condi- 


tions. Ford, 


ship. Proven ability, 


ness. 
years’ experience. 
motive News, Detroit 26. 


SALES MANAGER and/or General Man- 
Fifteen years’ experience Chevrolet 
Alert, aggressive, dy- 
South or mid-west. Box 2236 


ager. 
volume dealer. 
namic. 


c/o Automotive News, Detroit 26. 









SALES EXECUTIVE 
Available 
Who Is QUALIFIED by: 


More than 17 years of PROFIT- 
MAKING experience, having pro- 
duced a Net PROFIT, DOUBLE 
national average, on gross sales 
of up to $3,000,000 per year. 
SALES-MANAGEMENT, train- 
ing of sales men, sales promo- 
tion, marketing and straight 
selling. 
EXECUTIVE ADMINISTRA- 
TION and ORGANIZATION, 
costs, budgets, methods, person- 
nel and labor relations. 
Write Box 2205, 

c/o Automotive News, 

DETROIT 26 
























The Best Buy in Automotive Advertising 





AUTOMOTIVE NEWS 





AUTOMOTIVE NEW 


BINDER for 
Automotive News 


A Newenine many requests from our 
readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 


BOOK 
DEPT. 


DETROIT 26 





OFFICE MANAGER 


large Ford 
Starting 
at salary plus 25% of profits, with no 
Share of profits increases 
liberally on contract permitting acquisi- 
tion of full ownership. Dealership located 
large city midwest area. Reply held con- 
Give full details, personal and 
business history with photograph. Reply 
only if you have had volume management 
Box 2241, c/o Automotive 






Mercury, Lincoln back- 
ground. Capable of hiring, training, sup- 
plying initiative and aggressive leader- 
competent seeks 
permanent connection offering good future 
and a possibility of buying into the busi- 
Inquiries invited by man of 25 
Box 2232, c/o Auto- 







POSITION WANTED 


SALES MANAGER, 22 years’ experience 


automobile business, 16 years as sales 
manager new and used cars and trucks. 
Witn exceptional knowledge of used cars. 
Available March 15th. Box 2208, c/o 
Automotive News, Detroit 26. 


ACCOUNTANT — 
Thoroughly experienced automotive con- 
troller for new car distributor desires 
permanent position in or near Detroit 
area. $100 a week. Box 2206, c/o Au- 
tomotive News, Detroit 26. 


SALES MANAGER—30 years old, Naval 


Air Corps veteran, college graduate, mar- 
ried. Retail experience and presently em- 
ployed as district manager with G.M. 
Division. Desire permanent connection 
with retail dealership. Box 2244, c/o 
Automotive News, Detroit 26. 


AUTOMOBILE AND TRUCK MANAGER— 


Having over twenty years’ experience 
with one of big three in all phases of re- 
tail and wholesale operations. Sales, 
service and parts merchandising, account- 
ing and financial controls. Experienced 
in both exclusive and dual dealership 
operations. Box 2233, c/o Automotive 
News, Detroit 26. 


DIESEL ENGINES—Have had wide ex- 


perience in the merchandising and servic- 
ing of nationally known product of vary- 
ing sizes applicable to stationary, marine 
or automotive use. Box 2234, c/o Auto- 
motive News, Detroit 26. 


TRUCK LEASING—Seventeen years’ expe- 


rience with largest national organization. 
Full knowledge of all phases of business 
from sales, through operating and man- 
agement to purchasing under varying 
market conditions. Box 2235, c/o Auto- 
motive News, Detroit 26. 


EXPERIENCED G.M. PARTS MANAGER 


desires position as parts manager with 
dealer in Southern California. Best of 
references. Working knowledge of all de- 
partments in dealership. Box 304, Po- 
mona, California. 


AUTOMOTIVE OF FICE EXECUTIVE: 


Your business needs this man. Available 
permanent connection, treasurer, control- 
ler. Ambitious, able, versatile. NAPA, 
dealer experience. Please write A. N., 
Box 3622, Philadelphia 25, Pa. 


TRUCK SALES MANAGER—36 years old, 


married, one child, desiring permanent 
location. Presently associated with a ma- 
jor truck company. 14 years’ experience 
with retail truck sales and service opera- 
tions. Also personnel, credit, office and 
war tactory production experience. Two 
years college. Box 2237, c/o Automotive 
News, Detroit 26. 





IF YOU INTERVIEW A _ TOTAL 


STRANGER, who is an outstanding parts 
man, please tell him that sometimes a 
man gets into a bad fix and his sense of 
obligation becomes distorted. No matter 
how bad the scrape may be a man’s first 
duty is to wife and child; his wife and 
child want and need him; the doors to 
his home and position are open; he can 
resume where he left off; the entire fu- 
ture of himself and family are at stake; 
there is still time to return, people think 
he is on vacation. Money for his return 
will be quickly supplied by his simply 
writing, wiring or phoning for it, and to 
think straight. The man needs help. 
(ADVERTISEMENT. ) 





DEALERSHIP WANTED 


WILL PURCHASE DEALERSHIP for 


Chevrolet or Ford. 200 to 600 car con- 
tract. Will buy building or assume lease. 
Have qualified with each company. Re- 
plies will be confidential. Box 2210, c/o 
Automotive News, Detroit 26. 


HAVE QUALIFIED with General Motors. 


Chrysler and Ford factories. Desire to 
purchase dealership of 300 cars or larger 
for cash. Replies will be held in strict 
confidence. Box 1920, c/o Automotive 
News, Detroit 26. 


DEALERSHIP FOR SALE 


NEW CAR DEALERSHIP FOR SALE in 


Florida in connection with used car busi- 
ness. Well located in small town in the 
central part of the state. Wonderful op- 
portunity for live wire. Write Box 2212, 
c/o Automotive News, Detroit 26. 


POPULAR NEW CAR DEALERSHIP in 


Cleveland, Ohio. New modern building, 
land and equipment. Very large repair 
service, an excellent opportunity. Box 
2238, c/o Automotive News, Detroit 26. 


BUSINESS FOR SALE 


NEW TRUCK DISTRIBUTORSHIP in Iowa 


for sale. Long established with large 
owner list. 1947 gross volume over $750,- 
000. For sale at a bargain. Box 2225, 
c/o Automotive News, Detroit 26. 








NEW CADILLAC sedan or 


OLD CARS WANTED. 


MIDWEST NEW CAR DISTRIBUTOR, due 


to fll health, interested in selling entire 
business. Will sell for actual valuation of 
building, equipment, new car and new 
parts inventory since must get out of 
business immediately on doctor's orders. 
Box 2239, c/o Automotive News, De- 
troit 26. 


NEW CARS WANTED 


convertible 
wanted. Price no object. Wire or phone 
Anderson Auto, Peoria, Illinois. 


NEW CARS FOR SALE 


LINCOLN CONTINENTAL CONVERTI- 


BLE, 1948, new. $500 off list price. 
Blue, white wall tires, two tone leather 
interior. Russell Willis, Inc., 519 Broad, 
Nashville, Tenn. 


USED CARS WANTED 


Box 76. South 


Lancaster, Mass. 


15999 Livernois 


PIeNiiidia Pha lad Cee ta ci 





USED CARS FOR SALE 





WE WHOLESALE 


Detroit's 


Largest 
Wholesaler 


SID SAVAGE 


UNiversity 4-2600 
9850 Livernois HOgarth 8400 


DETROIT 








AUTO AUCTION 
Every Monday — 1 p.m. 
NEW ENGLAND'S OLDEST 
Wholeésale Only 


SOUTHERN AUTO SALES 
Warehouse Point, Conn. 


9 Miles North Hartford, Conn. 
Route 5. Phone Windsor Locks 1792 


AUCTION 


(Auto Dealers Only) 


EVERY WEDNESDAY 


“CHET DRAKE” 
Auctioneer 


GEO. CASSIDY 
Manager 


Sale Starts at 12:00 Noon 


CHICAGO AUTOMOTIVE 
AUCTION, INC. 


1060 East Sist St. Chicago, Ill. 
““Ohicage Is the Place to Buy Your Oars"’ 














EVERYONE KNOWS 
THE 
CORRY AUTO AUCTION 
EVERY SATURDAY 


* 
GROWING BIGGER and BETTER 
e 
Sponsored by 


Aikens Motor Sales, Inc. 
Corry, Pa. 
30 Miles Southeast Erie, Pa. 








WHOLESALE!!! 


It will pay you to see or call us. We 
always have a large selection of clean 
low mileage 1946's, 1947's and 1948's 
for immediate delivery. Write for our 
bulletin and price list. Transportation 
arranged to all points. Wire or call us 
for hotel reservations. 


SAM GREENFIELD COMPANY 
6619 Euclid Avenue 
Cleveland 3, Ohio 
Phone UTah 1-2277 


SAM GREENFIELD MOTORS, INC. 
1701 State Street 
Cuyahoga Falls (Akron), Ohio 
Phone WAlbridge 2145 








Cleveland’s Largest 


Wholesale Dealer 


“ANY MAKE IN ’48” 
Also 
200 1940's - 1947’s 


STATE AUTO SALES 


6700 Euclid 


CLEVELAND, OHIO 
Phone: Ex. 0388 





AUCTION 
THURSDAY 12:00 NOON 
Most cars entered are brought in 
by new car dealers. 

Col. Marker, Auctioneer 
‘We Need Buyers—Over 150 Cars 
Offered Each Week"’ 
(Inside Sale) 





USED CARS FOR SALE 





AUCTION SALE MOTOR CARS 
DEALERS ONLY 
Aurera Downs Race Track, Route 31, 
Titinois 


EVERY MONDAY—Sale Starts 11:00 A.M. 
INSIDE HEATED Sales Arena for 300 cars. 
AURORA AUCTION SALES 
Phone Aurora 8711 or 7877 
“‘Dutch’’ Stuart, Auctioneer 








DEALER’S AUTO AUCTION 
Bellefonte, Pa. 
Every Wednesday indoors at 1:00 P.M. 
Dealers are Cordially invited. 


RING BROS AUTO SALES 
Bellefonte 2140 
“In the Center of Pennsylvania’’ 


AUTOMOBILE 
DEALERS ATTENTION 


For dealers only. Plan to attend one 
of the greatest automobile auctions in 
the land today at Joplin, Mo. The 
crossroads of America, where 66 and 
71 highways cross and the East meets 
the West. Auction every Friday rain 
or shine. Inside sale, always over 300 
automobiles to choose from each sale. 
Owned and operated by 


Col. Joe H. Burtrum 
1610 E. 7th St. 
OP MISSOURI 


WHOLESALE 
BUYERS 


Visit Cleveland’s largest 
dealer in 1937 to 1948 cars. 
Always a 300-car selection. 
Wearrangeshipment. Wire 
or phone us for hotel reser- 
vations. 


THE BIG STORE 
6610 Euclid Avenue 
Cleveland, Ohio 
Phone HE 6030 


Virginia’s Largest 
and Oldest Auction 
Dealers Only 
Every Monday, 1 P. M. 


ROANOKE AUTOMOBILE 
AUCTION CO. 








INSIDE AUCTION 
THURSDAY’S NOON 
Dealers Only 
“HEART OF TOBACCOLAND” 
Sale Fee $5 Phone R-731 


Hometown Sales 


318 N. Mangum St. 
DURHAM, N. ©. 








WHOLESALE 

1948-47-46 AUTOS 

IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO 
QUANTITY BUYERS 


Also Large Stock of Convertibles 


IRVIN SACHS 


‘Philadelphia's Largest Used Car Dealer’’ 
4539 Chestnut St. Philadelphia, Pa. 
Wire or Phone ALlegheny 4-4450 











Danville, Virginia 
AUTO AUCTION 


Every Friday, 1:00 P.M. 


Paved Lot 


SELL TO DEALERS ONLY 
$5.00 Only Cost 


Danville Auto Auction Co. 


Div. Baker Motor Co., Inc. 


Next to Seminele Esso Sta. 
On U.S. 29, 1% Mi. N. of City 


Phone Danville 4570 











USED CARS FOR SALE 







AUTO AUCTION 


TIM ANSPACH 
Albany, N. Y. 


(For Dealers Only) 
EVERY MONDAY... .12 NOON 









Ken Schaefer's — 100% Dealer 
AUCTION 


Inside a Comfortable Building, Every 
THURSDAY 
Reliable—Fair—Honest—Protective Service 

Right in the HEART of 
INDIANAPOLIS, INDIANA 
‘‘The Great Mid-West Market’’ 
915 N. Hlinols St. Phone Lincoln 


ATTENTION 
Wholesale Buyers 


We carry a stock of 150 clean 
cars at all times. 
39’s to 47's 
* 


Swan Motor Sales, Inc. 
2102 Monroe Street Tolede, Ohio 





AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 
% Mile East of Illinois State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 
Running Over 150 Cars Each Sale 
Strictly Wholesale 


Dealers Buy—Dealers Sell 


Buyers coming in by plane or train— 
call—we will meet you. Hotel accom- 
modations available, transportation fur- 
nished. Call early for reservations. 
Transports available to move cars. 


Geo. Lawson—Owners—Bud Fennema 
DUTCH STEWART, Auctioneer 


Dyer Auto Auction 
Phone 4111-4051 Dyer, Ind. 
Res.: Chicago Heights, Ill. 5268Y3 
and Lansing 173-M 


BIG AUTO 
AUCTION 


In Montpelier, Ohio 


EVERY MONDAY, 
STARTING AT 12:30 


Our location the most extreme 
N.W. town in Ohio 


DEALERS ONLY 





Bring cars early and get in line. We 
are recognized and patronized by deal- 
ers far and wide. Buyer bring bank 
references or cash. 


Every Convenience for Comfort. 





Montpelier Auto Auction 
Company 


Wooruff, Jenkins, Drake 





AUCTION 


(Auto Dealers Only) 
EVERY FRIDAY 
BEGINNING MARCH 5th 
AT 1 P.M. 

This Will Be the Largest 
Auction in Michigan 
ON THE ROUTE TO EAST AND 
WEST—PLANE, TRAIN AND BUS 
35 Miles from Detroit 
10 Miles from Willow Run Airport 
on N.Y.C. Main Lines 
Shipping Arrangements 
Rain or Shine Heated Garage 
“Doc” Miller — Auctioneer 


STADIUM MOTOR SALES 


ANN ARBOR, MICH. 
(Home of U. of M. where Wise Men 
come to buy and sell) 








LARGEST PENNSYLVANIA 
AUTO AUCTION 


Every Friday Noon 
In the Heart of Lancaster County 
Low Mileage, Clean Cars 
FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 
Phone 262-W4 






























AUTOMOTIVE NEWS, MARCH 22, 1948 


USED OARS FOR SALE 


AUTO BUYERS—Best wholesale deal at 
LEO ADLER, INC., DeSoto-Plymouth, 
3000 Fenkell, 7 blocks east of Livernois, 
Detroit, Mich. UN. 3-7400. 


BUSES FOR SALE 


NEW 1947 Ford school bus, 40 passenger, 
Hicks body. $400 discount to Ford deal- 
ers. Tom Purvis, Ford Dealer, Mattoon, 
Illinois. 


FOR SALE—2 new 1946 Chevrolet ‘ 43- 
passenger school buses with ‘‘alumnibus’’ 
bodies. Special price to dealers. Glen 
— Co., Inc., Watkins Glen, New 

ork. 


FORD—3 new 48 passenger Hackney body. 
Wholesale prices. Sanders Motor Co., 
Raleigh, North Carolina. 





BUSES 


IMMEDIATE DELIVERY 
Priced for Quick Sale 
15 Used Twin Coach Model 40 Hercules 
75 H.P. Motors, 36 passenger, good me- 


chanical shape, good condition, paint fair, 
spare parts available. 


For Details and Prices Write 


W. P. HARVIE 
803 Guaranty Trust Building 
Windsor, Ontario. Phone 3-3534 
















TRUCKS WANTED 


WE NEED late model used trucks. All 
types. Will go anywhere, cash waiting. 
Call Estebrook 2660 or write to Fred 
Bedford, 534 N. Cicero Ave., Chicago 
14, Illinois. 


DODGE TRUCKS wanted by franchised 
dealer. All models. Will buy only from 
franchised Dodge truck dealers. Worden- 
Young, Inc., 3229 Pulaski Highway, Bal- 
timore 24, Md. Broadway 1300. 

TRUCKS FOR SALE 


AUTO TRANSPORT FOR SALE — 1947 
Dodge or White auto transport truck, 
like new. Choice of either. $4,750. Rus- 
-_ Willis, Inc., 519 Broad, Nashville, 
enn. 


THREE CONVOYS—all in good serviceable 
condition. Two ‘46 Reo and one ‘46 
Dodge tractors, two mechanical handling 
and one Francis trailers. The price is 
right on one or all. All equipped with 
good rubber and spares. George Broyles 
Oklahoma City Co., 1220 North Robinson, 
Oklahoma City, Okla. 


FOR SALE: W45E WRECKER—1948 GMC 
353-Deluxe cab, 12 ply tires; new Holmes 
wrecker, military type, with body plus 
extra equipment including front end 
heavy-duty winch. King Motor Company, 
Fort Lauderdale, Florida. 

ATTENTION! Immediate delivery on new 
and used trucks. All makes and models, 
% to 10 ton. We can also supply new 
cars. Write or call Bill Fishel, Van- 
deventer Auto Sales, 717 8. Vandeventer, 
aaa 10, Missouri. Phone: Franklin 
1 y 


AUTO TRANSPORTS FOR SALE. Four 
units. Two 1947 Ford, 1946 Chevrolet 
and Dodge 2 ton, practically new en- 
gines. Four late model Whitehead and 
Kales 33 and 35 foot trailers, full equip- 
ment. All in good condition. Priced 
reasonable. W. A. Brannock, 711 Fidelity 
Bidg., Kansas City, Missouri. 








NEW PICKUPS, TRUCKS 
All the “‘Hard to Get’’ ones. We got ‘em. 
WE SHIP ANYWHERE! 


ALLSTATE TRUCK SALES CORP. 
175 No. Beacon St. 
Boston (Brighton District), Mass. 
AL-gonquin 4-9754 








ARMY TRUCK WRECKERS 


One Diamond T 4-ton 6x6 with Holmes 
crane—$4,300. ; 

One Ward LaFrance 10-ton 6x6 front and 
rear winches and Gar Wood swinging 
boom crane—$6,900. 

Both trucks nearly new and operate fine. 

SHELLY MOTOR SALES 
248 Ashland Rd., Mansfield, Ohio 


TRUCK EQUIPMENT WANTED 
WANTED TO BUY: Used Holmes crane, 
complete, late model only and good con- 
dition. 5-ton. Sheff Garage, New Haven, 
Conn. 


PARTS WANTED 


WANTED—ONE LEFT FRONT FENDER, 
one left running board, one left rear fen- 
der for 1937 Plymouth P-4. John P. 
Hughes Motor Co., 800 Commerce &t., 
Box 898, Lynchburg, Virginia. 


NEW OR GOOD USED left front fender 
and apron for 1940 deluxe Ford. Parts 
No. 01A-16006-01A-16141. Robinson Mo- 
tors, Estherville, Iowa. 


ONE right front fender and front bumper 
for 1940 Studebaker Commander. How- 
ard Motors, 901 St. Charles St., New 
Orleans, Louisiana. 

LOOK HERE, FELLOWS! Desperately 
needed 1938 Ford standard left front 
fender. No headlight, no license, no deal. 
Write Lee Cannon, Continental Car, 
Sturgis, 8. Dakota. 








WANTED—PARTS 
GMO 6x6 sicher axa 
ARMY TRUCKS 


Seats, Back Rests, Doors, Locks, 
Door Handles, Gas Tanks 


THE U. S. TRUCK SALES CO. 
1750 E. 55th St., Oleveland, Ohio 











PARTS WANTED PARTS FOR SALE 


WANTED: Both front fenders for 1946| SPECIAL ONE-TON chain falls $29.75. 
Chevrolet Aero 2 door sedan. Sill Supply Lyon whitewall rims standard model 
Co., Limon, Colo. $4.25, deluxe $6.25. Se — 

a SEN, haste +s aca een Gaal dia 1 . Write for catalogue. etro’ 

WANTED—New or good used left front re ane = E S 


Tire Company, 1510 E. Warren, Detroit, 
and right front fenders for 1941 Mer- uuhine 
a ae *- | NW: 1 210-8140300A panel, cab back 
3 7 1942-46 closed cab Ford truck. 1 O1A- 
PARTS FOR SALE 


7020122B door assy. RH 1940 Ford tudor. 

Mifflin Motor Company, Watertown, New 
FOR SALE: NEW PONTIAC Torpedo 
sedan coupe body. Will fit Pontiac 42-48, 


York. 
Chevrolet Aero coupe and Olds 66 sedan FORD PARTS shipped anywhere. Cail, 
coupe. Also, new Pontiac Streamliner 


write, . Tranter-Williams Motors. 
sedan coupe body for 42-48 models. ~. oa ge a al arte 
Phone, write or wire Holton & Teght- _ elrose . 
meyer, Inc., Watertown, New York, ‘*KENNY’S’’—Ohio’s famous parts house. 
Late wrecks our specialty, three to four 
WHOLESALE PONTIAC PARTS, large 
stocks of hard-to-get parts, body and 


hundred wrecks on hand at all times and 
several fresh ones every day. Write or 
fender parts for all models. Fast service, 
liberal discount. Walter H. Schultz Pon- 





call. We ship everywhere. Kenney’s 
Auto Wrecking, U.S. Rt. No. 25, Lima, 





tiac, 16-20 Passaic Street, Trenton 8, New Ohio. 
Jersey. 
RTS FOR SALE—Chrysler, Diesel, In- 
PAernational Diesel, GMC Truck, Chevrolet, GENUINE FACTORY 


Studebaker, Oliver Cletrac, Heil road ma- 
chinery also truck chains. War surplus. 
Send for lists on makes. We will sell part 
or lots complete. Shick Implement and 
Auto Company, South Main Street, Ken- 
ton, Ohio. 


OLDSMOBILE 


PARTS 
ALL BRAND NEW 


Less Than Wholesale 





..- GENERATORS... 
Ge eral Quantity 
And All in Motors 1,300 Delco Remy ................6-volt, 25 amp. 
BOD BAGG  csceneveccssssseseoned 6-volt, 25 amp. 


PARTS AT WHOLESALE 


$100,000 INVENTORY 
LIBERAL DISCOUNTS 


2... ea 6-volt, 40 amp. 
18,000 Timken Cone Bearings, No. 46176— 
List $6.85, Our Price, $1.75 
15,000 Feet Battery Cable (in 25-ft. 

lengths) 


Hoods Core Supports 
Grills Hydromatic Parts 100,000 Feet Spark Plug Wire 
Hub Caps Shock Absorbers 18-—One-ton Trailers—Axles Complete with 
conte = ieobaeiton Springs and Drums 
an Jarbu 
200 GMC 40-Gal. Gas Tanks—List $45.00 


100,000 Fuses — 10-20-30 Amp.-—3AG-4AG- 
And Many Other Items SFE 


Orders Filled Same Day Received 


SELMI MOTORS, INC. 


LARGEST OLDSMOBILE PARTS 


10,000 Brake Lining—All Types, including 


B.L.M.A. No, 4211-D and 4055-D 
5,000 International Harvester Fan Belts, 


DEPOT IN EAST No. 35974-H—List $2.60—100 lots 

3431 N. 15th St. Philadelphia, Pa. 75c each 
Telephone SAgamore 2-5568 200,000 Brass Fittings—All Types and Sizes 
—Weatherhead, Imperial, Bendix, 





Westinghouse 

1,000,000 Cotter Pins—3/16 x 2’ 

200,000 Chevrolet Valve Locks, No. 838029 
—Lots of 1,000, $10.00 

125 GMC Timing Gears, No. 2051389 








Pontiac and All G.M. Parts 


1,000 GMC Wi M P: . No. 2168226 
wegen  ndeaatle an {2000 SMG Rocker Arma, No.'so4es 
0 anels an rilie: or a. 
a on. BALFOUR SALES CORP. 


© Transmissions and Transmis- |**** “ae " 
sion parts. 
® Complete Pontiac engines and 
block assemblies. 
Midwest’s largest distribution cen- 
ter of General Motors parts. 


Omaha Motor Company 
Farnam at 27th Ave. Phone WEBSTER 4444 
OMAHA, NEBRASKA 


11 A.M. 








OLDSMOBILE 
PARTS AT WHOLESALE 


The Largest Oldsmobile Parts 
Depot in the United States 
INCLUDING SHEET METAL, FRAMES, 
HOODS, DOORS AND 
HARD-TO-GET PARTS 


Mail Your Order or Wire Us Collect 
SHIPMENTS MADE PROMPTLY 


FORT WAYNE 


Owners: 


324 W. MAIN ST. 


KAISER BROTHERS 
Prospect 2331 
1540 8. Figueroa St. 


Los Angeles 15 





New Ford Truck Cabs 
Complete with wiring and in- 
struments. Fits 1940-47 models. 

$350 


New Chevrolet Truck 
Cabs 
Does not include windshield, 


doors, or instruments. 
$225 


2300 READING ROAD 


New International Truck 
Cabs 

Complete with instruments and 

wiring. Fits models K-6 and up. 
$500 


STUART & 


New Dodge Deluxe Cabs 


Complete with instruments and 
wiring. 


$500 
New Studebaker Cabs 


Complete with instruments and 
wiring. 


HOOSIER 


$350 


Chicago Truck Sales 
4545 W. Madison St., 
Chicago 24, Ill. 

Tel. MANsfield 7772 





PARTS FOR SALE 





OLDSMOBILE 
SHORT BLOCKS 


Fits ’37 to ’47 Sixes 
41 to '47 Eights 


DEALERS ATTENTION 
RUND MOTORS, INC. 
3725 Grand River Detroit 8, Mich. 
TEmple 1-3700 








CADILLAC-OLDSMOBILE 
PARTS AND ACCESSORIES 


OLDSMOBILE 


Hydramatic Transmission 
Exchange Headquarters 


Have you been losing busi- 
ness for lack of Hydramatic 
parts and personnel? 


If so, we are now able to 
offer a COMPLETELY RE- 
BUILT and GUARANTEED 
HYDRAMATIC TRANS- 
MISSION for only $150.00 
Exchange F.O.B. our Deal- 
ership. Cracked cases not 
acceptable. Torus members 
extra. 


Shipment made immedi- 
ately upon receipt of your 
old one. 


JOHN E. VOLLMER, INC. 
Authorized Oldsmobile Dealer 
216 WEST LOCKWOOD AVE. 
Webster Groves 19, Missouri 


AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 


Sale will be held at same old location in new 
heated building, only one block from Court House 
and Hotels. Call us for Reservations. 
them Monday, Monday Nite or Tuesday A.M. We never close... 
we are here to serve you. Our guarantee: You must be satisfied. 


Bring your cars or send 


AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 


FORT WAYNE, IND. 





EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 
AT EARL A. SCHOTTS 


CINCINNATI, OHIO 


Tel.: Woodburn 3060-0392 
Auctioneer: Pat Patterson 





RAMP, INC. 


AUTO AUCTION 


EVERY TUESDAY AND WEDNESDAY 
The Finest Auto Auction in the Country 


AT THEIR NEW LOCATION 


AIRPORT 


On State Road 52 
INDIANAPOLIS, INDIANA 


BU Y—SELL—TRADE 
Fly or Drive to 


STUART & RAMP, INC. 
INDIANAPOLIS, INDIANA 
Phone HI. 5368 
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AUTO AUCTION EVERY FRIDAY 
AT COLUMBUS, OHIO 
12 O'CLOCK NOON ~— DEALERS ONLY 


Our mart is open every day of the week for wholesale 
business. Leave your cars here for sale. Come here 
and buy! Remember, every day except Sunday! 


GREATER COLUMBUS AUTO MART 
Gladden Road and Northwest Bivd. Columbus, Ohio 
Drive West 900 numbers on Goodale St., Turn right two blocks. 
*‘Pat’’ Patterson—Auctioneer 


AUSTIN’S AUTO AUCTION 


Beginning Thursday, March 25th, and every Thursday thereafter, our auction 
will start at 1:00 P.M., selling to dealers only. 


We are centrally located on Route 10, 25 miles northeast of Deposit. 
We draw cars and dealers from a large area. We are 25 miles south 
of Oneonta, 50 miles east of Binghamton, 100 miles southwest of 
Albany, 90 miles west of Kingston, 100 miles northwest of Middle- 
town and Port Jervis and 85 miles north of Carbondale, Pa. We are 
less than one mile from private airfield suitable for landing small 
planes; air service available. 


AUSTIN SALES & EXCHANGE, Inc. 
WALTON, N. Y. Chambers Bros., Auctioneers Phone 125-W 





ATTENTION, DEALERS 
NEW AUTO AUCTION 


OPENING AT DANVILLE, PA. 
WEDNESDAY, APRIL 7 


The new auction will be under the same management as the 
Horseheads Auto Auction, which will continue to operate as 
usual, and the same high standard of service will be maintained 
at both auctions. The Danville auction is being inaugurated for 
the particular benefit of those dealers in Pennsylvania, New 
Jersey and Maryland who have found it difficult to attend our 
Horseheads Auction. Danville is on U.S. Route 11, between 
Sunbury and Wilkes-Barre, 76 miles from Harrisburg, Pa.; 
35 miles from Williamsport, Pa.; 67 miles from Scranton, Pa.: 
175 miles from Philadelphia; 95 miles from Phillipsburg, N. J.; 
175 miles from New York City; 150 miles from Baltimore, and 
easy of access from any of these places. 


The auctioneering will be handled by the two outstanding 
auto auctioneers in the East, Joe E. Johnson and Tex Rickard, 
supported by a trained and efficient organization, insuring care- 
ful but speedy handling of all cars. Sale will be held indoors at 
the Danville Livestock Market, especially remodelled and mod- 
ernized for the purpose, with an up-to-date restaurant and 
modern rest rooms. 


You are cordially invited to the opening day sale, even 
though you are not a customer. We are sure you will find it 
interesting and, eventually, profitable. Remember the date, 
Wednesday, April 7, at 1 P.M. Sales will be held every 
Wednesday thereafter. 


DANVILLE AUTO AUCTION 
DANVILLE, PA. 
Ronald D. West, Owner Call Danville 881 for Reservations 
















HARD-TO-FIND 
OLDSMOBILE PARTS 


We are the largest Oldsmobile Dealer in the World 
and operate in the Home of Oldsmobile. 


$200,000 Stock 


We carry the largest stock of slow-moving, hard-to- 
























get parts. 


Up to 40% DISCOUNT 


Fast or Slow Moving, We Have Them in Stock. 
Order Today by Wire, Phone or Mail 


TREVELLYAN OLDSMOBILE, INC. 


315 S. Capitol Phone 2-1127 
LANSING 25, MICHIGAN 













The Home of Oldsmobile 





AUTOMOTIVE NEWS, MARCH 22, 1948 


PARTS FOR SALE 


FORD RADIATORS 
IMMEDIATE SHIPMENT 
1928-47 Pass. 1928-'47 Trucks 
Write for ne Listing 


SUMMIT CITY RADIATOR WKS. 
701 Barr St. A-9233 
FORT WAYNE 2, IND. 








SHOP EQUIPMENT FOR SALE 


FOR SALE: Practically new Rex De- 
Greaser, model C42E for sale, less than 
half price at $375 F.O.B. Randall & 
Blakely, Inc., Griffin, Georgia. 


COMPLETE BEAR FRAME wheel aligning 
outfit, includes wheel straightener and 
dynamic wheel balancer. Baliston Motor 
Sales, Inc., Ballston Spa, N.Y. Phone 598. 


WILL TRADE 


WILL TRADE 26’ Larson special built 
speed boat, 200 H.P. Scripps engine, solid 
mahogany hull, fire-proof custom uphol- 
stering, life preserver, cushions, hull and 
engine in perfect condition. Lots of ex- 
tras, fast and sporty, ready for the 
water. Want ‘46 Cadilla¢ or '47 Buick 
convertible. Write L. A. Moeller, 7307 
W. Grand, Elmwood Park, II. 

TRAILERS FOR SALE 

FOR SALE: Brand new Mustang trailer 
with 125 bu box, 5th wheel, air brakes, 
dual wheels. Will sell for §775. Bot- 
tineau Motor Company, Bottineau, N. 
Dakota. 


TRAILER AT COST: Brand new Miller 
Trailer, 24 foot platform, equipped with 
landing gear, 10:00x20—12 ply -. wil 
sell for wholesale, cost me factory 
$1,442.82, factory list $1, 978.00. King 
Motor Company, Fort Lauderdale, Fila. 


AUTO EQUIPMENT FOR SALE 





RED ARROW BARS—$42.43 
TOW PILOT—$17.50 
ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 
* 


IMPROVED 48 MODEL 
AUTOMATIC BraKinG 
TOWBAR Complete With 
Brake Hook-Up and 
Controlled Steering Guide Cables 
“KING OF THEM ALL,” $54.45 
APPROVED BY ICO 


Call, Write or Wire for 
FREE DESCRIPTIVE LITERATURE 


Tow Bar Sales Company 


ve Factory Distributors 
100 So. Clinton St. Chicago 6, Ill. 
ANDover 8888 DORchester 8373 





TIRES WANTED 
1400x20 TIRES, NEW 16-ply, any make 
Army type, non-directional tread. Box 
2223, c/o Automotive News, Detroit 26. 


ACCESSORIES FOR SALE 


ALL NEW CAR DEALERS 
AUTO SEAT COVERS FOR 1948-1936 
Makers -i- Specialist 
Custom-built for any year car! 
‘*Finest in the Nation.’’ Compare! 

Write for catalogue and materials, today. 

BOSTON BIG BUCK PRODUCTS CO. 
278 Cambridge Street Boston 14, Mass. 

CApitol 7-0826 





MISCELLANEOUS 
BEAUTIFUL 33’ custom built sport cruiser 
(never in water) sleeps six. Two Chrys- 
ler crowns, 115 H.P. each. Sarees 
the very finest. Sacrifice due to rev 
$15,000. D. D. Green, 1008 ® Carol 1 Biva., 
Upper Darby, Pennsyivania. 


ENGINE REBUILDING — Crankshaft 
grinding and wmetalizing. John P. 
to Motor Co., Inc., 800 Commerce, 

ena Virginia. 


BOAT OR speedboat, 
17% ft. ceileey, 75 h.p. gray, 4-cyl. mo- 
tor. Now sells for $2,400. Will take 
$1,850. Jennings Implement Co., 124 
Burlington Ave., Logansport, Indiana. 

CHRYSLER WATER PUMPER UNIT com- 
plete, has new Chrysler Royal motor. 
Circular pump will pump or suck 500 


How 50c Saves $’s 


For only 50c per person, SCREENING TEST BOOKLETS 
help YOU to choose THE RIGHT PEOPLE for THE 
RIGHT JOBS, to better place present employees. 


Introduced in present form at 1948 N.A.D.A. Exhibit. Proven 


in thousands of cases. 


Attach your check for $5 and mail with this ad for 10 book- 
lets and free scoring card. 


EXECUTIVES SELECTION & TRAINING INSTITUTE 
DANIEL L. BECK, Director 
Detroit 2, Mich. 


956 Maccabees Bidz,. Phone TEmple 11-55-1 








ATTENTION: FORD DEALERS 


ONE HUNDRED 
1942 CHEVROLETS 
2 DOOR SEDANS 


The Ford Factory has closed for model change-over. 
You can help cut your overhead by selling these clean, 
smooth-running cars. Immediately delivery—buy one 
or more. 


4836-38 Chestnut St. Philadelphia, Pa. 
Phone ALLegheny 4-4500 





HORSE HEADS AUTO AUCTION 
EVERY FRIDAY AT NOON 


Horse Heads is located 4 miles north of Elmira, N. Y., on Route 
17. The airlines and 3 railroads stop at Elmira. Hotel accommo- 
dations at famous MARK TWAIN HOTEL are the best and very 
reasonable. 


Call for one of our courtesy cars when you 
arrive or better yet, wire us in advance. 





Horse Heads Auto Auction is no doubt the outstanding Auction 
in the East. Always lots of cars and lots of buyers. We bend over 
backwards to please everybody. We treat buyer and seller alike. 

We are centrally located, drawing cars from a wide area. Horse 
Heads is only 4 miles north of Elmira, New York, on Route 17, 
about 200 miles southeast of Buffalo, N. Y., 100 miles southeast of 
Rochester, N. Y., 250 miles east of Cleveland, O., 235 miles north- 
west of New York City and about 250 miles north of Philadelphia, 
Pa. 


Make It Your Business to Spend Next Friday With Us at Horse 
Heads. The meeting place of the Auto Dealers from the East 
and West. One trip will convince you. 


HORSE HEADS AUTO AUCTION 
RONALD D. WEST, Owner 


Johnson, Rickard, Metcalf and West—Auctioneers 





gallons per minute standard hose connec- ia. Laken ae. Demin 


tions. Could be used for farm irrigation, 
fire departments, contractors or pile driv- 
ing. $375 delivered F.O.B. Phila. South- 
ern Motors, 1113 So. Broad St., Phila- 
delphia 47, Pa. 


DEALERS SPECIAL 


Custom Tailored 
SEAT COVERS 


1941 & 1942-48 Buick 57-76, 51-71 
1941 & 1942-48 Oldsmobile 96-98 
1941 & 1942-48 Pontiac 24-29 


Made of HEAVY CLOTH with 
harmonizing ART LEATHER 
CAPS. Assorted colors. 


“Specify Year and Body Style” 


$8.95 Per Set 
Subject to Prior Sale 


Terms: 2% 10 days, net 30, to well- 
rated firms; otherwise C.O.D. 


Shepard Sales Company | 


2705 Winthrop Avenue 





NEW SUBSCRIPTION ORDER, 


Send Automotive News to Address Below 
for One Year $6 [_] or Two Years $10 [] 
for which check is attached [_] or send bill [] 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


= 
° 


Car Dealer () Truck Dealer () Manufacturer () 
| Jobber ( Insurance [] Financial () Supplier [] 
ae hee 
i 3-22-48 








~ THE NEW INTERNATIONAL KB-8-1 


+ Speeds Deliveries 
_* Takes Hills Faster 
« Hauls More Net Payload 


International 


: Engine: 
ae . 49 and 


“a4 ee ee Wheelbase: 137, 1 
‘401; brake ; ‘ Rees 
iF met sascha 5-speed, over-drive or ct 3 og 
ro es : Heavy-duty, 
ati Single-speed oF two-speed. Re ape 
lee pacity hydraulic, hydrovac actuated or anes x 
oe r: ' ! 
gi Large capacity, safety type. oss oe saa 
ea charging. Cab: International; seat o eae 
pot hie rubber. cushions; dual windshield wipers; 
apie; - 


homet hand-control valy 
tachometer; 
connections for semi-trailer b 


Tires: 10.00 x 20. 


rakes. 


a hs 





Tune in James Melton on “Harvest of Stars.” NBC Sunday 


More International Truck 
Leadership that Benefits 
International Dealers 


This month International announces a new highway 
tractor—the International Model KB-8-1. 


Note what this New “Standard of the Highway”’ does: 
* It speeds over the highway deliveries. 


* It has the extra power to climb hills faster and 
maintain rigid schedules. 


* It carries more net payload without exceeding 
its gross weight rating than trucks with the 
same power but more chassis weight. 


International Trucks are, themselves, the dominant fac- 
tor that make the International Dealer Franchise of 
such outstanding worth. But back of the trucks is 
the complete dealer support the International Truck 
organization provides—support that has made the 
International Franchise the most valuable in the truck 
industry. 


Motor Truck Division 


INTERNATIONAL HARVESTER COMPANY 
180 North Michigan Avenue 


Chicago 1, Illinois 
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INTERNATION L 





INTERNATIONAL ‘Jrucks 











